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ROPE YOURSELF 


A SOme o 
cay, POM Now Business 


AMCO Rope means far more to you than just a rope 


sale. It is a specialty that you can count on to keep old 
customers coming back and to bring in new business. 

= Amco is rot-proofed and waterproofed with a 
E special cordage solution which greatly increases 
the life of the rope. No tar, graphite, or creosote 
is used. Every dealer who has taken on the 
AMCO line has experienced substantial increases 


B in his rope business. Let us show you the proof. 


ALL-WEATHER ROPE * * 
MANILA AMERICAN MANUFACTURING COMPANY 


AMERICAN ‘"'SUPERIOR'' MANILA ROPE NOBLE AND WEST STREETS, BROOKLYN, N. Y. 
TWINE - GOAKUM - PACKING Western Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS, MO. 
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BOSS BUILDS THE LINE 


THAT BUILDS PROFITABLE BUSINESS 


T is easy to build a profitable busi- 

ness with the BOSS Line of Kerosene- — ‘anaes 
Burning Stoves and Ranges. You can =! 
interest every customer, because you 
can show her Table Tops, Cabinets, a 
Consoles or Oil Cooks. You can sell 
every prospect because there is a model 
for every pocketbook. 





















































You can even give her the choice of— 





“Top-Speed” Long Chimney, wick burners ji ote 
“Blu-Hot” Adjustable, wickless burners | 


. ° - 
“Prize” Needle-Valve, wickless burners = = 

And, most important, you can sell | 

with satisfaction because there is a yj 

good profit in every sale. . 


I Write for catalog. 





<b “hy BLU-HOT BURNER 












reecentenese Top-spead 
ents Adjustable Wickless | Burner TOP-SPEED 
| Long blue flame gener- =a} BURNER 
way ated in giant combustion — Precision built—gen- 
eae chamber — intense heat ‘“~ 75 erates intense heat ©) 


(i ) . -~ sy 
Cas \\ creates rapid flow of hot quickly, flame in- 
L =. ir. ; stantly adjustable. 











The New Improved 


—— ROTOHOT Kerosene Heater 
] i if Li \ A Leader For Fall Business 

' ’ The 3-step simplified control, the fixed flame, 

by $ . super-economy burners and the outstanding 

performance and appearance of the new, 


improved BOSS ROTOHOT will sell this 
heater in volume this fall. 















There are also new BOSS Heaters featuring 
Top-Speed and Blu-Hot Adjustable Burners. 






Write for new price list and literature on 
the full line of BOSS Heaters. 
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Euery Point A SALES POINT 


. WHEN YOU’RE SELLING , 
* YALE AUXILIARY LOCKS — 


O MATTER where your place of business 

is—no matter what locks you're selling— 

if it's Yale, the sales job will be simplified. That's 
because Yale offers so much to sell. 


Talking about No. 197? Point out its jimmy- 
resisting qualities—tell how two vertical steel 
bolts join the door and jamb into an inseparable 
unit, making this one of the strongest and most 
dependable locks ever buitt. 


Visit YALE at the New York World's Fair 
Main Exhibit, Hali Of Industry, near Trylon 


- THE NAME YALE HELPS MAKE THE SALE- 


Or perhaps you're showing No. 44—the lock 
that does not forget. Here you explain how the 
lock deadlocks automatically with a double 
throw of the bolt whenever the door is closed— 
highlighting the fact that this means double 
and automatic security. 

And so on through every Yale Lock. There is 
always a tangible, down-to-earth selling reason 
to back your sales argument. But it won't do you 
any good unless you use it. 


and Perisphere. Other YALE displays 
are in the Home Building Center. 


© 1940 N.Y.W.F. 


THE YALE & TOWNE 
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MANUFACTURING CO. 
STAMFORD CONN., U.S. A. 











SOMETHING WORTH THINKING ABOUT 





stim 


MANY LEADING BUILDERS AND CONTRACTORS 
FEATURE THE USE OF PURE WHITE LEAD PAINT 
BECAUSE THE PUBLIC RECOGNIZES IT AS THE 
STANDARD OF PAINT QUALITY AND SERVICE. 











IM THE RESTORATION OF THE PUBLIC 
BUILDINGS AT COLONIAL WILLIAMSBURG— 
ThE BEST-KNOWN PAINTING AND DECOR- 
ATING JOB IN RECENT YEARS—PURE 
WHITE LEAD PAINT WAS USED. 





B See IN RECOMMENDING PAINT TO YOUR 
CUSTOMERS IT’S A SAFE RULE TO SAY: THE 
HIGHER THE WHITE LEAD CONTENT, THE 
BETTER THE PAINT! 








LEAD INDUSTRIES ASSOCIATION 
420 Lexington Avenue, New York, N. Y. 
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CUSTOMERS WILL THANK 
YOU FOR RECOMMENDING 
WHITE LEAD PAINT FOR 
INTERIORS —IT WASHES 
SO EASILY AND SAFELY 

WITHOUT LOSING COLOR. ¢ 








“FOR REAL SATISFACTION AND 
ECONOMY INSIST ON PURE 
WHITE LEAD PAINT” IS THE 
MESSAGE WHITE LEAD 
NATIONAL ADVERTISING IS 
CARRYING TO MILLIONS OF 
HOME-OWNERS— EVERY MONTH. 


TO HELP YOU MULTIPLY YOUR SALES OF WHITE LEAD PAINT, 
MANUFACTURERS IN A NUMBER OF LOCALITIES ARE NOW 

OFFERING PURE WHITE LEAD PAINT PREPARED READY FOR 
USE—IN WHITE AND COLORS—IN STANDARD CONTAINERS. 
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GOING PLACES WITH GARDEN HOSE ? 





MAY 








SUPERTWIST* CORD HOSE. 4 light- 

weight, yet extremely durable 
hose that women and children can 
handle easily. Brown cover. Made 
with a reenforcement of the famous 
Supertwist cord. 


GLIDE* CORD HOSE. 4 good 
hose at a moderate price. Ribbed 
red cover. Molded hose, reenforced 
with heavy double-braided cotton 
cords. Also available with black cover. 


GO TO TOWN WITH THESE FOUR LINES 


PATHFINDER* CORD HOSE. 

High quality at low price. Green 
cover. Heavy, single-braid, cotton- 
cord reenforcement. Also furnished 
with black cover. 


OAK* GARDEN HOSE. Designed 
expressly for the low-priced 
market, Single-braid, cotton-cord 
reenforcement, corrugated dark 


brown cover. 











AIN lines, too, all of them, and every 
one with a definite destination — the 
gardens of more customers than you’ve ever 


had before. 


Each one bears the proud Goodyear name 
—which means “tops” in its class. Hose for 
the man who pays more attention to quality 
than to price. Hose for the man who must 
shop for price, but expects quality along 
with it. Light,“‘easy-to-handle” 
hose for ladies who like to 
work their own lawns, and 
for younger children . . . and 
“something tough” to stand 


30, 1940 


up and take a beating year after year. 


No matter what hose your customers look 


for, you have it when you stock these four 
lines, all backed by Goodyear’s world-wide 


reputation for uncompromising quality. 
dé 


Get them in and watch them go right out! 


For complete details, write Goodyear, 
Akron, Ohio, or Los Angeles, California. 


THE GREATEST NAME 








IN RUBBER 





*T.M.’s The Goodyear Tire & Rubber Company 
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THESE FOUR LINES WILL Take you to Town! 

















Buy Father’s Day stamps for 
“ay (more Father's Day Sales 
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FATHER'S DAY 














Millions of letters, statements, packages, etc., will carry 
this attractive Father's Day stamp this year. The pro- 
ceeds of this stamp sale are being used by the non-profit, 
co-operative Father’s Day Council to publicize and pro- 
mote Father’s Day to the consumer from coast to coast. 
No one is being taxed. By buying these stamps, you help 
yourself to greater Father's Day volume. 


Sign the order blank at once. The Council must make its 
plans early in order to plan effectively, so that Father’s 
Day can be the greatest possible success for your business. 


Fathers Day 


Displaying this official picture helps you and —_ .. 


helps Father’s Day 


You will not have to be urged to buy this gorgeous 
Father’s Day set of four pieces for only $1.00. It is a 
terrific bargain. Manufacturers and retailers of any 
Father’s Day merchandise will see the wisdom of spending 
$1.00 a set for this unusual and striking’ display. Buy 
many sets at this low figure. 


You are business man enough to realize that Father's Day 
has become a tremendous national business-getting insti- 
tution and that your share of the volume will be in rela- 
tion to the degree in which you tie-in. Get on the band- 
wagon. This poster is put out as a public service at no 
profit whatsoever to the Council. When you buy this 
you are helping yourself. So don’t delay. Order plenty 
and send in your order today together with your check or 
money-order. A handy order blank will be found at right. 


NATIONAL COUNCIL FOR THE 
PROMOTION OF FATHER'S DAY, INC. 


Is a non-profit co-operative organization for 
the upbuilding of Father’s Day observance 
This is YOUR Council . . . Representing 
and endorsed by Every industry! 


9 EAST 41st STREET “DEPT. W” NEW YORK CITY 


=#===MAIL THIS ORDER BLANK TODAY====*", 
“DEPT. W’" See a eee 
NATIONAL COUNCIL FOR THE PROMOTION OF 
FATHER’S DAY, INC 
9 East 41st Street, New York City 
We desire to help promote Father's Day and subscribe 
herewith to (-] $500...... worth* (-] $400...... worth 


$300.......worth [[] $200 worth 


r 
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, 

: \ eye 
a Se worth 

8 *Check amount desired. (Priced at the rate of $100 
. for 25,000.) 

. of the official Father's Day stamps which we promise to 
g distribute as widely as possible. Send stamps to us 
s FOB your office, as soon as ready. We shall remit 
H immediately 

H NR os os.o-> naccin Seon Reis Wena esd 5a) KR ee 
it, “AMINE a. aso 'uh haces Sneath te rect age aa 1o ded wee aetna ted 
r 

: 


EE DIN geist sale niiwnaeahen a amisees 


poster set 


REMEMBER I ae 





© N.C.P.F.D., 
INC. 


SPECIAL combination 
offer for limited time 
only! 
| poster approximately I5 x 
20— 4 colors — mounted on 
board and easled 
2 display cards approxi- 
mately 10 x 13—4 colors — 
mounted on board 
| streamer approximately 8 
x 18—unmounted for window 
Pasting 
4 pieces in all 

For only @I) per set 
Each piece embodies the % 
magnificent 4-color painting \ 
by that famous artist, Mc- r 
Clelland Barclay; which is 
the official symbol for the 
1940 Father's Day Poster. 

















wammesliSE THIS ORDER BLANK TODAY'==="~ 
“DEPT. W"’ Ws cnewudansdaamabaeie aes 
NATIONAL COUNCIL FOR THE PROMOTION OF 
FATHER’S DAY, INC. 

9 East 41st Street, New York City 
Please send us FOB New York, when ready, the fol- 
lowing 

. Sets of Combination Displays, at $1.00 per set 

TOTAL 


EACH SET CONSISTS OF 

1 POSTER—1I5 x 204 colors (mounted on board and 
easled) 

2 DISPLAY CARDS—I10 x 13—4 colors (mounted on 
board) 

1 STREAMER—8 x 18 (unmounted for window pasting) 

4 PIECES IN ALL (No choice of units available) 
(Packed and sold only in these 4 pieces to a set) 


Enclosed is check....Money order....for $ ........ 
OE | hana de % ata did dina 6 ck ames Moh wmie aan ae 
RS fas si cestsa a5 a at eet pupa Re enw ae 
IN BI. 5: cas skecesns scalp ad eG pie inocula aaa 


SS SSS SB BSB BBB RB Bee eee eee ee eee 
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Manufacturers and their representa- 
tives exhibiting at The Merchandise 
Mart especially invite you to attend the 
10th Anniversary Market, July lst to 
13th, with remarkable promotion and 
display possibilities for dealers. 


In no other building in the world can 
you study and select from such a wealth 











1930-1940 
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A TEN S TRIKE FOR BUYERS 


of new, salable merchandise—427 
lines of housewares — 92 lines of gas, 
oil and electrical appliances — 102 
lines of toys, games, and wheel goods. 


And all of our exhibitors are plan- 
ning special showings to make your 
visit to this Market doubly worth 
while. : 


The International Home Furnishings Market 


JULY 1ST TO 13TH 
INCLUSIVE 








bkhe MERCHANDISE MART 


The World's Biggest Buying Center e 


Wells Street at the River 
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A New Name and Face 
for Masters *306 


Redesigned to give it fresh, new sales appeal, the #306 still retains all the fine, rugged 
qualities that made it the most popular Inside-Measure Tape Rule. 


Named to fit—tough, long wearing and foolproof, Tufboy has a brand new eye appeal 
that will show in better rule sales. 


ORDER A DOZEN 
SOON!—A new Master Rule—Watch this Magazine for it. 


MASTER RULE MFG. CO., INC., Dept. 3A, 815-819 E. 136 St., New York City 


Announcing 4 New All Steel 
GENERAL PURPOSE BARROWS 


Here are 4 brand new styles of high grade general pur- 
pose barrows. They have extra large capacities and for 
use around the home, farm or garden they just can’t be 
beat. 





The barrows are designed so that the tray is level on top 
when in the wheeling position. While they are light in 
weight they are still built to Jackson specifications for 


hard use and long life. The eight-spoke fabricated 16 inch 
diameter wheels are much more practical than wheels of 
smaller size and add greatly to the ease of handling when 
loaded. 


Your distributor will gladly give you specifications and 
prices on these 4 New Jackson Superior Products. 


Write for Catalog No. 40H—IIlustrated in color. 


JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 


Established 1876. 


HARDWARE AGE 











There’s a 


Bethlehem roofing 
for every customer 


When you handle the complete line of 
Bethlehem galvanized steel roofing and 
siding you have a product to suit every 
customer who comes in your store— 
farmer, home owner, factory manager or 
storekeeper. 


FOR FARMERS: Recommend Storm- 
proof, the modern double-drain, leak- 
proof design as an attractive, long-last- 
ing roofing for houses, barns, tool sheds, 
and other buildings. On economical 
open-deck or purlin construction, Beth- 
lehem Corrugated Steel Roofing and 
Siding provide a sturdy, easily-installed 
shelter against the worst weather. Beth- 
lehem V-crimp, available in three types, 






and Bethlehem Roll Roofing, especially 
for flat roofs, are also popular. 


FOR HOME OWNERS: Stress Storm- 
proof, the steel roofing that has six leak- 
proof features, is easy and economical to 
install, and makes a handsome roof for 
any home. For roofs with a pitch of 2 
inches per foot or less, sell Bethlehem 
Roll Roofing, tightly coated with zinc 
and good for years of trouble-free shelter. 


FOR FACTORY MANAGERS: Fea- 
ture Bethlehem Corrugated Roofing and 
Siding for lasting protection against the 
worst weather, fire, lightning (when 
properly grounded) termites and ro- 





ote 


dents. Point out how fire insurance rates 
are lower for buildings covered with 
steel roofing and siding. Explain how 
economical it is to install Bethlehem 
Corrugated Roofing and Siding, how 
little maintenance is required, how steel 
roofing and siding are a good investment 
for any company. 


FOR MERCHANTS: Play up Storm- 
proof as the kind of roofing that not only 
makes any store look more attractive 
but also keeps out rain, snow, hail and 
sleet even in the worst storms. Demon- 
strate how anyone can lay Stormproof 
roofing quickly and easily, using only a 
hammer and a pair of snips. 








BETHLEHEM STEEL COMPANY 
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THIS BIG NEWS FOR 
YOUR CUSTOMERS CAN MEAN 
BIGGER PROFITS FOR YOU! 





LOOK! NEW 
LOW PRICES 
OW G-E 


MAZDA 
LAMPS! 


SWELL! 
NOW WE 
CAN ALWAYS 
KEEP PLENTY 
OF SPARE 


BULBS 
ON HAND! 


20™ MAJOR PRICE REDUCTION IN 19 YEARS! 


New Prices Effective June 1, 1940 


74%, 15, 25 watt G-E MAZDA lamps.......now 10¢ 


40, 50 and 6O watt...... 
7S me 100 Wett..<< ccc 
Re We cecaasinecasad 


FOR STORES, OFFICES AND FACTORIES 


was 30¢....now 27¢ 
was 50¢....now 45¢ 
was 70¢....now 65¢ 
was $1.20..now $1,10 
was $3.75..now $3.25 | 
was $4.00 ..now $3.50 

was $5.75..now $5.25 


BOG WEE ccccccccrseccvsces 
300 watt (medium base)..... 
300 watt (mogul base)...... 
Es cade ee ease ganee 
FPO WO see viseeivciecces 
1000 watt. . axes ¢amawar 

ST NN 6 05 bn + cw emennenn 


Prices also reduced on Silvered Bowl, Rough Service 
and Daylight Lamps 


MAZDA “’F’ FLUORESCENT LAMPS (Daylight and White) 


were 15¢.......now 13¢ OS GE Bins es kccccics .was $1.15....now 95¢ 
previously reduced to 15¢ OE IE THE shes ccwndnds was $1.45....now $1.25 
previously reduced to 20¢ yy i ) re . was $1.65....now $1.25 
SE A idk cola conde was $1.50....now $1.25 
MEE BES 6 656 66.00458 was $2.30....now $1.90 


Prices also reduced on blue, green, pink, gold, and red “F” lamps 











NEW! G-E (Type D) WHITE LAMPS...30 and 60 watt...10¢ 


Their new white coating absorbs approximately 10% of the light 
initially, but diffuses the light to the edge of the bulb. The standard 
inside-frost finish on regular lamps absorbs only a negligible per- 
centage of the light. 








G-E MAZDA LAMPS 
GENERAL @ ELECTRIC 





+ ways to 


cash in 


ON THIS LATEST 
G-E PRICE 
ANNOUNCEMENT 








1. FILL EMPTY SOCKETS. An average of 10% of 
residential sockets in every community are empty 
or contain burned-out lamps. Feature G-E 
MAZDA lamps at these reduced prices in your 
window and on your counter so that more people 
will buy. 

2. SELL MORE HIGHER WATTAGE LAMPS. The 200 
watt inside frost lamp is now only 27¢ and even 
the 150 watt Silvered Bowl lamp is down to 45¢. 
Feature these larger sizes for light-conditioning. 
3. ATTRACT NEW LAMP CUSTOMERS. G.E. is adver- 
tising this price reduction in The Saturday Eve- 


ning Post, May 25th issue, Newsweek, June 3rd, 
Liberty, June 8th and Business Week, June 8th. 
Display the magazine ads in your windows and 
attract new customers. 

4. MAKE SUMMER SEASON LARGER. This price re- 
duction announcement should stimulate lamp 
buying at the important season when people are 
outfitting summer cottages. Sell these people. 
Make your summer selling season larger. 

5S. SELL MORE LAMPS AT A TIME. Explain the ad- 
vantages of having several spares on hand. Sell 
more lamps at one time to each customer. 
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MR. DEALER: 


Attractive leaflets, mats, 

electros, Counter and 

Window Displays and cther 
Sales Helps FREE! 


Write for literature on other 
fast-selling Markwell Products. 


®@ Carpenters ® Window Trimmers 
@ Display Men © Cabinet Makers 
@ Electricians @ Handy Men 

© Repair Men @ Auto Mechanics 
® Radio Mechanics © Electrotypers 


Complete without BRADMASTER 








200 Hudson St. New York,N9. 
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Drug Stores :— 


Currently, there are very inter- 
esting, and even amusing, news 
reports about the retail drug 
trade. One newspaper heading 
reads: “Drug Store Without Ex- 
traneous Lines To Be Opened By 
Liggett As Tests Succeed.” The 
story says this chain drug com- 
pany is “gradually dropping the 
merchandise lines which it holds 
as alien to the drug store and 
is returning to the original con- 
ception of a drug store.” Imme- 
diately I began to think of a drug 
store devoted to drugs, medicines. 
toilet articles, sanitary goods, den- 
tal goods, hospital supplies—in 
other words “a drug store.” Well 
I was partly right, as the story 
continues to tell that future Lig- 
gett stores will handle these lines 

but that is hardly the entire 
story. Let me quote from the 
news story: “The point was made 
that store space can be more ef- 
fectively and profitably used for 
merchandise belonging to a drug 


zy CHARLES J. HEALE 
EDITOR, HARDWARE AGE 





store, comprising drugs and medi- 
cines, toilet goods, hospital sup- 
plies, electrical appliances, tobacco 
and soda fountain. Glassware, 
books, toys, etc., are being elim- 
inated, except for some seasonal 
items such as stuffed dolls at 
Easter for some stores, etc.” And 
then I read in a leading drug 
journal that “alarming inroads 
into drug store sales are being ac- 
complished by various types of 
non-drug outlets.” And I wonder 
if any single competitive retailing 
factor has actually taken more 
merchandise lines, outside its nor- 
mal field, than has the drug store 
generally. Every retail field has 
suffered some loss of business to 
drug stores for they handle almost 
everything that a consumer could 
want or use. And they have the 
further advantage of being open 
long hours, seven days a week due 
to their special privileges, alleged- 
ly in the interest of public health. 


Re: Public Health:— 


As I mentioned so many times 
before, there can be no quarrel 
with their long hours and _ their 
seven days a week for the sale of 
drugs, medicines, hospital sup- 
plies and other goods related to 
public ‘health, needed in sickness 
or accidents, but it is grossly un- 
fair for drug stores to have so 
many extra hours of selling op- 
portunities on non-drug — store 
items. There are many state laws, 
local ordinances, etc., that are 
supposed to limit a drug store’s 
Sunday sales to the health, acci- 
dent and sickness items but obvi- 
ously no one pays any attention 
to these restrictions. Some atten- 
tion to this problem would be 
highly appropriate for organized 
retail groups as part of their pres- 
ent day interest to curb “diversion 
of trade,” a timely and popular 
retail convention topic wherever 
retailers meet. 
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W age-Hour 
Exemptions: 


Wholesalers in several fields 
banded together to obtain some 
relief from current regulations 
imposed under the Wagner Wage- 
Hour Law. The fight was not on 
the wage structure but on the re- 
striction of working hours. It 
was properly contended by whole- 
salers that the nature of their 
business merited some leeway 
from the rules laid down for fac- 
tory operations. A factory can 
lay off men, shut down, etc., in 
accordance with known produc- 
tion requirements but a whole- 
saler never knows in advance 
when a peak load may strike. 
Wholesaling is a service business 
subject to the exacting whims and 
needs of the retail customers 
served. The need for essential 
merchandise cannot be put on the 
same time schedule as the produc- 





tion of merchandise nor are sweat- 
shop conditions (supposed to be 
eliminated by the Wagner Law) 
ever present in wholesaling estab- 
lishments. There are uncontrol- 
lable peaks and valleys in whole- 
sale distribution yet a successful 
wholesaler must constantly be 
staffed and ready to render prompt 
distribution service on call. This 
precludes layoffs and shut downs 
and, furthermore, wholesale em- 
ployee wages are normally prem- 
ised on weekly, monthly or 
yearly rates with steady employ- 
ment during the entire year. A 
good fight was conducted in 
Washington and what appeared to 
be ample sympathetic support 
was found among the members of 
Congress—but the relief or ex- 
emption never materialized. Those 
who were most active in this im- 
portant activity feel that two 
women stood in the way and pre- 
vented the needed relief. These 
women are Madame Perkins, Sec- 
retary of Labor, and Mrs. Mary 
Norton, member of Congress and 
chairman of the House Labor 
Committee—neither of whom ever 
had any known wholesaling ex- 
perience or any other business 
background which would give 
them a proper understanding of 


the wholesale function, its prob- 
lems and needs. 


Industry Interest :— 


It is highly important that both 
manufacturers and retailers be- 
come interested in the wholesal- 
ers’ campaign to obtain some ex- 
emption from the maximum hours 
regulations imposed by the Wag- 
ner Law. It is apparent that this 
session of Congress will not pro- 
vide the desired relief, but there 
is reason to believe that a more 
favorable outcome may be ex- 
pected in the next session. If 
wholesalers are forced to a 40- 
hour week the probable outcome, 
in most cases, will be a five-day 
week for wholesalers. Closing all 
day Saturday may impose hard- 
ships on dealers who find a busy 
Saturday trade has _ exhausted 
some highly seasonal merchandise 
stocks. Or, if wholesalers attempt 
to operate more than 40 hours 
there will be an overtime wage 
cost (time and one-half for all 
hours over 40) that cannot and 
will not be absorbed by them. 
Such added costs will be reflected 





in the price dealers pay for goods 
and unless the dealer can also 
pass along that added amount he 
loses some of his margin. Or, be- 
tween the two of them there is a 
joint loss of margin. The next 
move is pressure on the manufac- 
turer for greater margin to offset 
the added cost. The manufacturer 
cannot avoid the hours-wage regu- 
lations in his own operations and 
so can hardly be in position to 
extend a better margin. It all be- 
comes more complicated and defi- 
nitely involves manufacturer, 
wholesalers and retailer. This 
question is absolutely an industry 
problem and not just a wholesal- 
er’s burden. Therefore, some gen- 
eral concerted effort for exemp- 
tion should get under way now, 
in order that the next Congress 
may feel the pressure of all three 
factors in our industry and may 
thus be encouraged to take favor- 
able action when the question 
comes up for consideration. The 
wholesalers cannot accomplish 
this all alone. Manufacturers and 
retailers should show an equal ac- 
tive interest for their own protec- 
tion. 





Contributions to Local and Anniversary 


Advertising and Catalog Distribution 


Wuereas, There are in the whole scheme of distribution many elements 
of economic waste, prominent among which is waste in advertising; 
ResoLveD, That we express the hope that our friends, the industrial 
distributors, will refrain from sponsoring any activities in local or anni- 
versary advertising which may directly or indirectly involve any request 
to manufacturers to join in such undertakings; 

Wuereas, This Association believes that the cost of publishing a dis- 
tributor’s catalog is an expense item directly chargeable to the distribu- 
tor’s cost of conducting his business, and 

Wuereas, The manufacturer will loan electrotypes and supply correct 
information for catalog compilation, and 

Wuereas, The supply of large quantities of catalog pages by a manufac- 
turer, sufficient to assemble a distributor’s catalog, transfers a burden of 
expense from the distributor to the manufacturer, and 

Whereas, Any deviation or exceptions create discrimination and unfair 


trade practices. Be it therefore 


RESOLVED, That we recommend to our members that all such requests for 
contributions to the expense of publishing distributors’ catalogs be de- 


clined. 


—Resolution adopted by the American Supply & 
Machinery Manufacturers’ Ass’n, Jan. 15, 1936 
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° this distinctive hardware...makes 


*jossible a REAL PROFIT? 


—says Mr. Eugene Mariani, 







of San Francisco 
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BOR-LOC 
BOR-LOC is a husky, 
high quality latch for 
interior doors that can 
actually be applied in 
0 the time re- 
uire I 

Forged brass ane ar ae 


This is Caryl L. Smith, who calls on Mr. Mariani 
for Lockwood. He travels northern California, 
Washington and Oregon, and will be glad to 
show you the entire Lockwood line. 


PATRICIAN UNIFAST BOR -LOC 


PLASTELLE EQUIPOISE CAPE COD 
glass knob, or our Patrician interchange- 


These names represent outstanding Lockwood de- able col F 
velopments or improvements in Builders’ Hardware. : Ask diy tes Sete -" 
: sk today for full information! 


Lockwood Hardware Mfg. Co. 


Fitchburg, Massachusetts 
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a 
CKWOOD)) = Division of Independent Lock Co. 





MAY 30, 1940 





Part V 


 _ and 


tool departments are located next 
to each other in most well-planned 
hardware stores. Usually, they 
deserve an important position near 
the front. If sporting goods and 
major appliances are important 
lines, however, the hardware and 
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A hardware section with panel 
doors above the ledge and with 
drawers in the base. Ledge dis- 
play on the entire fixture. The 
equipment is made of wood. 
Right—A tool section with open 


case above ledge for showing 
large tools and open shelving 
below. Ledge display on entire 


fixture which is made of wood. 






YULLEVED LG 1 


Hardware, tool and steel goods 


departments—location, types of 


fixtures, merchandise display 


tool sections should be placed to 
the rear of these departments. 
The most satisfactory type of 
fixture for displaying and stock- 
ing hardware lines is one with 
panel doors and ledge display. 
Some designs omit panel doors be- 
low the ledge and use open shelv- 


ing. Fixtures of this type are also 
well adapted for showing the 
smaller tools, those items which 
are not shown in an open-case fix- 
ture. Ledge displays are neces- 
sary features of this modern equip- 
ment. All shelving in the fixture 
should be adjustable, and stock 
boxes are essential for small pack- 
aged goods if stock space is to be 
used economically. 

Open-case fixtures, as the name 
implies, have the space above the 
ledge open while panel doors or 
open shelves are used below the 
ledge. Large tools are displayed 
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By GEORGE G. HOY shelving before sampling mer- 
Associate Editor chandise on the panel doors. Mer- 
of Hardware Age chandise shown on a right-hand 
panel should be stocked behind 
the left-hand door, and vice versa. 
With this arrangement, the items 
of interest to a customer can be 
secured from the stock while the 

individual continues to examine | 

| 

| 


tu goud advantage in this type of must not be wasted or other de- other related items on the panel. 
fixture. Hooks of various lengths, partments will suffer. Merchandise samples are usu- 
fastened to the back of the case, Panel-door displays should do ally fastened to panel doors with 
; support the merchandise arranged two things: first, present merchan- wire belt lace or with spring hold- 
: in the display. dise so that the customer is able ers or clips. Bright wire belt lace 
: In some tool departments, all to make a selection, and, second, should be used in sizes No. 00 and 
. panel doors are eliminated and show the location of the stock in No. 0. Spring holders are best 
small and large tools are shown the fixture. adapted for showing tools. If a 
on the background. Limited quan- Always arrange stock in the sample must be sold from the 
tities of stock are presented in 


these open-case displays and the 
bases of the fixtures are used for 
surplus stocks. Panel doors on 
the entire section are necessary 
where very large tool stocks are 
carried and displayed. The space 
devoted to tool and hardware 
stocks should be adequate, but it 
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(Illustrations courtesy of 
Universal Equipment Co.) 






Arrangement of tools in open case metal fixture equipped 
with special unit in base. Ledge display on entire 
section. Glass is used for bin dividers on the ledge. 
Left—Combination panel door and open case, wood tool 
fixture, sloping ledge display and open base shelving. 
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panel, it is easily removed and can 
be replaced just as easily when 
new stock arrives. 

Many items of builders’ hard- 
ware are fastened to panels with 
wood screws. Butts, strap hinges, 
sash lifts, etc., are types of mer- 
chandise that can be sampled in 
this manner. Other hardware items 
should be wired to the panels. 


Determining Samples 


Samples for panel doors are de- 
termined easily after stock is ar- 
ranged in the shelving. Take a 
sample of every item in the par- 
ticular shelving and place it on 
the panel door to be sampled. This 
will show the number of items 
which must be considered in the 
arrangement. Revise the display 
if there are too many items. For 
example: in place of showing sash 
fasteners in every size and finish, 
it may be necessary to show one 
size in dull brass, another size in 
antique copper and so on, thus re- 
ducing the items on the panel but 
still showing all finishes and sizes 
of the line. Follow this same pro- 
cedure in sampling other items for 


it reduces the amount of stock that 
must be tied up on a door. 

Sample at least one item in all 
hardware and tool lines on a panel 
door if the stock is located in the 
shelving. Merchandise properly 
arranged and identified will save 
time for salespeople and custom- 
ers, and inexperienced employees 
will be able to find stock more 
quickly. 

All space in the modern hard- 
ware store today must be used 
economically. Unless this is done 
it will be impossible to consoli- 
date stocks and provide space for 
all departments on the main floor. 
Hardware stores never seem to 
have buildings large enough for 
the stocks carried. 


Adjustable Shelves 


In order to use all stock space 
efficiently, shelves should be ad- 
justable and stock boxes used for 
small package merchandise. Ar- 
range all goods so stocks run the 
depth of the fixture rather than 
along the front edge of the shelf 
of the fixture. 

Stock boxes constructed with 
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Showing how shelves and boxes are num- 


bered in fixture to facilitate 
of items shown on sample panel. 


locating 
Buttons 


shown are much larger than those used. 
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metal sides and wood ends are in- 
expensive to build. By inserting 
one or more partitions, several dif- 
ferent items may be carried in one 
box. Both wood and metal boxes 
are manufactured by most fixture 
companies. 


Identification System 


Where stock boxes are used and 
large inventories carried, some 
system for finding individual items 
shown on the panel door is neces- 
sary. A good plan is to assign 
numbers to shelves, the first shelf 
number 100, second 200, 300, 400, 
etc. White celluloid buttons un- 
der the sample on the door show 











(Courtesy Universal Equipment Co.) 


Small steel goods unit with the 
long handled goods displayed on 
back and short handled shovels 
along the front. This fixture is 
constructed of wood. 


the shelf number and other infor- 
mation such as size and retail sell- 
ing price. If the merchandise is 
located in a stock box, the box 
number would appear on the but- 
ton. Boxes on the first shelf would 
be numbered 101, 102, 103, and 
104 if there were four on that 
shelf. Boxes on other shelves 
would carry numbers such as 201, 
301, etc. Items in original pack- 
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Arrangement of steel goods in steel fixture. 
of panel support the merchandise displayed on background. 


(Courtesy Universal Equipment Co.) 


saws, handles and shovels are supported by a fixture which is fastened 
to the front of the platform’s base. 


ages carried on the shelf should 
show the shelf number only. 


See first illustration on page 18. 


Large Items 


An open-case fixture for large 
tools is usually the first section in 
the department, and panel door 
fixtures for tools and hardware 
follow. Several arrangements of 
tools in the open cases are shown 
in the illustrations on these pages. 
Special display units for , hand 
saws, planes, tool grinders, etc., 
are also used in addition to dis- 
play hooks. 

Generally speaking, small car- 
penter or wood working tools are 
sampled on the panel doors fol- 
lowing the open tool case, with 
machines and metal working tool 
panels next in the department. 
Displays of the popular selling 
tools are worked out on the ledge 
of the fixture or on tool islands. 
The panel doors on the base of 
the fixture are best used for large 
or bulky tool items. 

Hardware items, in most cases, 
are arranged in the department in 
the following manner: lock sets, 
door hardware, padlocks, cabinet 
hardware, and miscellaneous hard- 
ware items. 


Steel Goods 


Steel goods in the hardware 
store are ordinarily displayed at 
the rear because much of the mer- 
chandise is highly seasonal and 
the balance consists of items that 
are usually called for. One of the 
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Brackets fastened to back 
Crosscut 


background and provides a more 
flexible arrangement. In this case, 
brackets can be shifted along the 
track to any position and removed 
if not needed. The entire arrange- 
ment of the display can be ad- 
justed to take care of seasonal 
stock fluctuations. Several steel 
goods departments are shown in 
the illustration in this section. 
Some of the more modern hard- 
ware stores are placing the steel 
goods department at the front of 
the store. This merchandise is 
featured during the summer 
months following which the dis- 
play is reduced and other seasonal 
merchandise, such as skis, are 





(Courtesy W.C. Heller & Co.) 


Tool brackets for showing various types of steel 
goods fit on to ordinary barn door. track which 
is fastened to the background of the fixture. 
This makes for a decidedly flexible arrangement. 


best fixtures is an open type with 
a platform base and regular fix- 
ture top. Where a large stock 
must be shown in a limited space, 
the capacity of the space can be 
increased by eliminating the fix- 
ture top and carrying the display 
higher on the sidewall. 

The merchandise in the display 
is supported by brackets or hooks. 
One type of bracket is fastened 
permanently to the background. 
Another fits on to common barn 
door track secured to the fixture 


shown during other seasons of the 
year. 


Steel Goods Handles 


Steel goods handles should be 
included in the department or, if 
this is not possible, a special dis- 
play should be developed for this 
merchandise. Handled and un- 
handled hand axes are often shown 
in this department and several fix- 
tures for presenting these items 
have been developed by the manu- 
facturers of the merchandise. 


19 






















Heres the W ay 


















William Osterman, manager of Dei 
Wis., Iustrates the step-by-step met 
frm in selling paint and owls 


l. The Greeting—Greet all prospects 
with a smile. It warms them up and 
does the same thing for you. The 
power of a smile always goes a long 
way toward aiding a sale and it puts 
the prospect in a receptive mood. 


2. Get the Details—When the 
prospect asks you for a small 
can of enamel, find out if the 
job should have a priming coat. 
A prospect may have forgotten 
about that and will appreciate 
your calling it to his attention. 
You then sell two cans instead 
of one. Get the details! 





3. Save Him Steps—After you have sold 
the prospect a can of primer paint, 
suggest he buy a larger can of enamel 
Tell him that there is nothing like hav- 
ing plenty on hand tc save a return 
trip to the store or skimping on paint 
when he comes to the end of the job. 
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to Sell Paint! 


yer of Delafield Hardware of Delafeld, 
y-step methods which are used by his 
t and which produce real results 












4. Estimating—ii he continues to re- 
main doubtful figure out for him the 
approximate coverage of enamel for 
his size job. He will feel that you know 
your business and chances are he'll 
buy what you recommend. 














5. The Extra Sale—Before the 
customer leaves suggest a good 
brush, sponge for cleaning, tur- 
pentine, etc. This is not high 
pressure selling. Most paint 
customers forget such items and 
expect you to suggest all items 
needed for a paint job. 


6. The Color Chart—Always give a 
customer a color chart as well as any 
spare paint circulars you may have. 
It promotes interest in painting. The 
customer may want to paint other 
rooms or other furniture and then you 
may make more profitable sales. 
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\ 3 a hardware 


store sells a seasonal line that in- 
terests both commercial enter- 
prises and hobby fans it really 


has something on which to 
build traffic. That is just what 
the Nehf Hardware & Electric 


22 





This Firm Has Found 


Beekeepers’ supplies have brought 


1000 persons to the Nehf Hardware 


& Electric Co. of Terre Haute, Ind. 


Co., 30 N. 6th St., Terre Haute, 
Ind., does, for it conducts a bee- 
keepers’ supply department that 
builds volume, at a profit, and is a 
good traffic builder in the bargain. 
Robert Wesche, manager of the 
store’s hardware department, says 





A wide variety of 
beekeepers’ supplies, 
catalogs and books 
are shown on this 
table. Major units 
of sale, such as, 
power lawn mowers 
and washing ma- 
chines are nearby. 


of these supplies, “In a year’s 
time we have gotten as many as 
1,000 people in the store who had 
never previously been there, as the 
result of displaying and selling 
beekeepers’ supplies. When there’s 
a good honey flow we sell a car- 
load of beekeepers’ supplies in 
the course of a year. The season 
runs from about April to Septem- 
ber and we sell to both commer- 
cial beekeepers and novices or 
hobby fans.” 


Several years ago a local hard- 
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Line” to Profits 


Moke Your 
-Beekeeping Hobby 
Pay Loraer Profits 


By 
Lewis Dadant Suppies 














ware store, that carried beekeep- 
ers’ supplies, discontinued business 
and some of the merchandise was 
acquired by the Nehf organization. 
Beekeepers’ supplies were among 
the lines purchased and so Mr. 
Wesche started to study bees and 
beekeeping, finding it such an in- 
teresting activity that he maintains 
his own hives and is a member of 
the Vigo County Beekeepers’ As- 
sociation. The Nehf store obtained 
franchises to sell the beekeepers’ 
supplies which had been handled 
by its former competitors and not 
only Mr. Wesche but other mem- 
bers of the store began to study 
beekeeping. At the present time 
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This window attracts the beekeepers. Built up displays show com- 
plete hives, foundation, honey jars, honey cans, smokers and other 
items. Live bees in an observation hive served to catch the eye. 


Mr. Wesche and two other mem- 
bers of the store staff are very well 
versed in the subject and other 
members of the sales staff also 
have some knowledge of it as the 
result of study. 


They Know Bees 


When a hardware store sells 
equipment of interest to hobby 
fans there must be at least one 
salesman who is thoroughly ac- 
quainted with the needs, interests 
and problems of the hobbyist. 
Says Mr. Wesche, “You've got to 
know bees in order to sell the 
proper equipment and explain 


why and how to use that equip- 
ment. Besides the items the de- 
partment sells that are solely of 
interest to beekeepers, it also cre- 
ates a market for regular outside 
house paint, painting accessories, 
cement coated nails, tacks, etc. 
Fellows who really become inter- 
ested in beekeeping will usually 
keep at it. Although bees don’t 
have to be bothered with from the 
fall to the spring, commercial bee- 
keepers getting money for honey 
in the fall will buy their equipment 
at that time.” 

Catalogs of beekeepers’ supplies 
are mailed by the manufacturers 
to mailing lists provided by Nehf’s 
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and other dealers handling the 
lines, with the Nehf imprint and 
those of other stores on the cata- 
logs. Last spring the store used 
5-in. advertisements in 10 or 1] 
newspapers in smaller cities near 
Terre Haute. As the result of 
these ads and the catalogs, the 
store has sold: beekeepers’ equip- 
ment to hobby fans and commer- 
cial beekeepers’ in points as far 
as 50 miles from Terre Haute. 


Will Order Bees 
While Nehf’s do not stock bees 


the store will order them for cus- 
tomers. This year, to lend atmos- 
phere to a window display of 
beekeepers’ supplies, the store had 
an observation hive in the window 
as part of its first spring display. 
Some idea as to the investment 
beekeepers, professional or novice, 
make in keeping bees is shown in 
that a queen bee, according to 
Mr. Wesche, will sell from 75 cents 
and up. Workers are sold by the 
pound, the sum of $2.45 being suf- 
ficient to buy 2 lbs. of workers 
and one queen bee. With the ex- 
ception of foundation much of the 
equipment has a life of several 
years. The Nehf store sold 2000 
lbs. of foundation in 1938, when 
there was a good flow of honey. 
Foundation, made of beeswax, is 
used by beekeepers to help the 
bees in creating honeycombs, and 
provides the dealer with repeat 
business that is well worth while, 
both for the profits made in the 
sale of that product and because 
beekeepers visiting a store to pur- 
chase foundation will often buy 
other items—related or otherwise. 
Thus while foundation in itself is 
not a very high unit of sale it is a 
good traffic builder, which can be 
sold at a profit. 


Foundation 


Mr. Wesche says, of foundation, 
and the value of its use, “Since it 
takes about 12 lbs. of honey to 
make one pound of beeswax, use 
of foundation helps the beekeeper 
obtain a better honey crop. We 
carry only foundations made from 
pure beeswax. If good foundations 
are not used in brood chambers a 
lot of irregularly shaped combs 
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will result, producing drone bees 
that are of no value to the bee- 


keeper.” 
The Nehf store stocks all parts 
for beehives — frames, bottom 


board, hive body and cover. Other 
items include smokers selling at 
from 70 cents to $1.75, gloves, 
masks, honey jars, honey cans and 
honey labels and various beekeep- 





ers’ tools. The store sells about 
200 gross of honey jars a year, of 
14-lb., 1-lb., 2-lb. and 3-lb. sizes 
as well as 3, 5, 10 and 60-lb. ca- 
pacity honey cans. In addition, 
orders are taken for honey can 
and honey jar labels in a variety 
of designs, all of which swells the 
profits for the beekeepers’ supply 
department of the store. 


New Bill Calls for Tariff 


on Imported Binder Twine 


HE attention of Congress has 

now been directed to the plight 
in which the American binder twine 
industry finds itself in the face of 
mounting imports of tax-free foreign- 
made twine made in factories where 
peon wages are paid to daily labor. 
Recognition has been given to this 
state of’affairs by the introduction 
in the House of Representatives of a 
bill by the Hon. Paul Herbert Ma- 
lone, Democrat, of Louisiana, “to 
amend section 601 (c) of the Rev- 
enue Act of 1932, as amended.” The 
measure, H.R. 9408, has been re- 
ferred to the House Committee on 
Ways and Means. 


Text of the Bill 


The text of the Maloney Bill reads 
in part: “Be it enacted by the Senate 
and the House of Representatives of 
the United States of America in Con- 
gress assembled: That section 601 
(c) of the Revenue Act of 1932, as 
amended is amended by the addition 
of a new paragraph, as follows: 

“*(9) All binding twine . .. cents 
per pound; but the tax on the arti- 
cles described in this paragraph 
shall apply only with respect to 
importation of such articles.’ 

“Sec. 2. No article shall be im- 
ported as binding twine unless it 
is a single-yarn twine suitable for 
use with a harvesting machine in 
the binding of small-grain crops; 
made of henequen, sisal, manila, or 
other hard fibers or a mixture of any 
two or more of them; measuring 500, 
550, 600 or 650 feet to the pound 
with a tolerance of five per centum, 
plus or minus; containing a lubri- 
cant of not less than 10 per centum 
of the total weight of the twine, and 
an insect repellent; and put up in 

Eprror’s Note:—This article is ex- 
cerpted from a longer article on the 
subject by Frank L. Baer and published 
in Cord Age. 


balls of approximately five or eight 
pounds each, and packed in bales of 
approximately 50 pounds gross 
weight. 

“Sec. 3. Each ball of binding 
twine imported into the United 
States shall be marked, stamped, 
branded, or labeled on the side 
thereof in a legible, indelible, and 
permanent manner, in letters of not 
less than one inch in height with 
the words ‘binding twine’ together 
with the English name of the coun- 
try of the origin of the twine. This 
section shall be enforced in the 
same manner, and any violation 
thereof shall be subject to the same 
penalties as provided in section 394 
of the Tariff Act of 1930, as 
amended.” 

No specific tax is fixed by the 
measure, because, as Representative 
Maloney explained, the question of 
the amount of duty required to pro- 
tect American manutacturers must 
be studied in the light of fluctuating 
foreign exchange conditions. The 
European war has upset monetary 
operations so completely that foreign 
rates depend today on military as 
well as economic activities. 


Correcting an Evil 


With the introduction of the 
Maloney Bill, Congress now has op- 
portunity to correct an evil that has 
overstayed its time and to eliminate 
an acute threat to grain growing 
farmers, who, if the American binder 
twine industry should disappear as 
is threatened, would be at the com- 
plete mercy of foreign twine manu- 
facturers not only for prices at all 
times, but in stress of war blockades, 
even for a sufficient supply of twine 
to meet their harvest requirements. 
Such a situation would strike at the 
very heart of our nation’s food 


supply. 
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There’s No Other 
Pump Gun Like 
The Model 31 


_—— 
‘aleqie 


Above is the action of the 
Remington Model 31 pump 
action shotgun completely 
disassembled. Notice how few 
parts there are! That’s the 
secret of the Model 31’s 
smooth, easy action. The few- 
er moving parts, the smoother 
the action works. 

No screws are used to hold 
in the action. Instead, the 
parts are interlocked inside 
the receiver, but can be eas- 
ily removed for cleaning. 
Each part is hand fitted and 
polished to insure a velvety 
action. 

The Model 31 has an ex- 
ceptionally short action, 
easier loading and unloading, 
convenient action release, 
straight-line feed to eliminate 
jamming, and a fast firing 
mechanism. It’s a sweet gun 
for all kinds of shotgun shoot- 
ing —trap, skeet, duck and 
field. No wonder it’s such a 
leader in the pump action 
field! 





COME OUT OF THAT BARREL 
THIS MINUTE, JUNIOR, 
BEFORE YOU SLIP—THIS ‘sasiad 
GUY MUST USE KLEANBORE™ 








They Depend On You! 


Probably there are a certain number 
of your customers who just say ‘“‘Give 
me a box of .22’s” when they buy 
ammunition. 


Does that mean they don’t care 
what kind of .22’s you give them? 
We don’t think so. We believe it 
means that they depend on you to 
give them the best product available. 


Chances are you give them Klean- 
bore .22’s, because you know that’s 
the leading brand of .22’s —and it 
would not be the leading brand unless 
it gave the most satisfactory service. 


We want to assure you again that 
you can give Kleanbore .22’s to your 
most particular customer with full 
confidence that they are unexcelled 
by any other brand on the market in 
power, accuracy, dependability, and 
in the protection against rust and 
corrosion they give the shooter’s gun 
barrel. 


A Remington Dealer Letter with a timely message for you 
will appear on this page—in each issue. WATCH FOR IT! 


























=| DEALER 4 LETTER (= 


WHAT IS YOUR MOST | 





In the long run, it is prob- 
ably boys. For these young- 
sters not only do a lot of 
shooting now ... they have 
many long years of customer 
life ahead of them. 

In a few more years, the 
16-year-old boy who now 
shoots a .22 will be buying a 
shotgun and shot shells. Next 
he’ll be a prospect for a high 
power rifle. Without the keen 
interest of millions of boys in 
shooting, the sport would 
soon die out. 

Recognizing the _ impor- 
tance of this market, Rem- 
ington has for some years 
advertised extensively in such 
publications as Boys Life, 
American Boy, Open Road 
for Boys, Handbook for Boys. 

Ask your own son about 








S QUIZ For Dealers! 


munition company... 


.22’s in this country? 
U. S. A.? 
country? 


priming? 


Proof shot shells? 


guns and ammunitions? 


What sporting arms and am- 
1. Made the first brass-cased 
2. Maude the first Hi-Speed 


3. Made the first paper shot 
shells manufactured in the 


4. Made the first primer for | 
smokeless powder in this 


5. Developed the original non- 
corrosive and non - erosive 


6. Developed the first Wet- 


7. Maintains a large research 
department to develop new 
basic advances in sporting 


If you haven’t guessed by 
now, maybe this hint will 
help. It’s R — m —- — gt —-n! 





these ads ... chances are he 
has seen and read them. 
- ~()—— 


Tests Prove Great 
Penetration Power of 
Kleanbore* Hi-Speed* .22’s 





So much power is packed 
into a Kleanbore Hi-Speed 
.22 that a solid-point bullet 
will actually penetrate eight 
7/8” pine boards. A 36-grain 
hollow-point bullet leaves the 
rifle muzzle with a speed of 
1400 feet per second, and a 
muzzle energy of fully 157 
foot-pounds! 


* “Kleanbore,”’ ‘‘Hi-Speed’’ and ‘‘Wet-Proof’’ are Reg. U. 8. Pat. Off. by Remington Arms Company, Inc., Bridgeport, Conn 
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Benjamin Miller, Williamsville, 


N. Y., made a nursery for plants 


his hobby. Plants paved the way 


for seeds and now..... 


Hin you ever had 


a hobby that of its own momen- 
tum turned into a business that 
helped your business develop more 


business? Sounds complicated, 


but really it is the simple process 


eeds Are 


of development experienced by 
Benjamin Miller in his Williams- 
ville, N. Y., hardware store. 

The post war period of 1918 
found Mr. Miller located in Wil- 


liamsville as a radio storage bat- 











One of the firm’s 
windows featuring 
seeds and plant- 
ing accessories. 


Keeping the 


tery manufacturer with a large 
four-story factory and warehouse 
while at his present location, in 
one-quarter the space, was a re- 
tail battery and tire service sta- 
tion. The sudden rise of AC-DC 
sets was the handwriting on the 
wall that caused his advent into 
a more general hardware line. It 
proved a smart move and it has. 
year by year, developed into a 
bigger, established business. 

In 1928 Mr. Miller was able to 
buy 30 acres of cheap land four 
miles off the through highways 
and indulge in a long thought of 
hobby—reforestation. His consci- 
entious efforts brought questions 
and buyers. By 1931 he saw the 
advantage of going into his hobby 
venture extensively so he bought 
90 adjoining acres and slowly 


Over 144 types of bulk vegetable 
seeds are shown in these glass 
jars while 33 others are displayed 
in the square glass containers on 
the next table. Each table is 
equipped with scales. 
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FLOWER 4nd VEGETABLE PLANTS 
NURSERY STOCK . 


Each jar bears a pic- 
ture of the mature 
plant, germination and 
prices for amounts up 
to one pound. The sign 
on the table may be 
seen from the door. 





went into general nursery stock 
and all its sundries, learning by 
actual experience and experiment 
and home study. He now special- 
izes in evergreens (Scotch pine 
and Norway spruce) making a 
killing at the Christmas season 
when, like the stockyards’ hog, 
everything cut is used with broken 
or extra branches sold for decora- 
tions. 

Nursery work naturally leads to 
seeds, and here again his hobby 
rang the cash register since, as a 
member of the New York State 
Seed Improvement Association, he 
can supply certified seed corn, po- 
tatoes and oats in large quantities. 
Shrubs and bushes also provide 
a good source of income. 

Mr. Miller encourages local 
landscape people to cooperate with 


Wire baskets on ledge at left 
hold bulbs while packaged rose 
bushes are on the floor. Nineteen 
cards at the fixture’s top list 
many plant varieties which are 
carried in the nursery. 
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Cash Register Ringing 


him since he does no actual land- 
scaping. In catering to local ama- 
teurs his responsibility ceases 
with delivery of his plants, since 
they are guaranteed to be alive 


and free of disease, but naturally 
can’t be guaranteed to grow. His 
one-price policy forestalls any 
wholesaling and keeps him cater- 
(Continued on page 31) 
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Sw Urlit PAINT FRESHENER 


Sandit 
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Only $17.95 complete with motor, and ready to plug in! 


The SWIRLIT Paint Freshener is the most ingenious and 
lowest priced paint mixer and agitator on the market! 
Designed to rejuvenate old paint, as well as to freshen new 
stock that has a tendency to settle quickly, the SWIRLIT 
insures your paint customer of getting freshly mixed paint 
that will do the job satisfactorily, thereby assuring you 
of a completely satisfied customer. 

The SWIRLIT Paint Freshener is so smooth and vibration- 
less in operation that it can also be readily used for clever 
counter and window displays that will quickly attract peo- 
ple to your store, and in that way automatically increase 
your paint sales. 

The SWIRLIT Paint Freshener has no gears or other 
complicated mechanisms to wear out, and it is therefore 
practically indestructible, and will last for many years. 




























It will handle any size can from % pint to one gallon, and 


You need a SWIRLIT Paint Freshener in your store! 





can be installed in a jiffy with two small wood gcrews. 


FLOOR SANDER, POLISHER AND SCRUBBER 


































Believe it or not, the SANDIT lists at only $34.95, complete 
with motor. 


A universal floor maintenance machine of this kind, at a price 
like this, makes it an almost unbelievable bargain, and a tool 
that just can’t help clicking with your trade. 

The SANDIT is, without question, the most simple, economical, 
and easiest-to-handle device of its kind on the market, and every 
painter and carpenter should own one for preparing new or old 
floors for finishing or refinishing. Furthermore, the SANDIT 
will prove invaluable to office buildings, apartments, hotels, hospi- 
tals, schools, institutions, theaters, factories, bowling alleys, 
dance halls, and homes, where its purchase for use in general 
floor maintenance will save the cost of the unit many times over 
during the first year of operation. 

The SANDIT has a sanding roller 8” long by 2%” diameter, which 
operates at 1750 R.P.M., and gives an unusually fast cutting 
speed. 

A Tampico fibre brush for polishing or scrubbing 1s furnished as 
an integral part of the SANDIT, which brush can be substituted 
for the sanding roller in a jiffy, thereby converting the unit into 
a scrubber or polisher. 

The SANDIT Floor Sander, Polisher, and Scrubber is a must have 
item for the progressive paint and hardware store. 


PAINT SPRAYING EQUIPMENT... . 


The new and finer SPRAYIT line of paint spraying equipment is now being offered 
at the lowest prices in SPRAYIT history. 


This line consists of spray guns; portable paint spraying units in a complete range 





of sizes and types, powered with both 
motors and gasoline engines; compres- 
sors of the rotary, reciprocating, and 
diaphragm types; flock guns; air brushes; 
air line accessories; etc., all of which 
present real sales and profit possibilities 
to the wide-awake paint merchant. 


Now, more than ever before, is the time 
to Profit with SPRAYIT! 

All of this equipment—SWIRLIT, SAND- 
IT, and SPRAYIT— is shown in a com- 














plete new catalog that we will be glad 


to send you upon request. You owe it to yourself to get the information at once 
on this fast selling, profit producing line of equipment. 


THE ELECTRIC SPRAYIT COMPANY e SHEBOYGAN, WISCONSIN 
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ing to the retail trade exclusively. 

Mr. Miller roughly estimates 
that now he does 75 per cent of 
the local nursery and hardware 
business, and his ability to meet 
his customers’ needs results in 
fewer house-to-house canvassers 
able to carry on and discourages 
“spring fever” talent from com- 
peting. This has come about with- 
out excessive advertising and per- 
mits him to pass this savings on 
to his customers. To introduce 
his dual role this year, a special 
broadside was enclosed with a 
jobber’s regular spring advertis- 
ing sheet and distributed through 
an agency to 5000 residents in the 
town of Amherst and village of 
Williamsville therein. This, plus 
his store display, does the trick. 

Here his original layout is the 
key to his success. In the old sec- 
tion of his now double-fronted 
store he devotes a full window to 
seeds and sundries, another to tie- 
in hardware items, plus fronting 
the walk with assorted nursery 
stock. His present bulk seed dis- 
play cases were fitted to glass con- 
tainers. These have been increased 
yearly from a modest beginning 
and now there is one case with 144 
quart glass jars filled with every 
vegetable seed imaginable and 
with even herbs getting a place. 
Each jar carries a colored picture 
















Packaged seed is 
shown on the fixture 
ledge. Seven flower 
and vegetable as- 
sortments of five 
different manufac- 
turers are displayed 
there. 
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of the mature plant, and prices in 
various amounts up to one pound. 
An adjoining case holds 33 much 
larger square, glass, open-topped 
bowls filled with special lawn seed 
(16) and staple vegetable seeds 
(17) normally demanded in larger 
quantities. Both tables are pro- 
vided with special scales so that 
all sales may be handled rapidly. 
Along the east wall, waist high, 
are his package seed displays. Mr. 
Miller represents five companies, 
displaying seven flowers (no flower 
seeds are sold in bulk) assort- 
ments, five vegetable, and one 
large floor set, showing both. 
Along the west wall are 11 circu- 
lar wire baskets about 18 in. high 
and 12 in. in diameter, made of 
\Y-in. hardware cloth, spot 
welded, open at the top and tacked 
to a board base for displaying as- 
sorted bulbs and sets which are 
kept in a confined space. Along 
the floor are stacked packaged rose 
bushes from another nursery. 


Signs Tell the Story 


Obviously, his nursery cannot 
be transplanted to store display so 
for the last three years a local sign 
maker has prepared special black- 
on-white, heavy sheets which give 
information on types and varieties 
of plants in stock, show height. 








age, and quantity at a price. These 
signs are eye-high along the west 
wall and are also posted across 
the upper center of this section of 
the store. 

From these the botanical-minded 
can readily satisfy their needs 
since the 19 cards list 148 varie- 
ties of iris, 88 peonies, 26 ever- 
greens, 57 perennial plants, 37 
shrubs, 24 berries, 15 grape vines, 
24 apple trees 14 assorted vines, 
29 vegetable plants, 21 annual 
flower plants, 20 fruit trees, 35 
shade trees, 15 rose bushes and 
various available bulbs and roots. 

From these cards Mr. Miller 
and his three assistants can make 
suggestions, take orders, and make 
prompt delivery from stock which 
is stored at his old battery factory 
nearby. Where two full-time nur- 
sery men can handle most of the 
work, spring will see 17 men la- 
boring to dig and prepare these 
listed items. A reciprocal set-up 
with other nurseries permits trad- 
ing, etc., where special customer 
demands cannot be met from 
home stock. 

In January his bulk seed stocks 
are at their maximum. Peak 
trade comes during the middle of 
May so from then on stocks are 
sparingly replenished. His carry- 
over bulk rarely exceeds $12.00 to 
(Continued on page 81) 
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HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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Take a Goo 


Close Look! 


The perfect mesh explains why Cyclone is 
preferred by people who make a lot of screens 





NY carpenter can tell you that 

he saves a lot of time and trouble 

using a screen cloth that is made with 

a perfect mesh—one that cuts square. 

That’s why Cyclone “Red Tag” 

Screen Cloth wins the approval of car- 

penters and others who use so much 
screen cloth. 

Every roll of Cyclone Screen Cloth 
is the same — uniform in mesh — in 
selvage—in galvanizing. Every roll is 
made to the highest standards of 
modern screen manufacturing. 

\ strong, fibre carton protects 


Cyclone Screen Cloth from damage, 
in shipment and in storage. This car- 
ton exactly fits the roll and makes 
handling easy. A card on each roll 
makes it easier for you to keep an 
accurate check on inventory. 

How is your stock of screen cloth 
now? Check it up — then ask your 
jobber to show you samples of this 
better cloth. 

CYCLONE FENCE COMPANY 

General Offices: Waukegan, Ill. 
Branches in Principal Cities 
Standard Fence Company, Oakland, California 


Pacific Coast Division 
United States Steel Export Company, New York 


1 U-S*S CYCLONE “Re47ag” SCREEN CLOTH 








The Fur Industry and Trapping 
in the United States 


Laws governing the trapping of 
fur-bearing animals and notes 
on the extent of the fur catch 


Part II 


As I wrote in my 


last article in studying the fur in- 
dustry, I have been embarrassed 
by the great quantity of statistics 
and interesting matter I have ac- 
cumulated. Few consider — not- 
withstanding all the furs we see 
around us—that the fur industry 
is one of the major industries of 
the world—and especially of the 
United States. I could fill this 
whole issue of the HARDWARE AGE 
with fur stories and statistics on 
furs and trapping, but I am lim- 
ited by a few pages, so the best 
I can do is to touch a few high 
points and direct the interested 
reader to sources of further infor- 
mation. 

On one hand, I am told by well 
informed fur dealers of the neces- 
sity of conservation to protect the 
wild fur bearers, but on the other 
hand I also hear stories and read 
articles telling the most surprising 
facts about the fecundity and te- 
nacity of the wild, fur bearing ani- 
mals in holding on, notwithstand- 
ing the inroads of civilization on 
their ancient habitats. 

About the last place one would 
seek to trap for furs would be in 
Westchester County, New York. 
As I have written before about 
taxation and the school racket, 
Westchester County is one of the 
richest and most thickly popu- 
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lated counties in this country. It 
is right up against New York 
City. It is full of towns—one 


merging into the other. However, 
the county is blessed with many 
beautiful small lakes and streams. 





Fur Auction Prices 


Prices paid for pelts at the New 
York fur auctions which ended 
May 11, 1940. Price range, de- 
pending on quality, condition and 
size, is given for section produc- 
ing highest priced pelts in each 
classification and also for section 
producing a lower grade. Sections 
listed under each classification are 
other important sources for that 
particular fur. Information was 
furnished by the New York Fur 
Auction Sales Co., New York City. 


Beaver 


Northwestern Canada $34.75 to 8.25 
0 re 5.50 to 5.00 
Alaska, Maine, Michigan and Wis- 
consin, Dakota, Northern. 


Wild Cat 
Peer Crete. $8.00 to 2.40 
Southwestern ....... 1.50 to 1.00 
Western. 

Grey Fox 


New England....... $2.90 
Southeastern ....... 1.70 to 0.90 
New York and Pennsylvania, 
Northern, Carolina. 


Red Fox 
Northwestern ....... $7.80 to 1.20 
OS errr ee 4.00 to 1.10 
Western, New England, New 
York and Pennsylvania. 

Mink 
Minnesota, Wisconsin $11.10 to 1.30 


Lake Superior ...... 8.10 to 6.90 
New York and Pennsylvania, New 


England, Alaska, Dakota, Iowa, 
West Canadian. 


Northern Muskrat 


New York and New 
pce $2.20 to 1.42 

Michigan and Ohio.. 1.48 

Ohio, Pennsylvania, Maryland, 

Delaware, Virginia, Carolinas, 

Wisconsin, Minnesota. 


Southern Muskrat 


POO 6c cle ta erodat $0.62 to 0.24 
Opossum 
ee ae $0.74 to 0.24 
COORD 0.32 to 0.10 


Pennsylvania, Ohio, Central, 
Southwestern. 


Otter 


East Canadian ..... $18.75 to 16.00 
Florida and Louisiana 9.75to 7.25 
Western Canada, Western, Mich- 
igan, Carolina, Alaska. 


Raccoon 


Northwestern ....... $7.90 to 2.00 
ee See 1.50 to 0.60 
Minnesota, Iowa, New England, 
Eastern, Ohio, Indiana, Carolinas, 
Coast, Central, Louisiana, Georgia. 


Skunk 


|” pare emer i a $2.85 to 1.50 
Southwestern ...... 1.05 to 0.40 
Northwestern, Iowa, Missouri, 
Kansas, Nebraska, Coast, New 
York, Pennsylvania, New Jersey, 
Ohio, Indiana, Southeastern. 
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. the greatest name in trapping history 
is the greatest name in trapping today 
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There is an & + 
‘ Oneida Victor, ° 
é Oneida Jump 
i or Oneida é 
Newhouse trap % 
for every 
i v 
E animal and 
; every set. 
: ¢ 
‘ : Barn rat % 
Weasel 
‘ Gopher 
r, Skunk 
y P Mink % 
r é Muskrat * 
‘si Martin 








| Opossum’ e 
: Woodchuck ry 


Fox (Warrure your trapping customer is a farm-boy 

: Raccoon é catching muskrat, a professional trapper, or a cow-man 

2 Wildcat a. protecting his stock from wolves and coyotes, there is a trap 
L Coyote in the Oneida line exactly suited to the purpose. 

, t Beaver This company makes a total of over 40 different sizes and 

Lynx ’ styles of traps, for trapping conditions in different sections 

Badger % of the country dictate different trapping methods and dif- 

‘ Ott ferent traps. Although the average merchant will usually 

er & ; ‘ : 

| E Wolf find that a half-dozen or so styles and sizes will meet the 

) demands of his trade, it is important that he select the right 

f Cougar 


half-dozen. Only from a complete line can he be sure of 


Mountain Lion @ choosing the traps wanted by his local trappers. 


ROUTE Ns 


B ma Bear Ask your wholesaler’s representative to show you the 
Grizzly Bear ry complete Oneida line. Or write to us direct for a fully 
Kodiak Bear illustrated catalogue and dealer price list. 


ONEIDA NEWHOUSE TRAPS - ONEIDA VICTOR TRAPS - ONEIDA JUMP TRAPS 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA.* NIAGARA FALLS, CANADA 


Also makers of Victor Mouse and Rat Traps, Victor Duck Decoys, and Trump Garden Tools 
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Pennsylvania Fur Catch 





1937 1938 
Muskrat 579,757 319,396 
Skunk: 241.382 260,585 
Opossum 71,427 6,656 
Weasel 6U,843 29,200 
Raccoon 25,484 23,743 
Mink 10,073 7,069 
Gray Fox 9,790 8,919 
Red Fox 5,115 4,633 
Wild Cat 131 11 
Beaver 1,222 541 
Total .1,125,224 741,753 


Here’s a recent clipping from 
the New York Times: 

“Borough President James J. 
Lyons matched the Bronx yester- 
day against the Canadian wilds as 
he urged a survey of minks, musk- 
rats. weasels and other fur-bear- 
ing animals in his borough as a 
potential source of revenue to the 
city. He suggested, too, the form- 
ing of a Bronx Bay Company to 
exploit these urban preserves. 

“The proposals were made in a 
letter to Park Commissioner Rob- 
ert Moses following the arrest of 
Frank Hoyt, a fur trapper. in Pel- 
ham Bay Park for setting his mink 
and weasel traps on Park Depart- 
ment property. Hoyt, a former 
Canadian trapper now living in 
White Plains, who received a sus- 
pended sentence in Bronx Magis- 
trates Court. Saturday, declared 
that Bronx mink was far superior 
to Canadian pelts.” 

Talking about this clipping to 
a young married guest, who lives 
in Larchmont, I was informed 
that up to a few years ago he and 
a young friend regularly trapped 


Texas Fur Catch 





1937 1938 

Badger 4,189 2,493 
Beaver 43 
Canada lynx 1,082 
Fox, red 6 
Fox, gray 29,397 23,925 
Fox, kit or 

swift a 527 
Mink ... 18,416 18,730 
Muskrat 6,355 2,569 
Opossum 711,069 397,336 
Raccoon 36,409 23,380 
Ringtail cat 59,482 14,476 
Skunk, common 

large .. ... 160,086 75,988 
Skunk, spotted 25,128 18,644 
Weasel ; ane 75 
are tite i 6,170 
Miscellaneous as 

Total 1,051,127 590,444 


36 


The reports on this page are com- 
piled by the United States Depart- 
ment of Agriculture, Bureau of 
Biological Survey. These tabula- 
tions are not to be considered as a 
full report on all the fur animals 
taken within these states. 


muskrat and made quite a slice of 
pocket money out of it. He also 
added it was quite common to 
find mink in their traps. He only 
stopped trapping when he got 
married. The point of this story 
from the hardware view is that 
there may be good trapping al- 
most anywhere—where there are 
lakes. marshes, and streams, and 
ambitious young hardware clerks 
should investigate and _ possibly 
build up a good business in traps, 


Louisiana Fur Catch 





1936 1937 

ree 82,463 81,530 
Muskrat . 2,100,550 2,200,520 
Opossum .... 125,830 128,000 
RS 650 780 
Raccoon 84,321 86,500 
Skunk, com- 

mon large . 45,947 46,890 
Miscellaneous 2,503 2,600 

,. Per 2,442,264 2,546,820 


especially among the unemployed 
college graduates we hear so much 
about. 

In a recent issue of the Balti- 
more Sun (Md.), in the roto- 
gravure picture section, is an en- 
tire page devoted to a muskrat 
skinning contest which attracted 
contestants from Maryland, Vir- 
ginia, Delaware and New Jersey. 
In the “finals” 28 trappers com- 
peted with an audience of 1200 
interested spectators cheering 
them. The contest was staged at 
Cambridge, Md., which holds an 
annual affair of this kind and al- 
ways draws a good crowd of par- 
ticipants and interested spectators. 

The source of information on 
laws governing the conservation 
on trapping of fur bearing ani- 


mals is first,— 


UNITED STATES DEPARTMENT 
OF THE INTERIOR 
BUREAU OF BIOLOGICAL SURVEY 
WASHINGTON, D. C. 


Then as various states have 
their own laws and regulations, 





Ohio Fur Catch 





5-year Fiscai 
average year 
1931-35 1937 
Pox, ted ..... 20,500 14,300 
Fox, gray .... 3,500 3,500 
EERE 34,000 46,000 
Muskrat ..... 760,000 1,200,000 
Opossum ..... 390,000 470,000 
Raccoon ..... 52,000 64,000 
Skunk, common 
eee 560,000 670,000 
Weasel ...... 54,000 63,000 
ere 1,874,000 2,530,800 


see or write the State Game Ward- 
ens at the state capitals. 

The State of Pennsylvania prob- 
ably leads all states in the care 
and thoroughness in which it 
has passed laws and regulations 
governing trapping and the con- 
servation of game. Therefore it 
seems wise to print some of its 
trapping laws of Sept. 1, 1939 as 
follows: 

“Licenses 

“Any resident or non-resident of 
Pennsylvania may secure a hunt 
ing license which entitles him to 
hunt or trap during open season. 
Fees: resident $2, non-resident or 
alien $15.00. Licensee receives 
a tag which must be worn on out- 
er garments on center of back 
while hunting or trapping, must 
carry license certificate on his 
person, and show it to any au- 
thorized officer or to any person 
upon whose property he is trap- 
ping. Persons under 18 years of 
age may trap without license. Oc- 
cupants may trap on their own 
land without license. Annual re- 
port must be made of game killed, 
not later than Jan. 15 following 
date of issuance.” 

(Continued on page 79) 


Wisconsin Fur Catch 





1937 1938 
OS eee 480 507 
ee 277 157 
eres 6,867 4,355 
Bobcat and lynx 461 593 
Coyote and wolf 1,775 1,824 
Fox, red and 
eee 20,438 23,607 
SS ESS 37,560 32,275 
ae 505,942 426,803 
Opossum ...... 2,015 1,581 
SN oa. a sc 310 154 
Raccoon ....... 9,558 10,369 
Ea 51,366 57,565 
Squirrel ....... 804,375 514,728 
Dn vat ales 64,188 33,047 
ck haa 1,505,612 1,107,565 


HARDWARE AGE 











CYCLE 








GASOLINE 
MOTORS 





. - 3 Os igs 3 Lg 
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IF YOU ARE 18 TO 25 
THESE ARE THE MOST ENCOURAGING 


WORDS IN THE ENGLISH LANGUAGE 


We IN DEARBORN again want to demon- 
strate our belief in the land. The fu- 
ture of America depends upon its well- 
being. 

But men make the land. And it may as 
well be said, bluntly, that the young men of 
today have come to doubt their opportunity. 

It is hard to believe in opportunity that 
hasn’t come your way. Thousands of young 
men who read this message know exactly 
how that feels. 

They are healthy, able, ambitious. But 
they cannot get started. They are asked for 
experience, but they are unable to obtain it. 
Yet they know that somehow, some way, 
they could become useful members of the 
community, given the chance to show their 
worth. 

The opportunities in our America are 
greater than ever. Youth has the talent. 
And we who are responsible for the Ford 
tractor with Ferguson system believe that 
youth and opportunity can be brought to- 
gether. 

To this end, and in company with our 
distributors and dealers, we are establish- 
ing the NATIONAL FARM YOUTH FOUNDA- 
TION, which will make genuine opportunity 
available immediately to thousands of 
young men in the rural communities of 
America. 

Details of the Foundation are given else- 
where on this page, and a fuller explana- 
tion of its purpose and plan is contained in 
our book “A New Career for the Young 
Men of America.” 

In brief, the NATIONAL FARM YOUTH 
FOUNDATION is organized to give thousands 
of young men the three fundamentals need- 


education, a personal training, and practi- 
cal experience. 

The thoroughness with which these fun- 
damentals will be acquired, and the very 
means by which they will be acquired, are 
in themselves an unusual assurance that 
members may more easily achieve their am- 
bitions in farming or other permanent em- 
ployment. 

But in addition, the NATIONAL FARM 
YOUTH FOUNDATION will reward a large 
number of its most diligent members with 
salaried jobs, or with’ tractors for their 
farms, depending on the particular talents 
they display. 

Thus, starting right now, and during the 
coming months, thousands of young men 
will be realizing for the first time that op- 
portunity can be real, and personal. 

We look beyond these thousands of 
Foundation members, and see a new thing 
happening to the rural communities of 
America. We see ambitions gratified, needs 
filled, leadership in the making. We see 
young men with heads up, families with 
new hopes, local businesses with new in- 
spiration. We see the land improved by 
better men. And all that means a better 
America. 

The NATIONAL FARM YOUTH FOUNDA- 
TION has been instituted with this vision 
before us. It gives meaning to the words: 
Young Men Wanted Now. 


The NATIONAL FARM YOUTH FOUNDATION 


is sponsored by Ferguson- * pod 
Sherman Mfg. Corp., Fd fraksr 
with the co-operation of JF . 

Henry Ford, Founder, ij jo 

and Edsel Ford, Presi- ) 
dent, of the Ford Motor “Wege-Lass IMPLEMENT! 
Cempany. 








National Farm Youth Foundation 


Established to bring opportunity to the 
young men on the farms of America, and 
to aid them in obtaining permanent em- 
ployment. 


Who are eligible: Young Men 18 to 25 
living or working on farms. Details in 
book ‘“‘A New Career”, obtainable from 
dealers who sell the Ford tractor with 
Ferguson system. 

Education: Every member receives with- 
out any obligation whatever a course in 
FARM ENGINEERING AND MANAGEMENT 
specially prepared by La Salle Extension 
University. The price, if regularly offered, 
would be $136. 

Training: Every member will receive 
local class and individual training in trac- 
tor op ion and g nt, and in the 
use of implements. 

Experience: Every member will be af- 
forded opportunity to gain practical expe- 
rience in demonstration and sales work. 

Special Awards: Every member may 
also compete for these awards: 

1. 29 salaried jobs, with one-year con- 

tract at $150.00 per month with Fergu- 
son-Sherman Mfg. Corp. Further train- 
ing suited to each man’s talents will 
be given during this employment. 
29 salaried jobs, with one-year con- 
tract at $125.00 per month, with Fer- 
guson-Sherman distributors. 
725 men will be placed upon an Honor 
Roll for additional jobs as they de- 
velop. 
Still another 29 members will receive 
a Ford tractor with 2-bottom 14” 
plow, as winners of a tractor operation 
competition to be held in each dis- 
tributor’s territory. 


(In case of ties, duplicate awards will be made.) 





How to enroll: See the local _ 
dealer who sells Ford tractors (aVSRryn 
with Ferguson system at once. [ZVD Rima 
If you do not know who he is, f 
write NATIONAL FARMAN 
YOUTH FOUNDATION, Box = 

329, Dearborn, Mich. Do not 

delay. Nothing has to be paid, 

or bought, or sold. 








ed for a real start in life: A specialized 
Copyright 1940, Ferguson-Sherman Mfg. Corp. 
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Stress the Pleasure and Comfort 
Features of Your Merchandise! 


HARDWARE AGE Original Window Display IDEAS 

















{FOR YOUR VACATION | 









































Vacation Goods Window 


Merchandise: Vacuum bottles, jugs, napkins, paper plates, and cups, 
broilers, camp stoves, beach rolls, horseshoes, long handle forks, flash- 
lights, batteries, zipper bags, air guns and rifles, targets, tennis rackets, 
balls, golf bags, clubs and balls, fishing tackle. 


Background: Center panel of dark green corrugated board, side panels 
of light green corrugated board. Cut out letters dark green on light 
green background. 


Suggested Interior Displays: For tables—mass display of vacuum 
bottles, paper napkins, food jugs, sporting goods and vacation items. 


C USTOMERS _pur- 


chase merchandise for many rea- 

sons, most important among them 

being to secure the pleasure that 

possession of the merchandise 

gives or to enjoy the comfort the 

use of the goods brings. Because 

of the importance of these buying 

motives, every merchant should 

look for selling points in merchan- 

dise that will satisfy them. When 

these points have been found they 

should be stressed in advertising, 

ad displays and in selling talks with : ; 

Electric grills should be shown on Display both quart and pint va- 
customers. cuum bottles and use a step-up 


a step-up display unit in order to P , 
be seen to best advantage. A very good assignment for any unit to elevate smaller items. 
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Cooking Equipment Window 


Merchandise: Oil stoves, portable ovens, table top oil stoves, electric 
grills, appliance cords, oil stove wicks of all kinds, asbestos wicks and 
rings of all kinds, oil stove wick cleaners, etc. 


Background: Center panel white corrugated board with side panels of 
bright blue corrugated board. Cut out letters of dark blue corrugated 


board. 


Suggested Interior Displays: For tables—electric grills, oil stove 
wicks, small ovens. For platforms—oil stoves, electric stoves. 


store meeting is to ask employees 
to bring selling ideas about cer- 
tain seasonal merchandise to the 
next session. These can be devel- 
oped in the form of sentences that 
are short and to the point. This 
is an excellent review for old and 
new employees where the items 
under study are those that have 
not been sold since the preceding 
season. 

Some excellent selling talks are 
often developed from discussions 
of this type where a number of 
views can be considered, and the 
best retained for use by the entire 
organization. A very helpful book 
on this subject is “Tested Sen- 
tences That Sell” by Elmer Wheel- 
er. 

During the summer season there 
are many special events and cele- 
brations of one kind and another 
that cause people to become in- 
terested in some merchandise in 
the hardware store. Perhaps it’s 
only the fact that vacation time is 
here and many individuals are 
making plans to try for some spe- 
cial pleasure during the period. 
It may be a holiday or some na- 
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Show several types of oil stove 

wicks in this display and stress 

new wick economy in the show 
card back of the display. 


tional celebration of an industry 
and your store is the local repre- 
sentative. All of these events 
focus the attention of customers 
on some particular line and at 
such times the merchant should 
present that line to his customers 
in the community. 

In a short time, many lines of 
merchandise will have passed the 
peak of their selling season. Mer- 


chants will want to reduce stocks 
on these items as low as possible, 
especially where limited capital 
makes it necessary to secure funds 
for other seasonal goods at an 
early date. Those dealers who at- 
tempt to reduce stocks of sea- 
sonal goods as low as possible 
usually secure a better profit on 
the money invested in the busi- 
ness because of the better capital 
turnover. 


Seasonal Sales 


Sales of seasonal merchandise 
at the end of the season often re- 
sult in eliminating the entire stock 
and, in some cases, have served 
to stimulate additional business 
on the lines. If additional cus- 
tomers are brought to the store 
to make purchases of the seasonal 
items and while there buy other 
goods of interest to them, it surely 
is worth while. 

End of the season sales need 
not be long. One or two days at 
the most should suffice. A large. 
expensive advertisement is not 
necessary. Usually a small an- 
nouncement can be included in 
the regular advertisement or a 
few of the specials can be fea- 
tured in a small advertisement. 
Windows are very effective in se- 
curing interest in sales of this 
type. Store displays are impor- 
tant and most important of all is 
to have salespeople mention the 
sale to every customer whom they 
think might be interested. It is 
amazing how effective organiza- 
tion cooperation on sales of this 
type can be. 






PAPER 
NAPKINS 











An informal arrangement of pack- 
ages of paper napkins in a mass 
display bin will promote sales. 
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TAKE advantage of this popularity. Make your store 
headquarters for U-S:S American Fence. Be sure every 
farmer in your community knows you sell it. Tell your 
customers and use the signs, folders, and other sales helps 


that we furnish. They’re free. Ask for them. 


Other high-quality U-S-S American products include Steel 
Posts, Barbed Wire, Nails, Poultry Fences and Netting. 


AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 
San Francisco 


TENNESSEE COAL, IRON & RAILROAD COMPANY 
Birmingham 


United States Steel Export Company. New York 
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WAYS 


to cash in on ALLIGATOR 


] Order this new No. 420 counter display assortment of Alligator Steel 
Belt Lacing put up in Handy Packages. There are five packages each of 

four of the most popular sizes—15-S, 20-S, 25-S and 27-S in the display. 
Each Handy Package contains two sets of lacing for 6” belts complete 
with rocker hinge pins and gauge pins. The four sizes will handle the 
lacing of belts from 1/8" to 9/32” thick. ; 
? Put this display in a good spot where it will attract the attention of 

your farm and shop customers. You will be surprised how many Handy 
Packages of Alligator you can sell if you point out how much trouble it 
saves to have the lacing on hand before a belt breaks. When you sell 
Alligator you sell insurance against belt trouble and your customers will 
thank you for calling it to their attention. 

This new assortment of Handy Packages makes a colorful shelf package 
and then with the top folded back, as shown in the view above, it makes 
a striking counter display. 


Order from your Jobber today 
FLEXIBLE STEEL LACING CO., 4616 Lexington St., Chicago, IIL 


No. 420 Display assortment of 
Alligator Steel Belt Lacing. 


List price Se eeceecsoee $13.00 
Subject to regular trade discount. 








Why Hardware and 
implement Men Prefer 
ALLIGATOR 
@ Alligator Steel Belt Lacing has 
always been sold through stan- 
dard trade channels and is made 
by an organization that is noted 
for its policy of Jobber and Dealer 

cooperation. 

Alligator has always been a 
profitable item with dealers. The 
margin is good and the turnover 
is excellent. Many dealers tell us 
that on the basis of percentage 
of profit per dollar invested, Alli- 
gator is one of their best lines. 

Alligator is widely known to 
the shop and farm trade. For 30 
years it has been used throughout 
the world and it has been backed 
by advertising in 140 trade and 
farm papers. The trade knows 
Alligator Steel Belt Lacing and 
asks for it by name. 

In spite of a world-wide flood 
of imitations, Alligator has been 
the lacing that has stood the test 
of time. It is a product backed 
by extensive research and pro- 
duced in a plant equipped with 
dynamometer testing laboratory, 
die making department and pre- 
cision manufacturing equipment. 

Alligator is made in a complete 
range of sizes so the exact size 
can be used for the particular 
belt thickness to be joined. There 
are 12 sizes ranging from No. 00 
to No. 75 to join belts from thin 
tapes up to belts %”" 
thick made of any 
material. Alligator is 
also made of Monel 
and Everdur and in 
long lengths for 
wide belts. 

Bulletin A-50 gives 
the complete details 
of Alligator Steel 
Belt Lacing with size chart, and 
prices on standard boxes and car- 
tons of Handy Packages, also in- 
cludes prices on long lengths of 
Steel, Monel and Everdur. 


WRITE FOR YOUR COPY 














ALLIGATOR 


STEEL BELT LACING 
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“JUST A HAMMER TO APPLY IT" 
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How Distributors’ Losses on 





Small Orders Can Be Reduced 





D. W. NORTHUP 


: is an indisputable fact 


that there is a substantial increase 


in cost to both manufacturers and 
distributors to handle small orders. 
As the distributor’s small orders are 
for both large and small consumers, 
it is self-evident that all consumers 
of mill supplies are paying higher 
prices for this uneconomic practice. 
If the manufacturer, who is also a 
consumer, is able to find a solution 
to his own small order loss problem, 
isn’t it fair to assume that this manu- 
facturer would not expect the dis- 
tributor to handle his small mill 
supply purchases at a loss? This 
is especially so, since this manufac- 
turer-consumer can buy the mill sup- 
plies, which he consumes in volume, 
at lower prices by increasing the 
size of his orders to distributors. 

Let us examine the mill supply 
distributor’s predicament. Accord- 
ing to the annual report of the Na- 


* An address delivered by the Pres- 
ident of the American Supply & 
Machinery Manufacturers’ Ass’n before 
the joint meeting of the Southern Sup- 
ply & Machinery Distributors’ Ass’n, 
Inc., and the National Supply & 
Machinery Distributors’ Ass’n, Dallas, 
Texas, April 23. 


MAY 30, 


1940 


Some suggestions on how 
an important problem of the 
mill supply business may 
be brought to a solution 


By D. W. NORTHUP* 


President, 


The Henry G. Thompson & Son Co., 


New Haven, Conn. 


tional Association, distributors’ net 
profit in 1938 was less than 114 per 
cent on their sales on an average 
merchandise turnover of 334 times a 
year. This does not seem like a suf- 
ficient profit to sustain the mill sup- 
ply industry on a sound basis and 
the question naturally arises as to 
what can be done to increase the 
distributors’ profit. 

Heretofore, distributors have tried 
to solve this problem by asking man- 
ufacturers for adequate margins of 
profit. On the other hand, each man- 
ufacturer felt that his own suggested 
resale prices provided the distribu- 
tor with an adequate margin of 
profit and that the manufacturer of 
other lines should make the neces- 
sary price adjustments in his sug- 
gested resale schedules. The result 
has been that nothing was done for 
the relief of the distributor. 


Approaching the Problem 


The approach to this problem 
should be to ask manufacturers to 
examine the distributors’ losses on 
small orders. Thus, distributors 
would be asking manufacturers who 
have quantity resale schedules to ex- 
amine only one group of prices, that 
is, those affecting the smallest quan- 


tities. Under this suggestion, manu- 
facturers need to increase their sug- 
gested resale schedules on small 
quantities only so as to reduce the 
distributors’ losses on small ship- 
ments. This, manufacturers can do 
without in any way reducing their 
own margin of profit. On the other 
hand, if manufacturers allow their 
maximum resale discounts to remain 
at their present levels, they will 
avoid the danger to themselves and 
to their distributors of increased 
competition from the direct-selling 
manufacturer. Even, with the in- 
crease in price on small quantities 
where the unit of sale is small, the 
direct-selling competitor cannot af- 
ford to solicit these small orders. 
Thus, the adjustment of the small 
quantity discounts on suggested re- 
sale schedules is the safest and most 
feasible way for manufacturers and 
distributors to solve this problem. 
To prove the assertion that distrib- 
utors lose money on their small or- 
ders, two nationally-known distribu- 
tors recently examined their costs 
for handling these orders and their 
findings, as reported at the Cincin- 
nati zone meeting, were remarkably 
close. In substance, they reported 
that 40 per cent of their orders had 
an extended value of $5 or less and 
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HOUSE NUMBERS 


Visible at Night 


There's PROFIT and year 
‘round sales in 






FRAME 
19/24" CATAPHOTE 
Curb-side 
Reflecting 
oy House Numbers 


Two Styles—retail at 
$2.00 $3.00 
Your Investment Small 
Your Stock Upkeep Low 


FLUSH TYPE $ 


Usable against house or any 
flat surface; fitted with metal 
frame, complete to sell at 














Large reflecting individual numerals, silver 
with white border, visible at 300 feet, read- 
able at 150. Frame and post rust-resisting 
heavy steel, enamel finished, not subject to 
salt air or atmospheric damage. Wire anchor 
at bottom makes pilfering difficult. SEND 
FOR TRADE PRICES AND LITERATURE. 


WESTERN CATAPHOTE CORP. 
TOLEDO, OHIO 
a 











This Little Display 
Pays Big Now 














DISPLAY RED ARROW NOW-—while garden 
insects are starting to build an all-summer market 
for it. Ask for free window posters and instruction 
folders. Tie up with Red Arrow’s magazine adver- 
tising—now reaching 26 million families a month. 
Get free Red Arrow sales helps from your jobber, or 
write, giving jobber’s name, to: 


THE McCORMICK SALES CO. 
403 Light St., Baltimore, Md. 
McCormick & Co. (Canada) Ltd., Toronto 


RED ARROW cli 


GARDEN SPRAY 





that the average of these orders was 
only $2.40. Their auditors’ reports 
showed that after paying salesmen’s 
salaries and direct inside handling 
charges only, they lost 27 cents on 
each of these orders. These costs did 
not include delivery charges or gen- 
eral overhead expenses such as rent. 
light, heat and officers’ compensa- 
tions. It has been reliably stated 
that the situation thus disclosed ex- 
tends uniformly throughout the mill 
supply field, affecting both large and 
small distributors, but naturally with 
a greater effect upon the small dis- 
tributor. 


Wide Variation 


It is just recently that [ examined 
resale schedules of various product: 
in several industries and found that 
the percentage of profit afforded by 
the individual manufacturers of 
these different items showed a wide 
variation. As an example. based on 
distributors’ selling prices, the fol- 
lowing illustrate the wide variations 
in profits: 

At the limit resale discount. the 
distributors’ profit on one line of 
light bulbs is as high as 43.8 per 
cent, but on belt lacings it is as low 
as 13.6 per cent. Now at the mini- 
mum resale discount. the distribu- 
tors’ profit on drill rod is as high as 
56.9 per cent but on 18-4-1 high 
speed steel power hack saw blades 
is as low as 25 per cent. 

These figures were startling to me 
because I always believed that our 
suggested resale schedule for hack 
saw blades showed the distributor a 
reasonable profit, but when I saw 
these facts I changed my mind. 
These figures caused me to look into 
all our suggested ,resale schedules 
for hack saw blades which showed 
by lines a great variation in profit 
as follows: 

At the limit discount, the distribu- 
tors’ profit on the selling price runs 
from 16.4 per cent to 21.1 per cent. 

At the minimum discount, the dis- 
tributors’ profit on the selling price 
runs from 25 per cent to 35 per cent. 

Here, right in our own company. 
our suggested resale schedules on 
our different lines, through the wide 
variation in profit, demonstrates that 
these prices were established with- 
out proper consideration of the dis- 
tributors’ cost of doing business. 


Entitled to an Adjustment 


I believe that the distributors are 
entitled to an adjustment and, as | 
pointed out earlier in my discussion. 
the adjustment can be made safely 
in the smallest quantity schedules 


without exposing the distributor to 
the competition of direct - selling 
manufacturers. It is well to point 
out here that any adjustment of 
small quantity prices will affect large 
and small con: umers alike and does 
not affect the small consumers only. 

In order to learn the effect of ad- 
justing our resale prices on small 
quantity shipments, | asked five of 
our large distributors to give me a 
record of one month’s sales of all 
hack saw blades and at what prices 
they were sold. This record dis- 
closed that only 13.8 per cent of all 
the hack saw blades sold by those 
distributors last October were sold 
at the maximum discount or beyond 
and that 86.2 per cent were sold at 
higher price levels. 

It is evident, therefore, that be- 
cause the great preponderance of 
blades are sold at higher price lev- 
els, only a slight increase in our 
small quantity schedules will be nec- 
essary to materially reduce the dis- 
tributors’ losses in handling his 
small orders for our lines. 

With these facts before me, the 
question naturally came to my mind 

“How can the desired adjustment 
be brought about?” 


One Difficulty 


In many cases the fly in the oint- 
ment seems to be the manufacturers’ 
suggested resale schedules. I would 
like to emphasize right here that | 
do not believe that any manufac- 
turer, intentionally or knowingly. 
proposed a resale schedule requiring 
distributors to sell small quantities 
at a loss. I also believe that a man- 
ufacturer with such a schedule and 
when the facts are placed before 
him, will desire to make reasonable 
adjustments to remendy the obvious 
defects in his suggested resale 
schedule. 

In the discussion of suggested re- 
sale schedules, | am_ not talking 
about resale price control which can 
be had under the Fair Trade Laws. I 
am discussing solely the suggested 
resale prices set up by a manufac- 
turer. In actual practice, such a 
schedule does not mean that the 
suggested resale price will always be 
the price received by the distributor. 
On the other hand, by trade prac- 
tice, when a manuacturer establishes 
a resale schedule, it sets a top price 
and thus invariably closes the door 
to a distributor receiving a higher 
price, notwithstanding that the sug- 
gested resale price in many cases 
forces the distributor to sell below 
cost. 

The answer seems to be that it is 
perfectly in order for an individual 
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manufacturer to republish his sug- 
gested resale prices advancing his 
prices for small quantities, provid- 
ing he does so independently and 
without consultation with any other 
manufacturer in his industry. If the 
manufacturer sets the effective date 
30 days after publication of his new 
resale schedule, there is little risk 
for him even if his competitors do 
not adopt his or a similar resale 
schedule. During this 30-day period. 
if competing manufacturers do not 
issue comparable suggested resale 
schedules, it will give the manufac- 
turer who has adjusted his resale 
prices an opportunity to withdraw 
these higher prices before any dam- 
age is done to his company. Thus. 
manufacturers can, without fear, ad- 
vance their resale prices and without 
consulting anyone at any time. 


Successful Accomplishment 


This policy was successfully exe- 
cuted by one company and if it sue- 
ceeded in one instance, it is reason- 
able to assume that it can succeed 
in others. To make this suggestion 
effective, manufacturers must first 
be made acquainted with the fact 
that distributors have a small order 
problem. Then an educational cam- 
paign must be instituted to impress 
manufacturers with the seriousness 
of distributors selling small orders 
at a loss and that these small orders 
are a substantial part of all the or- 
ders received by distributors. This 
educational campaign will not be a 
short one. 

{n important step in this cam- 
paign to show manufacturers that 
the small order losses can have an 
undermining effect upon the eco- 
nomic security of distributors. would 
be to use an independent agency 
outside of the mill supply industry 
to assemble the facts. As a sugges- 
tion, the distributor associations 
should employ an accountant to in- 
vestigate and assemble the facts so 
that manufacturers may 
aware of the disastrous effect of the 
small order losses on the distribu- 
tors’ general results. 


becom e 


Importance of Statistics 


Statistics gathered by a neutral 
and impartial source can be used for 
the enlightenment of manufacturers 
in bulletins issued by distributors’ 
and manufacturers’ associations. 

In addition to the impression car- 
ried by the impartial statistics, man- 
ufacturers selling through distribu- 
tors, recognize that distributors are 
an essential and indispensable part 
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of their own sales organization, and 
whenever a distributor is forced out 
of business through financial _re- 
verses, it shrinks distribution. This 
is just as disastrous for the manu- 
facturers and consumers as it is for 
the distributors. Each time a manu- 
facturer loses one of his own distrib- 
utors, he shrinks his own sales or- 
ganization. When you prove to 
manufacturers that you cannot in- 
crease surpluses, so necessary to 
guard against harder times, on prof- 
its of 114 per cent on your sales in 
years like 1938, manufacturers will 
surely recognize it as a serious prob- 
lem for themselves as well as for 
distributors. 

Another method of 
manufacturers with the small order 
problem would be for individual dis- 
tributors to bring this problem to 
the direct attention of the president 
or sales executives of their principal 
suppliers with the request that seri- 


acquainting 


ous consideration be given each in- 
dividual suggested resale schedule 
as it applies to small quantities. 


Cost Information 


\ survey of the distributors’ price 


problem would not be complete 
without 
work of the research and sales sur- 
National. 


Associa- 


mentioning the important 
vey committees of the 


Southern and American 


tions. This committee recently en- 
gaged accountants to establish a 


method for determining the distrib- 
utors’ cost of doing business on a 
few of his principal lines. It is en- 
couraging to know that several dis- 
tributors have agreed to apply this 
cost method. when it is devised. for 
the purpose of costing a_ limited 
number of their principal mill sup- 
ply lines. This cost information will 
be of great assistance to manufac- 
turers in establishing future resale 
price schedules and will be a valu- 
able contribution to a facts diselo- 
sure program. 

In conclusion, I want to state my 
sincere belief that the small order 
losses confronting distributors is a 
factor that manufacturers, who sell 
through them, cannot ignore. I fur- 
ther believe that this problem is ca- 
pable of solution through the prac- 
tical and 
forth in this discussion. 


simple suggestions — set 
However, it 
is primarily the distributors’ task to 
place the facts of this problem be- 
fore manufacturers. The small quan- 
tity losses must be adjusted if the 
mill supply industry is to prosper 
and remain the essential service that 
it is to American industry. 


SEND UR Cen 
FENCE AND METAL 
SPECIALTIES 
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Are you well informed when your customers 
inquire about fence and metal specialties, or 
do you pass up the inquiry? Many dealers 
have equipped themselves with Stewart liter- 
ature to serve their customers better and at 
the same time earn a neat profit by knowing 
where and how to purchase these specialties. 
Let us tell you more about this plan. You 
make no investment, nor are you required to 
stock any merchandise. 















Stewart Chain Link Wire Fence and Entrance 
Gates for residential or industrial property are 
manufactured in many types and heights, from 
low lawn fence to the high fence with barbed wire 
overhang arrangement. 
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Stewart Ornamental Iron Fence and Entrance 
Gates are available in a wide variety of designs 
and types to meet all requirements, from the 
modest cottage to the largest estate. 


Stewart Iron and 
Wire Specialties cov- 
er a wide range. 
There are Wire and 
Iron Window Guards, 
Wire Partitions, Slid- 
ing and Folding 
Gates, Settees, Steel 
Folding Chairs, Orna- 
mental Iron Bracket 




















and Pier Lanterns, 

—_ 

= 
Bronze Plaques, , Eon eet | 
Interior and Ex- ape om oe | 
terior Railings, In- Adina a4 
terior Gates and , } i 8 
Grilles, Tree |; bute 8 
Guards, Flag Fam. 
Poles, and scores Ls” (Ui 
of other products. . ada Tome 








Investigate today. Send for literature and 
complete details. Others have increased their 
earnings—so can you. The Stewart Plan 
costs you nothing. All you invest is your 
time. Your inquiry places you under no 
obligation. When writing please mention 
products in which you are interested. 


THE STEWART IRON WORKS CO., INC. 
737 Stewart Block, Cincinnati, Ohio 














D EFERRED pay- 


ment plans, constant use of 
display windows and _ willing- 
ness to accept used equipment 
for part payment toward new 
machines are three of the main 
factors that help the Tulsa 
Hardware & Supply Co., 123 E. 
2nd St., Tulsa, Okla., turn over 
a representative stock of power 
tools and accessories approxi- 
mately four times a year. Power 
tools are major units of sale that 
provide good profits for the dealer 
and business in this department is 
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playe 


in power tools 
the Tulsa Hardw 
Tulsa, Okla., an 
by means of 4 three-P 


really worth going after. There- 
fore, the company loses no oppor- 
tunity to interest both industrial 
users and homeworkshop enthusi- 
asts in the lines of power tools 
and accessories and hand tools it 
features and sells this equipment 





Some of the 


rtment. 
— d where they may 








1 

smaller units = A gaa — 
ries and pa y 

‘ion on be readily examined. 





imes a Year 


is the turnover of 


are & Supply ade 
d the firm does it 


ly program 


to schools, factories, machine 
shops, automotive concerns and 
hobby fans. 

Two outside salesmen help ma- 
terially in making sales on both 
large and small units and accesso- 
ries, one man calling on industrial 
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‘Take My Word .. .You'll Make Extra 
Profits And Happy Customers Featuring 





Here’s the Only Flashlight 
Battery With Real PLUS Value” 


- Yes, Mr. Dealer, always rely on your 
jobber salesman...he knows live money- 
making, fast turning items. That’s why 
he’s so enthusiastic about 


RAY-O-VAC GUARANTEED 
LEAK PROOF CELLS 


Your customers deserve the best... let them benefit by 
the latest step forward in battery construction . . . spot- 
light on your counter the cell that’s got everything. 
Dated? YES! Armored Top? YES! Full Powered? 
YES! And in addition, and exclusively RAY-O- 
VAC, guaranteed (and printed on every cell) never 

to swell, stick or corrode. No wonder your whole- 
saler salesmen confidently can say “here’s the 

cell that’s easier to sell.” 
















Unit package of 48 
RAY-O-VAC Leak 
Proof Cells retails 
for*4.80, costs you 
$3.12... your gross 


profit 35%. 


RAY-O-VAC COMPA 
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Ray-0-Vac will re- 
DA place the flashlight AZ 
without charge with VJ 
\§ 2 mew one of equal or 
\\) greater value. 
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RAY-0-VAC 
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Large power units are displayed in a mass emphasizing the fact 
that the store is in the power tool business in a big way. In 
the background may be seen a part of the display of hand tools. 


accounts and the other on auto- 
motive concerns, because personal 
contact is necessary in_ selling 
power tool equipment. While the 
store chiefly handles lines of inter- 
est to men, the contacts established 
through the power tool department 
provide leads for sales of other 
lines to home-owners. A complete 
line of wood-working power tools 
is offered by the store as well as 
some metal-working lathes. Often 
a homeworkshop fan will buy 
equipment for wood working and 
will later become interested in 
acquiring metal working equip- 
ment, thus providing the store 
with added volume. Drill presses 
are the units most frequently sold 
and, while a varied line of accesso- 
ries and for 
units is handled, only those items 


attachments such 
commonly sold with each drill 
press are regularly stocked. 

A stock of accessories. valued 
at about $2,000, including brushes, 
buffing wheels, cutters, belts, pul- 
leys, files, drills, taps and drills, 
etc., is always displayed near the 
power tool section. Sales to ma- 
chine shops are an_ important 
source of revenue to the store and. 
therefore, high speed drills from 
size 80 wire gage to 11% in. 
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tapered shanks are stocked. A 
complete stock of precision tools, 
including those of two very well- 
known manufacturers, is also dis- 
In addition, a good vq- 
toals is 


played. 


riety of quality hand 





offered, as in all instances the store 
finds it desirable to feature well- 
known lines of tools and accesso- 
ries, 

First-hand knowledge and ex- 
perience in working with both in 
metal and wood working power 
equipment is of prime importance 
in selling these lines to both in- 
dustrial users and homeworkshop 
fans. therefore, several men in the 
store are well versed in the opera- 
tion of this equipment. One man, 
who is a homeworkshop fan him- 
self, has given particular attention 
to studying wood-working equip- 
ment, while another member of 
the sales staff is an expert in metal- 
working equipment. Both of these 
men have not only studied the lines 
they handle, by using them and be- 
coming thoroughly familiar with 
the catalog data on each unit, but 
also have studied the catalogs of 
competing lines of equipment. 
This habit of constant study per- 
mits the salesmen to compare the 
merits of the equipment offered 
with those of other makes not han- 
dled by the Tulsa Hardware & Sup- 
ply Co. As a matter of fact, when a 
prospect compares the lines dis- 
played with equipment of other 

(Continued on page 81) 
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'FIDSTITCH... TELL THE NEW MAN TO 
CLOSE THE DOOR OR ELSE KEEP THAT 
CANARY PROGRAM OFF OUR RADIOS" 








"VA CAN'T CHARGE IT TO YER PA/— 
AIN'T YOU HEARD? — CONGRESS MADE 
IT STRICTLY CASH AND CARRY “ 











"ig OUR LAWN FERTILIZER Goop!? 
JUST LOOK WHAT iT DONE TO OUR 
ARTIFICIAL GRASS DISPLAY /" 
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BABY TURNED OUT TO BE A GIRL “ 
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IMPORTANT ANNOUNCEMENT! 


Folds Tight to Hide Away : Princess ‘’Fold-a-way” 
in Any Corner Tubular Steel Step Stool 


THE RICH LADDER and MANUFACTURING CO. 
1028 Depot Street Cincinnati, Ohio 

















Show Customers How They Roll 


Demonstrate “ACME” Ball Bearing Casters,—show 
how smoothly “ACMES” roll in any direction. Then 


let the customer try it and,—a sale is made. Dealers 
everywhere use this method to sell more “ACMES.” 


| «. e TD) 0 


BALL BEARING 


GAS Las 


The ball bearing feature of “ACME” Casters makes 

moving furniture a pleasure on floors, rugs and carpets. 
Heavy furniture moves with ease. Here is the modern 
caster that appeals to every housewife who takes pride 
in her home. Demonstrate “ACMES” and increase 
your caster sales. 
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THe ScHaTz MANUFACTURING Co. illest SD CORE 


POUGHKEEPSIE, N. Y. OR ON PALM OF YOUR HAND 





Georgia Dealers Study 


Business Building 





HE annual meeting of the 

Georgia Retail Hardware Asso- 
ciation, held May 14-15, opened on 
Tuesday afternoon, May 14th, at 
the Hotel Ansley, Atlanta, Ga. 
In the absence of President Kil- 
patrick, the chair was occupied by 


Vice-President R. A. Norris, of 
Covington, Ga. The opening ad- 
dress was made by Secretary W. W. 
Howell, of Waycross. Thomas K. 
Ruff, of Columbia, S. C., an 
N.R.H.A. director, spoke on “Hard- 
ware Business Building.” “Every- 
one,” he declared, “has a certain 
amount of ego, and the wise sales- 
man, or hardware dealer, makes the 
most of it. Know people, find out 
what their interest is and take an 
interest in that on your own part. 
It pays to develop hobbies and have 
outside interests in addition to your 
business. You never know when 
they are going to come in handy.” 

Mr. Ruff urged dealers to pay 
more attention to window displays, 
pointing out that 75 per cent of all 
sales are made through eye appeal, 
and particularly urged hardware 
men to keep their stores, neat, clean 
and attractive to women. 


Chain Store Competition 


“Know your chain store compe- 
titors,” he said, in conclusion. 

“You will get many new and 
practical ideas from these men, if 
you will go to the trouble to make 
their acquaintance and be friends 
with them. And then, too, every 
jobber who comes into your terri- 
tory is a veritable mine of ideas. 
He remembers all of the good ideas 
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Left to right: 
Alvin B. Wright, 
president and 
J. B. Seckinger, 


vice-president. 


tried in other hardware stores and is 
more than willing to pass them 
along.” 

Probably the high point in Tues- 
day’s session was an address on 
“Let’s Use the Opportunities We 
Have,” by Luther R. Stein, vice- 
president and general sales manager 
of the Belknap Hardware & Mfg. 
Co., Louisville, Ky., who stressed 
the point of giving salesmen a 
proper incentive as well as training 
them. “The best way to secure the 
interest and efforts of a salesman is 
to give him a share in the profits,” 
he declared. Statistics show that 
about 12% per cent of the gross in- 
come of a hardware store goes to 
pay the the cost of labor. Let us 
say that you are doing a $50,000 a 
year business. Tell your salesmen 
that if they increase this by $10,- 
000, they will get 12% per cent of 
it as a bonus. You can afford to 
pay them $1,250 if you make this 
increase in business. Because, if 
you are making a 27% per cent 
profit out of your business, you will 
make more than they do . . . $2,750 
... from their efforts. It is thus a 
good plan all around. “Pro-rate 
this bonus to employees in the form 
of an increase in salaries the fol- 
lowing year, paying them in pro- 
portion to the salaries or wages 
earned.” 

In the evening a “dutch treat 
banquet” was held and was _ fol- 
lowed by a “Professor Quiz” section 
at which serious and humorous ques- 
tions were asked in just the right 
mixture to provide a lot of worth- 
while information with a lot of 
fun. 


To shorten the convention, a long 
morning session was held on Wed- 
nesday morning instead of a morn- 
ing and afternoon session as had 
been originally planned. President 
Kilpatrick was present at this ses- 
sion to deliver his president’s 
address. 

At this session, Roy  LeCraw, 
general agent of the State Life In- 
surance Company, Atlanta, spoke 
on “Military Tactics in Selling,” 
and enumerated seven tactics ap- 
plicable to selling as well as to war, 
as follows: Be prepared; hold back 
some troops in reserve; plan every- 
thing; demonstrate in front but at- 
tack from the flank; when you take 
a position, stop and _ consolidate 
your forces; never <libi, and apply 
discipline. 

T. W. McAllister, editor of 
Southern Hardware, spoke on 
“Problems of Management,” and 
Hobart Thomas spoke on the work 
of the N.R.H.A. 


Officers Elected 


Alvin B. Wright, of Cairo, Ga., 
was elected president of the Asso- 
ciation; J. B. Seckinger, of Glenn- 
ville, Ga., was elected vice-president, 
and W. W. Howell, of Waycross, 
was re-elected secretary. 

Harvey Alexander, E. L. Hearn 
and M. G. Mitchell were named 
members of the board of directors 
for the coming year, and retiring 
president Kilpatrick was named a 
member of the advisory board. 

The following resolution was 
adopted: “Be it Resolved: That 
the members of the Georgia Retail 
Hardware Association, assembled in 
Atlanta May 14-15, approve H.R. 1, 
the Patman National Chain Store 
Tax Bill, and urge its members to 
write their Congressmen and Sen- 
ators asking their support of this 
legislation.” 
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YERS 


DEPENDABLE HAY 


UNLOADERS 


Fast unloading—every farmer demands speed when it 
comes to unloading his hay or grain from the wagon into the 
mow. That's why so many of them depend on Myers Unload- 
ers for this important job. They respond to every demand of 
season, condition and crop. Sturdily built, easy to operate, 
large of capacity, entirely dependable, they do a tough job 
year after year at a rush time when delays prove serious. No 
wonder so many farmers prefer them to others. 


Your farmer customers will be making hay shortly. They will 
be calling for Myers Unloaders, Forks, Slings, Pulleys, Tracks 
and Fixtures. Right now and on through harvest is the best time 
for this business. If you have not already placed your specifica- 
tions with us for your season's requirements do so at once. We 
are prepared to serve you pfomptly at exceptionally favor- 


able prices. 
Write or wire us your orders. 


THEF.E.MYERS & BRO. co. 


ASHLAND, OHIO. 
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CARPENTER ELECTED DU PONT CHIEF; 
LAMMOT DU PONT HEADS BOARD 


Pierre S. du Pont retired as 
chairman of the board and 
Lammot du Pont resigned as 


du Pont de 
Wilmington, 


president of E. I. 
Nemours & 
Del., at a meeting of the board 
Lammot 


of directors recently. 
du Pont was elected chairman of 


the board. Walter S. Carpenter 
Jr.. a vice-president, was made 
the president of the company. 


Lammot du Pont terminated 
his services as president because 
he has that 
life when he realizes a younger 
man ultimately must succeed him 
and when he personally desires 
more leisure than conduct of the 
office permits. He also retired a» 
chairman member of the 
executive Mr. Cat 
penter, vice-chairman of the com- 
succeeded to the chair 

The vice-chairmanship 
filled. The membership 
committee was reduced 


reached period in 


and a 
committee. 


mittee, 
manship. 
was not 
of the 
from nine to eight. 

Irénée du Pont, a former pres- 
ident of the company, resigned as 


vice-chairman of the board of 
directors. No appointment was 
made to this position at the 
meeting. He as well as Pierre 
S. du Pont will continue as mem- 
bers of the board and of the| 
finance committee, on which} 


Lammot du Pont also will serve. 

Mr. Carpenter, in accepting the 
presidency of the company, re- 
-igned as chairman of the finance 
Angus B. Echols, a 
vice-president, was elected chair- 
man of the committee. J. B. Eli- 
ason, treasurer of the company, 
was elected a vice-president and 
a member of the board of direc- 
Mr. will 


as treasurer. 


committee. 


tors. Eliason continue 


to serve 


In resigning a: chairman of 


the board, Pierre S. du Pont 
completed almost 50 years of 
service with the company. After 


graduating from the Massachu- 
setts Institute of Tec hnology in 
1890, Mr. du Pont entered the 


employ of the company as a chem- 
ist. He was assistant superinten- 
dent of the Black 
Powder Mills for two years and 


Brandywine 


then was superintendent of the 
Carney’s Point Works until 1899. 


Leaving the company for three 


9 


= 
4 


years, he returned in 1902, when 
he, together with the late Alfred 
[. du Pont and under the leader- 
ship of T. Coleman du Pont, or- 
ganized the corporation of E. I. 





LAMMOT DU PONT 


du Pont de Nemours & Company. 
which purchased and took po - 
session of the properties previ- 
ously owned and operated by a 
corporation of the same name. 
He was elected treasurer of this 
In the next 13 
treasurer, 


new corporation. 
years, he served as 


vice-president, member of the ex- 


ecutive and finance committee: 
and acting president. He was 


president on March 6, 
1915, holding that office through 
May 1, 1919, which time 
he has been the chairman of the 
He is 70 vears of age. 

Pont, who will be 
October, has 
business 


elected 
since 


board. 
Lammot du 
60 years old in 


nearly his entire 
the the 
A graduate of the Mas 
Institute of Tech 
nology, he was first employed by 
the company in black powder 
manufacturing operations. He 
successively promoted until 


spent 


life in service of com- 
pany. 


sachusetts 


was 
he became the director of that 
department in 1914. He = was 


elected a director and a member 
of the committee in 
1915 and was made a vice-presi- 
dent the following year. He was 
elected president in 1926. During 
his regime, the company has be- 
come one of the most diversified 


executive 
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and 


largest industrial chemical 
corporations in the world. He 
has served as president of the 
Manufacturing Chemists Associa- 
tion and a; a director of the Na- 


| tional Association of Manufac- 
| turers and the United States 
Chamber of Commerce. 

Mr. Carpenter is the second 


individual other than a du Pont 
to head the company since it 
founded in 1802. His per- 
manent employment with the 
company began in November. 
1909. He was with the purchas- 
ing department in Chile for two 
years. Returning to this country. 
he was with the development de- 


was 


He was elected assistant director 
of that department in 1915 and 
director in 


was promoted to 
| 1917. He was elected a direc- 
| tor of the company and a 


member of the executive commit- | 


tee in 1919 and, on April 30 of 


that year, was elected a_vice- 


partment for the next ten years. | 


JOINS REYNOLDS WIRE 
SALES FORCE 


Ellis C. Bergeson has recently 
joined the sales force of the Rey- 
nolds Wire Co., Dixon, IIl., manu- 


facturers of “Sun-Red Edge” 





ELLIS C. BERGESON 


president in charge of the devel- | 


opment department. In 1921 he 
was elected treasurer of the com- 
November of 


pany and in 
same year was elected a member 
of the finance He 
was appointed vice-president in 
1926 and 
chairman 


committee. 


charge of finance: in 
in 1930, elected 
of the finance committee. 


was 


52 years old. 











Private carriers engaged in in- 
terstate and foreign 
will be subject to the same safety 


commerce 


regulations as common and con- 


the | 


He is} 


tract carriers on and after August | 
1, under a ruling of the Inter- | 


state Commerce Commission 
dated May l. 
granted farmers and truckers of 
farm produce, and also to driver- 
salesmen. 

In its findings of fact the Com- 


vehicles will be subject to 
order. This is 
cent of all 


000 
the 
twenty 


new about 
private 
about 


part of 


per 
carriers, which number 
3,500,000, the greater 
which are engaged in intrastate 
commerce, 

The safety regulations 
the qualifications of drivers, the 


cover 


Exceptions were | 


screen cloth and hardware cloth. 
Mr. Bergeson has been for a 
number of years manager of sale~ 


for the All-Steel-Equip Co.. 
| Aurora, Ill. He has established 
permanent residence in Dixon 


and will be contacting the trade 
in the interest of the Reynold- 
| Wire Co. 


1.C.C, Puts Private Carriers 
Under Rigid Safety Regulations 


driving of vehicles, necessary 
parts and hours of 
service of drivers and inspection 
and maintenance of vehicles. 
Since the Commission’s ruling 
on Dec. 23, 1936, regulating com- 
carriers, 36 


access ries, 


men and contract 


states have adopted the regula- 


| tions in whole or part. The same 


| lowed 


fol- 


private 


procedure probably will be 


with regard to 


aig . | carriers so that it will be only a 
mission estimates that about 750,- | 


matter of time before practically 


lall of them are subject to safety 


regulation:. 
In its review of the proceed- 
the 
will be 


ings, Commission indicated 
that it to ask 


Congress for an appropriation to 


necessary 


make it possible to enforce the 


order. 
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CYCLONE FENCE CO. PURCHASES 
SAVANNAH WIRE CLOTH MILLS 


Purchase of the Savannah try. The company’s plants and 
Wire Cloth Mills by the Cyclone warehouses are located as _fol- 
Fence Co., subsidiary of U. S. lows: 


Fence plants: Waukegan, III.; 
Cleveland, Ohio; Oakland, Cal. 
fly screen plants: DeKalb, IIl.: 
Greensburg, Ind.; Tecumseh. 
Mich. — miscellaneous manufac- 
turing plants and warehouses: 
Newark, N. J.; Portland, Ore.; 
Ft. Worth, Texas. Warehouses 
in which stocks are carried and 
out of which 
are conducted in the surrounding 
territories are located at Atlanta, 
Ga.: Detroit, Mich.; Mineola, 
L. L., N. Y.; Philadelphia, Pa.; 
Oklahoma City, Okla.; St. Louis, 
Mo.; Los Angeles and San Fran- 
Cal., and Seattle, 

The company’s general offices 
are maintained at Waukegan, 
Ill., although the president’s of- 
fice is located in Cleveland, Ohio. 


Steel Corp., from the Port Went- 


fence operations 


cisco, 





R. E. PINNIGER 


cessor to companies founded in 
1916, was incorporated in 1934 
in Georgia. Besides the Savannah 


Wire Cloth Mills and 


worth announced 
jointly recently by C. F. Hood, 
president of Cyclone, and Robert | 


Corp. was 


Port Wentworth Corp., a suc- | 


the town | 
of Port Wentworth, the corpora- | 


> ‘pside D, P 
M. Nel:on, president of Port) tion owns a substantial acreage 
Wentworth. : | for industrial sites on the Savan- 
The Savannah Wire Cloth | adh Uiver ao tow alles shave the | 


Mills consists of a modern screen | 
cloth manufacturing — plant lo- | 
cated just outside of Savannah, | 
Ga., in Port Wentworth. The | 
plant is devoted to production of | 
electro-galvanized 
wire and bright bronze screen | 
wire, both of which are woven in | 
16 and 18 mesh. The _ plant, 
erected in 1935, is situated 
approximately 284% acres of land 


city of Savannah. 
This entire area is served by 
the Savannah & Atlanta 


Port Wentworth Corp. and these 


steel screen | two interests have over a period 
of years been developing thi 


section with industrial plants. 
on 


on the Coastal Highway and is| N. Y. HOUSEWARES MEN 

served by the Savannah & At-| MEET AT ATLANTIC CITY 

lanta Rwy. Co. R. E. Pinniger,| The New York Housewares 
vice-president and general man-| Manufacturers’ Association will 
ager of the Cyclone Fence Co.,| hold its annual meeting and ex 
stated that it is intended to con-| hibit, July 7-12, 1940, at Atlantic 
tinue the operations of the! City, N. J. Mrs. Flo English is 
Savannah plant in order to serve | secretary of the association with 
satisfactorily the screen. cloth de- | headquarters at the Hotel Penn- 


mands of a progressing South. | sylvania, New York City. 


The Cyclone Fence Co. was 
incorporated in 1906, although | 
predecessor companies dated 


SOUTHERN DISTRIBUTOR OF 
“DO-ALL” IRONER 


Products Co., 


back to 1887. It became a part 
of the U. S. Steel Corp. in 1924. 
The company is one of the lead- 


Norge New 


ing fly sereen manufacturers, as | Orleans, Louisiana, has been ap- 
well as a leader in the chain} pointed distributor of the Horton 
link fence industry of the coun-| “Do-All” portable ironer in their 


MAY 30, 1940 





Rwy. | 


Co. which is controlled by the | 


Wash. | 


| scope 
| service and chose that city be- 


territory. H. Lehleit- 
ner is president of this distrib- 


George 


uting firm, and the territory 
covered is in Louisiana and 
Southern Mississippi. This an- 


nouncement was made by Joseph 
Groshans, western sales manager, 
Mfg. Co.. Fort Wayne, 


reports increased ac- 


Horton 
Ind., 


tivity 


who 
in Horton’s sales through 


out the south. 


TAGGART TO MANAGE 
TIMKEN TUBE SALES 
The Roller 


Co., Canton, Ohio, has announced 


Timkin Bearing 


the appointment of William Tag- 


yart manager of tube sales. | 


nr . ! 
Mr. Taggart has been associated 


as 


with the steel and tube division 


of company since June, 
Prior to that 


ployed by Republic Steel Corpo 


1928. 
} 


time he was em- 


ration. i 


| Direct 





. me UN VERE on 


Ete 


WA f 
Paes 





NEW YORK SALES CHIEFS 
FOR POMONA PUMP CO. 


| With the establishment of an 
executive eastern office at 120 
Broadway, New York City, the 
Pomona Pump Co. announces 
the election of C. L. Barrett, 
formerly general sales manager, 
to the office of vice-president in 
charge of sales, and the appoint- 
ment of W. D. Turnbull as gen- 
eral sales manager in charge of 
the New York office. 

Associated with Mr. Turnbull 
in the New York office will be 
Svend A. Canariis, water works 
engineer; G. H. Lambert, eastern 
manager; Dan M. Wal- 
lace, national accounts, and 
George H. Shetlin, export sales. 
the New York 
area are under the direction of 
Quimby-Ryan Engineering Sales 
Inc., 1 East 42nd St., 
distributor. 


district 


sales in 


as 


Geiss 


R. K. CARTER & CO. EXPANDS 
CHICAGO BRANCH OFFICE 


R. K. Carter & Co., purchasing 
agents at 66-68 Reade St.. New 
York § City, the ex- 
panding volume of business han 


because of 


dled by its Chicago division has 


announced the enlargement of 








EDWIN M. McNEIL 


that branch office. The company 
established its Chicago office five 
years ago in order to broaden the 
and of its buying 


value 


cause of its central location and 
convenience to its clients in the ! 


central and far western states. 

The Chicago branch is under 
the management of Edwin Me- 
Neil, a veteran of the Carter or- 
ganization, who started his career 
in the New York office in 1902, 
later becoming its 
Pittsburgh office. 
by Arnold Gough, who has been 


manager of 
He is assisted 


in the service of the company for 


14 years, and a capable office 
staff. The Carter company cele- 
brated 70th 


February of this year. 


its anniversary in 





ARNOLD GOUGH 





KNAPP & SPENCER APPOINTS SALES 


SUPERVISOR AND 


W. S. Knapp, 
Knapp & Spencer Co., wholesale 
hardware concern of Sioux City, 





EDWARD ANDERSON 


lowa, has announced the appoint 
Roy W. Havtman as 
and of Edward 
vice-president — in 


ment of 
sales supervisor 
Anderson as 
charge of purchase -. 

Mr. Hartman is of a hardware 
family, being the third genera- 
tion to follow a hardware trade 


career and he has a son who is 
now in the retail 
Ottumwa, lowa. His father, who 
is now 74 years old, operates a 


Lake 


business in 


retail hardware store in 
View, lowa. 

Mr. Hartman began his career 
in the employ of the Haw Hard- 
Ottumwa, upon his 
graduation from school. He 


served that company for 14 years, 


ware Co., 


working in the house, traveling, 


NEW SALES MANAGER FOR 
INTERNATIONAL HARVESTER 


J. L. MeCaffrey has 
elected vice-president in charge 
of sales for the International 
Harvester Co., 180 N. Michigan 
Ave., Chicago, Ill. Mr. McCaffrey 
Charles R. 
charge of do- 


been 


succeeds Morrison, 
vice-president in 
mestic and Canadian sales. Mr. 
retiring after 42 
with the 


Morrison is 


years of service com. | 
pany. 
Mr. McCaffrey’s entire business | 


career has been spent in the sales 


department of the International 
Harvester Co. He has held in 
almost every job in 
the department, advancing from 
warehouse clerk to branch adver- 
tising man; full-time motor truck 


succession 


salesman; assistant branch man- 
ager at Cincinnati, followed by a 
later advancement that brought 
him to the Chicago offices as as- 
manager of the central 


sistant 


54 


president of | 


PURCHASING HEAD 


and in the sales and buying de- 


partments. In 1928 he became 
associated with the Harper & 


Ottumwa, leaving 
group of 
hardware stores in 


1938 he be- 


MelIntire Co., 
in 1934 to operate a 
retail 
lowa. In 


four 
southern 


came associated with a group of | 


national hardware wholesalers 
with headquarters in Chicago, 
leaving them in March of 
year. 

Mr. Anderson, who was elected 


-’ | Minn., is 
this | 


vice-president in charge of pur- | 


chases, has been associated with 


years, starting as office boy and 
filling all positions, leading to 
buyer. He has established a wide 





ROY W. HARTMAN 


acquaintance with manufacturers 
their salesmen during his 
with the 


and 


years of service com- 


pany. 


For the past sev- 
director 


sales district. 
years he has 
of domestic and Canadian sales. 

Mr. Morrison began his bu:i- 
ness career with the old Deering 
Harvester Co. in 1893 as a book- 


er al been 


keeper, and held a succession of 
important positions in the com- 
pany’s accounting and sales de- 
He wa: elected vice- 
of sales in 


partments. 
president in charg: 
1935. 


STOUT REJOINS WICKWIRE 
SPENCER STEEL CO. 
After completing a special ex- 
ecutive assignment for the Wick- 
Spencer Steel Co., E. C. 
has resumed his duties as 
eastern district 


wire 
Stout 
manager of the 
in charge of sales of all products 
wire, wire forms, 
cloth, 


screen 


including 
springs, wire rope, wire 
hardware cloth, 
cloth, poultry netting, metal con- 
belts, perforated metals, 


insect 


veyor 


| the Knapp & Spencer Co. for 35 | 


grilles, card and napper clothing, 
wire lath, welded fabric, reinfore- 
ing rods, automotive products, 
chain link fence, nails and brads, 
and bright wire goods. Mr. Stout 
is located at the company’s gen- 
eral offices, 500 Fifth Ave., New 
York, N. Y. 


MOGUL CORP. AT 
NEW ADDRESS 
The Mogul Corp., Minneapolis, 
located at 312 
The company’s 
203-4 Loeb 


now 
Hodgson Bldg. 
former address was 
Arcade, Minneapolis. 


SAMSON UNITED ELECTS 
NEW PRES.-SALES HEAD 


Neil O. Broderson, chairman 
of the board, Samson United 
Corp., Rochester, N. Y., has an- 
nounced that H. A. Potsdam has 
been elected president of the 
company to succeed A. O. 
Samuels, who resigned recently 
as president and director. Mr. 
Broderson explained, “Since his 
appointment a few months ago as 
executive vice-president and gen- 
eral manager, Mr. Potsdam has 
effected many changes in the 
company’s improve 
the company’s position in trade 
circles and in its own industry. 
Further improvements through 
engineering, research and _pro- 
duction facilities are contem- 
plated.” 

The 


announced 


policies to 


elected president 
that William G. 


newly 


Church, Jr., had been appointed 
vice-president in charge of sales. 
Mr. Church was formerly asso- 
ciated with the National Enamel- | 
ing and Stamping Company, Mil- 





WILLIAM G. CHURCH, JR. 
waukee, Wis., and previously 
was sales manager of the Silex 
Co., Hartford, Conn., the Beards- 
ley & Wolcott Mfg. Co., and the 
commercial division of Landers, 
Frary & Clark, New Britain, 
Conn. 








REMINGTON RAND EXPANDS 
ITS SHAVER DIVISION 


A 100 per cent increase in 
production facilities at the plant 
of the General Shaver Division 
has been announced by Harry 
Landsiedel, vice-president _ of 
Remington Rand Inc. and gen- 
eral manager of Bridgeport, 
Conn., operations. 

The expansion marks the third 
increase in production facilities 
since the first of the year. Tool- 
ing and machine equipment, Mr. 
Landsiedel said, were expanded 


in mid-February, shortly after 
the introduction of the new 
| Remington “Dual” shaver. The 


latest expansion, Mr. Landsiedel 
added, is dictated by the sales 
reception accorded the new 
shaver. : 

Remington Rand initially went 
into shaver manufacture in the 
summer of 1937 after a long 
period of engineering. Manu- 
facture of the “Dual” shaver was 
begun in November of 1939, but 
it was not released to the trade 
until the first of February. 
“Aside from the prominent place 
which we have obtained in the 
domestic territory,” said Mr. 
Landsiedel, “we have developed 
foreign markets through a com- 
prehensive chain of branches 
and_ representatives who 
tributed a gratifying increase in 
our business.” 


con- 


EASY WASHER NAMES TWO 
DISTRICT MANAGERS 


J. J. Nance, general sales man- 
ager of the Easy Washing Ma- 
chine Corp., Syracuse, N. Y., has 
announced the appointment of 
two new district sales managers. 
J. A. Grady, of Ridgewood, N. J.. 
formerly associated with Uni- 
versal and Philco, becomes dis- 
trict manager in charge of New 
Jersey. Mr. Grady, prior to his 
affiliation with Universal, was 
an Easy salesman in metropolitan 
New York. 

K. H. Dowd, a former Easy 


district manager, has also re- 
turned to take charge of the 
| northern Michigan area. Mr. 


Dowd for many years was affii- 


| ated with the Easy sales organi- 


zation in Ohio. 


NUTMEGGERS ENTERTAIN 
AT LADIES’ NIGHT 


At the May meeting of The Nut- 
meggers, Inc., the members en- 
tertained their ladies with a roast 
beef dinner followed by several 
reels of motion pictures. John 
Jepson, a former Nutmegger, 
who traveled extensively through 
Europe lact summer, exhibited 
color films of his trip. Of par- 
ticular interest were the films of 
Norway and Denmark. 
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CASCO PRODUCTS CORP. FORMS 
HOME APPLIANCE DIVISION 


Announcement of the establish- 
ment of a new home appliance 
manufacturing division has been 
made by J. H. Cohen, president, 
Casco Products Corp., manufac- 
turer of electrical automotive ac- 
cessories, located at Bridgeport, 
Conn. Casco Products Corpora- 
tion has, over a period of years, 
surveyed the markets, developed, 


engineered and now are entering | 


production on a number of new 
electrical appliance products. 
Simultaneously with the an- 
nouncement of the new Home 
Appliance Division, Mr. Cohen 
advised that A. O. Samuels, for- 


mer president of Samson-United | 


Corporation, Rochester, N. Y., is 
now affiliated with Casco Prod- 


| 
| 
| 
ucts Corporation as general ah 
ager of the new appliance divi- 
sion. Mr. Samuels brings a broad 
home appliance manufacturing, 
selling and merchandising ex- 
perience gained over 18 success- 
ful years in this field. Mr. 
Samuels is the inventor of the 
rubber-bladed electric fan and 
|many other devices now on the 
market. 
| Assistant manager of the new 
| division will be Jack Schenberg, 
former assistant secretary and 
| director of merchandising of 
| Samson-United Corp. 
| Full production has already 
been started on one of the ap- | 
|pliance product groups, electric | 
| heating pads. 


| 











MFRS. EXECUTIVES MAY 
ATTEND MILL SUPPLY 
ZONE MEETINGS 


A communication from the 
Southern Supply & Machinery 
Distributors’ Association and the 
National Supply & Machinery 
Distributors’ Association, read to 
the executive committee of the 
manufacturers’ association, in 
meeting at Dallas, Tex., pointed 
out that in the future, zone meet- 
ings conducted by the distributor 
associations would be open only 
to manufacturers in the Amer- 
ican Supply & Machinery Manu- 
facturers’ Association, who would 
send officers of their companies 
and/or sales managers. 

R. Kennedy Hanson, general 
manager of the manufacturers’ 
association, 1108 Clark Bldg., 
Pittsburgh, Pa., has announced 








| won the quiz contest. Members 
| of the team were Roy C. Schmidt, 
| Stanley Tools; Harry Fox, Star 
| Expansion Bolt Co.; Art Hend- 
ricks, Hendricks & Howell, and 
George G. Hoy, associate editor. 
Harpware AGE. 

The Hardware Square Club 
team was composed of Alex Lie- | 
derman, D. Liederman & Sons; 
Leonard Eisenberg, Nathan 
Eisenberg’s; Thomas D. Mc- 





Elroy, Topping Bros., and Harry | 
Kaminstein, Kambro Hardware | 
& Paint Co. The Brooklyn Asso- | 
ciation team was made up of 
S. H. Atkinson, R. J. Atkinson, 
.Inc.; Sam Singer, Singer & Sin- 
ger Hardware Co.; John Stark, 
Stark Supply Co., and Gerald 
Westreich, A. Westreich Co. 

A short business meeting, at | 
which Mr. Goldberg presided, 
preceeded the quiz contest. 








the association’s executive com- | 
mittee has approved of the action | 
taken by the distributor associa- 
tions and urges members to fol- | 
low this practice. | 
| 

75 HEAR QUIZ CONTEST AT, 
BKLYN. HDWE. MEETING | 


A quiz contest between teams | 
of the Hardware Square Club, | 
Hardware Boosters, and Brooklyn | 
Hardware Association was held | 
at the May 11 meeting of the | 
Brooklyn Hardware Association | 
in the Johnston Building. More | 
than 75 members and guests at: | 
tended the interesting and in- | 
structive meeting. 

The quiz contest was directed | 
by Herman Goldberg, of I. B. | 
Goldberg’s, and judges and /| 
official scorers were E. W. Erick- | 
son, Ek Hardware Co., president, 
Hardware Boosters; Charles Pin- 
cus, The Stanley Works, and 
I. B. Goldberg, president, of the 
Brooklyn Association. 

The Hardware Boosters’ team 
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| of the General Shaver Division 


HEADS GENERAL SHAVER | 
SALES IN PHILADELPHIA | 


R. H. Alexander, sales manager | 





of Remington Rand Inc., Bridge- 
port, Conn., has announced that | 
Carl J. Klaus has been appointed 
manager of the Philadelphia | 
sales district. 


300 DEALERS VISIT 
WESTINGHOUSE PLANT | 


The Reno Sales Co., Inc., 741 | 
Flushing Ave., Brooklyn, N. Y., 
recently held one of its annual 
outings in cooperation with the | 
Westinghouse Lamp Division to 
celebrate its increase in business 
with the Westinghouse company. 
Approximately 300 dealers were 
taken by bus to the Westinghouse 
Plant at Bloomfield, N. J. After 
dinner, the dealers were escorted 
in groups on a tour through the 
plant and witnessed the various 
operations in the manufacture of | 
fluorescent lamps. 












PEAS 
IN A POD 





... and the DIFFERENCES ARE 
IMPORTANT in Hack Saw Frames 


Peas in a pod may look alike—at first glance. But look 
again and you will discover noticeable variations in size, 
color and shape. Hack Saw Frames, too, may appear similar 
on the surface but let a customer handle a Union Hardware 
Hack Saw Frame! He will soon find the differences and 
in this case they are IMPORTANT. Prospective purchasers 
will readily be sold on the rugged, solid construction used 
throughout, the simple adjustment feature that keeps the 
blade properly tensioned and the correct styling that permits 
free, easy sawing without binding or blade breakage. Fea- 
ture Union Hardware Hack Saw Frames for profitable selling 
and depend on the reliable “Union Hardware” name to keep 
customers satisfied. Your jobber can supply you. 


SCREW WANOLE No. 2150. Nickel- 
ADJUSTHENT plated frame ad- 





justable from 8” to 
12”, Has screw han- 
dle attachment for 
tightening blade. 


Depth of frame, 
2%”. 


No. 2115. 


Nickel- 
plated frame - ad- 
justable from 8” 
to 12”. Corrugaied 
steel pistol grip. 
Depth of frame, 
2%”. 


No. 2165. Extra 
sturdy frame with 
heavy steel con- 
nection and double 
end adjustment. 
Corrugated steel 
pistol grip. Depth 
of frame, 2%”. 
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Greenlee 


AUTOMATIC PUSH = 5 


EASY TO SELL 


LET THIS TOOL 
SELL ITSELF 





Here is an Automatic Push 
Drill that will actually do 
its own selling job for you. 
It’s really a fine looking 
tool, sturdily constructed, 
with either the all-trans- 
parent handle, or the hard- 
wood handle with a trans- 
parent ring next to the 
metal cap showing the ends 
of the drill points. Both 
handles serve as a maga- 
zine for 8 drill points mak- 
ing any size drill readily acces- 
sible by simply turning the metal 
cap. 




















For more information about this 
fast selling drill and the complete 
line of Greenlee tools for the 
Woodworker, Electrician, and 
Plumber, write today for Catalog 
31, and mention the name of your 
jobber. 













GREENLEE TOOL CO. 
1715 Columbia Ave., Rockford, III. 


TOOLS THAT STAY Sold! 












Bronson & Townsend 


Co. Institutes 


Mail-Sale Service for Dealers 


The Bronson & Townsend Co.., 


| Each of the company’s sales- 


wholesale hardware firm at new jme n will have sales manuals 


Haven, Conn., recognizing the | 
need for better and more effec- 


tive merchandising methods in 
“ hardware field, is introducing | 


“Mail-Sale” service for its deal- | 


| ers. This service takes into ac- | 
count the importance of direct 


mail in any well-balanced adver- 


tising program and is organized 
| as a centralized mailing service | 


affording inexpensive, “bother- 


ers’ customers. 


This “Mail-Sale” 


only keeps the subscribing deal- 


less” and timely mailings to deal- 


service not 


| made up of the various pieces of 
advertising material available to 
| dealers each month. These will 
| be issued sufficiently in advance 
|to enable the company to pre- 
pare the mailings. When the 
|dealer selects the pieces he 
wishes to use, his name is im- 
| printed and they are addressed. 
}and mailed at the proper time. 
| Each subscriber also receives a 
|loose-leaf folder ‘containing a 
complete explanation of the ser- 
vice with provisions for entering 





| 

, 4 “ye 
| er’s name before his customers | mailings and dates of mailings 
| and prospects but is kept UP/ and also a list of the names 


steadily, month after month and | 


| is varied in its material and ap 


| peal. Mailings, however, are not | : : 
subscriber’s | Change the list and thus keep it 


| made without the 
approval. 


_ | whic th he has furnished this com- 
pany. This enables the dealer to 


lactive and reliable at all times. 


| CUBA MFRS. AGENTS SEEK J undum Co., New York office, was 


HARDWARE LINES 


The new partnership of AIl- 
manza & Palicio, direct manufac- 
turers’ representatives, 965 Padre 
Varela St., Havana, Cuba, is in- 
terested in representing hardware 

manufacturers on a commission 
basis. The firm is successor to 
F. L. Almanza. 


SECRET SERVICE AGENTS 
ADDRESS HARDWAREMEN 

A. H. Rice and S. R. Fine, 
Secret Service Agents, U. S. Trea- 
sury Department, showed more 
than 40 members and guests of 
the Hardware Trade Association, 
at the May 21 meeting, how to be 
on the lookout for counterfeit 
money. A film, released by the 
U. S. Treasury Department, 
showed the differences between 
genuine U. S. coins and counter- 
feits of various denominations. 
Among the points concerning 
counterfeit coins were that they 
usually feel greasy and the edges 
| of them can easily be cut with a 
knife. The film showed how 
counterfeit bills of various de- 
nominations differ from genuine 
bills. S. H. Atkinson, R. J. At- 
kinson, Inc., Brooklyn, N. Y., sec- 
ond vice-president of the New 


| York State Retail Hardware As- 


sociation, urged attendance at the | 
annual N.R.H.A. meeting in New 
York City at the Hotel New 
Yorker, July 15-18, Arturo Guer- 
ra, Sucs. de Andres Gandia, San | 


| Juan, P. R., manufacturers agents 


representing Wood Shovel & Tool 
Co., Piqua, Ohio, and Igoe Bros., 
Inc., Brooklyn, N. Y., was 


guest. John Storm, The Carbor- | ____ 


elected a member. The meeting 
was presided over by Robert 
Doti, Igoe Bros., president of the 
association. 

Announcement was made that 
the next meeting would be a golf 
party, the exact date to be de- 
termined later on. Plans are be- 
ing made for a fishing party in 


July. 





With Tru Test 


| 








Cc. A. CULLUM, JR. 


| C. A. Cullum, Jr., whose ap- 
pointment to the staff of the 
| Tru Test Marketing and Mer- 
| chandising Corp., Merchandise 
| Mart, Chicago, Ill., was an- 
| nounced on page 53 of the May 
l6th issue of Harpware Ace. 
Mr. Cullum will be made avail- 
able to Tru Test distributors 
for research work with dealers. 


HARDWARE AGE 

















OPE 
wc 
Fre 

a tra 
Stow 


Conn. 
entere 
retail 
Falls, 
to re 
and 
larly 
factur 
busin 
Ave., 
opera 
Hardy 
Mr. 
Stow | 
York 
activi 
in 19: 
cheste 
eral 
of the 
past 
large 
states 
ginia. 


TI 


The 
Assoc 
annu: 
the I 
Texa: 
Frida 
joint 
whole 
Texa: 
as wi 
senta 

Th 
lowee 
the I 
noon 
meeti 
day 
urday 

As 
the 
annu 
eveni 
will 
and t 


MA’ 





nlers 


sales- 
anuals 
pces of 
ble to 
e will 
Ivance 
oO pre- 
n the 
es he 
is im- 
ressed, 
time. 
ives a 
ng a 
ie ser- 
tering 
tilings 
names 
; com- 
ler to 
eep it 
times. 


Was 
eting 
obert 


f the 


that 
| golf 
> de- 
e be- 
ty in 




















OPENS HARDWARE STORE, 
WOULD LIKE CATALOGS 

Fred S. Foster, for many years 
1 traveling salesman for Peck, 
Stow & Wilcox Co., Southington, 











FRED S. FOSTER 


Conn., tool manufacturers, has | 
entered business for himself as a 
retail hardware dealer in Little 
Falls, N. J.. and would like} 
to receive catalogs on hardware 
and housefurnishings (particu- 
larly gift lines) from both manu- 
facturers and wholesalers. The 
business is located at 5 Paterson 


Ave., Little Falls, and will be | 
operated as the Little Falls 
Hardware Co., Inc. 

Mr. Foster joined the Peck, 


Stow & Wilcox organization’s New 
York office in 1918, starting his 
activities as a traveling salesman, 
in 1920, in New Jersey and West- 
chester County, New York. Sev- | 
eral years later he worked out 
of the company’s plant. For the 


past six years he has covered a 
large part of the middle Atlantic 
states and Ohio and West Vir- 


ginia. 


TEXAS JOBBERS ASSN. 
MEETS JUNE 21-22 

The Texas Wholesale Hardware | 
(Association will hold its 45th 
annual convention, June 21-22 at 
the Buccaneer Hotel, Galveston, | 
Texas. The convention will open | 
Friday morning, June 21 with a 
joint session of members of the | 
wholesalers’ association and the | 
Texas Hardware Boosters Club, | 
as well as manufacturers’ repre- 
sentatives and guests. 

This open meeting will be fol- 
lowed by the annual meeting of | 
the Boosters, while in the after- | 
noon there will be an executive | 
meeting of the wholesalers Fri- | 
day afternoon and another Sat- 





urday morning. 
As entertainment 
. . | 
the convention, there will be the | 
annual dinner and dance, Friday 
evening, at which the Boosters 
will be hosts to the wholesalers | 
and the ladies. Luncheons for the 


features of | 


MAY 30, 1940 


ladies have also been arranged 
and. the men will compete in a 
golf tournament Saturday after- 
noon. The program for Saturday 


evening includes a buffet supper. 


Officers of the Texas Whole- 
sale Hardware Association are: 
president, August H.  Schu- 


macher, Bering-Cortes Hdwe. Co., 
Houston; first vice-president, W. 
B. Connally, Wadel - Connally 
Hdwe. Co., Tyler; second vice- 
president, N. F. Van 
huyze, Wm. Van Hoogenhuyze 
Hdwe. Co., San Antonio; secre- 
tary-treasurer, Nat M. Johnson, 
Southern Hardware, Dallas. 
Officers of the Texas Hardware 
Boosters Club are: president, 
W. E. Love, San Antonio; first 
vice-president, Dan M. Bell, Dal- 
las; second vice-president, Fred 
C. Buck, Houston, and secretary- 
treasurer, Nat M. 
Southern Hardware, Dallas, Tex. 


Hoogen- 


Johnson, 


$500,000 EXPANSION FOR 
REFRIGERATOR PRODUCTION 


Plans for a half-million dollar 
expansion program at the Mans- 
field plant of the Westinghouse 
Electric and Mfg. Co. has been 
announced by L. 
manager of manufacturing and 


E. Osborne, | 


engineering of the Westinghouse | 


merchandising division. 
will start within a month on the 
expansion program, which will 
increase the Mansfield 


hold refrigerators by one-third, 
Mr. Osborne said. Cost 
program, including buildings and 


excess of $500,000. 

Principal project is to be con- 
struction of a new metal stamping 
building, 70 feet by 360 feet, and 
three stories high. 
located beside the present vitre- 
ous enameling plant of the Mans- 
field works, and will fabricate 
metal parts for refrigerators. 
These parts will be porcelain 
enameled in the vitreous plant 
and carried to the assembly lines 
in the main Mansfield plant 
building by conveyor in the 1220- 
ft. overhead bridge which will be 
completed shortly. 

Another principal _ building 
project in the new program will 
be an addition of a third and 
fourth story of one of the present 


| buildings of the plant. This addi- 


tion, which will be 80 by 80 ft., 
will increase the present wire 
goods department and will pro- 
duce wire shelves for refrige- 
rators. 

Work on the foundation of the 
new building will. start early in 
June and structural work will be 
started in July. The building 
program will be completed early 
in September, and equipment 
will be installed for start of pro- 
duction in November. 


Work | 


plant’s | 
| capacity in production of house- | 


of the 


| equipment, will be somewhat in | 


This will be | 








YOU HAVE GREATER SALES POSSIBILITIES. YOUR 
CUSTOMERS HAVE GREATER SATISFACTION WITH 


e 





price 10 


The new CLIPPER, designed and engineered as a quality power 


mower, is unequaled in the low priced field today. 
to give sturdy, dependable service, and complete 
Yet the price is completely in line to be 


to every customer 
competitive with any power mower! 


The COOPER CLIPPER has sufficient mark-up to guaran 
tee you a profit for your time, effort and investment. With 
each sale you make a profit, figured in dollars, instead of 
cents. And, the present existing demand already estab 
lished for the CLIPPER is YOUR protection against 


holding an item from season to season, 


on your investment eats into your profits! 


So it is well worth a let 
ter to us asking for more 
information about the 
CLIPPER and the com 
plete line of COOPER 
power mowers designed for 
every purse and pur 
pose. The COOPER 
line means MORE 
sales and greater 
profits! For further 
information write: 
Box 503C. 








“CLIPPER” 
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f.0.b. factory 


while 


interest 


It is built 
satisfaction 
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MARSHALLTOW 


N 


IOWA 





RAIRDEN WIRE ROPE SALES MANAGER 
FOR WICKWIRE-SPENCER STEEL CO. 


The Wickwire Spencer Steel 
Company, with general offices at 
500 Fifth Ave., New York City, 


announces the appointment of A. 


S. Rairden as wire rope sales | 
manager. For the past seven 


Rair- 


den has functioned as contact be- 


years as rope engineer, Mr. 
tween the sales and production 
departments, assisting in the pro- 
sales and servicing of 

for all rope-using in- 


duction, 
wire rope 
dustries. 
Mr. Rairden’s role in the wire 
rope industry began 20 years 
ago. He went first with the Car- 
negie Steel Corp. where he was 
employed on the iron blast fur- 
1923 he was trans- 
American Steel & 
» became 


naces. In 
ferred to the 
Wire Company where he 


GATCH RETIRES FROM 
WOOSTER BRUSH CO. 


After 16 
service to The 
Company, Wooster, Ohio, A. B. 
Gatch, of Milford, Ohio, 
cided to take a_ well 
rest and has retired as of April 
30, 1940. For many years previ- 
ous to his connection with The 
Wooster Brush Company, Mr. 
Gatch called on the wholesale 
hardware trade regularly. 

Messrs. W. R. Russell and 
S. R. Welty, both seasoned repre- 
sentatives of The Wooster Brush 
Company, will continue to service 
the territory in which Mr. Gatch 


years of generous 


Wooster Brush 


has de- 
deserved 


traveled. 


L. H. WEBER, WORTHINGTON 
EXECUTIVE MARRIES 

L. H. Weber, vice-president, 
The Geo. Worthington Co., 802- | 
832 St. Clair Ave., N.W., Cleve- 
land, Ohio, has announced his | 
wedding to Miss Emma Kundtz 
on Feb. 24. Mr. and Mrs. Weber 
are residing at the Lakeshore 
Hotel, Cleveland. 


WESTINGHOUSE PLAYS NG 
HOST AT WORLD'S FAIR 


Editors and other representa- | 
tives of business papers, women’s 
magazines and newspapers met 
“Elmer” chosen by the New York 
World’s Fair, as the apotheosis of | 
folksy American manhood at the | 
exhibit building of the Westing- | 
house Electric & Mfg. Co., Pitts- 
burgh, Pa., at the New York | 
World’s Fair, on May 17. Elmer, 
who in real life is Ralph L. Ban- 
croft, baked an _ old - fashioned 
shortcake in a Westinghouse elec- 
tric range and became a member 
of the Ancient and Abrasive Or- 
der of Tuff Guys. A. P. Craig, 
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{ernment master wire rope 


Thursday, 


wire rope mill superintendent. 
During this period he was a 
rr of committees working 
| up and compiling hemp center 
specifications and standard prac- 
tices for wire rope manufacture. 
This work entailed considerable 
field research on wire rope ap- 
plication and usage, wherever 
rope was used. Shortly 
Mr. Rairden was appointed to 
the U. S. Government Commit- 
tee assigned to the task of com- 
piling and revising U. S. Gov- 
speci- 
fications. From 1930 to 1933, 
Mr. Rairden was with the Ameri- 
can Cable Co. and Hazard Wire 
Rope Co. as chief engineer and 
assistant to the vice-president in 
charge of sales. 


director of the Westinghouse ex- 


hibit, presented Elmer with a 
statuette symbolic of the Tuff 
Guys. 


On May 9 prior to the opening 
of the Fair more than 200 editors 
were reception and 
preview of the We tinghouse ex- 


guests at a 


| hibit. 


Cc. F. BEATTY HEADS 
NEW YORK PAINT CLUB 


More than 200 members and 
guests attended the annual meet- 
ing of the New York Paint, Var- 
nish & Lacquer Association, held 
May 9 at the Hotel Biltmore, 
New York City. Michael J. Mer- 
kin, M. J. Merkin Paint Co., 
New York City, retiring presi- 
dent was elected vice-president. 
C. Francis Beatty, Paint 
Products Corp., was elected presi- 
dent. Louis Gillespie, Gillespie- 
Rogers-Piatt Co., Inc., is 
secretary and Hendrick E. Hend- 
rickson, S. Winterbourne & Co.. 
continues as treasurer of the 
organization. Announcement was 
made that the  association’s 
annual sports outing will be held 
June 6, at the Ridge- 
wood Country Club, Ridgewood. 
N. 

a the 
officers and other business mat- 
ters a diversified program of 
professional entertainment was 
shown. 


Socony 


election ot 


SOUTHWEST HDWE. STAGES 
MERCHANDISE SHOW 


As is customary, a convention 
and showing of basic lines high- 
lighted the birthday celebration 
of the Southwest Hardware Co., 
Los Angeles. This birthday is 
the 28th of this dealer owned 
wholesale house which caters ex- 
clusively to hardware and home- 
ware independent dealers. 


after, 


Some 100 factories displayed 
their newest items on the second 


floor which was set apart for this | 


purpose. Satisfactory order plac- 
ing was reported by the exhibi- | 
tors. 
President 
Costa Rica, 
merchant, welcome 
down to the dinner. 


Chas. 


Calif., hardware 


An in- 


hardware men by Rev. Dr. C. 
Kleihaure on 
| Chain of Success.” A little skit 
prepared by L. G. Heyer, mer- 
chandise manager of the com- 
pany, illustrated the power of 
the organization. A bundle of 
93 dowels, representing the 93 
stockholders was handed Samuel 
Woody, of Van Nyes, who was 
requested to break the tied 
bundle. Then he was handed a 
single dowel, demonstrating the 
ease with which a single dowel 
might be broken. Harry F. Izen- 
our, managing director of the 
had general charge of 
annual affair. 


company, 
this successful 


The Schalk Chemical Co., 351 
E. Second St., Los Angeles, Cal., 
offers these smart window and 
counter cards for use with its 
window display contest. The dis- 


vides “before and after” on an 
actual piece of flooring. Card 
is 15 by 
display card, 8% by 12% in. also 
demonstrat’s the use of the prod- 
uct. 

The Schalk window 
which 


display 
June 12, 


contest closes 


1940, offers 45 cash prizes total- 
ing $500. In addition, $3.00 will 
be paid for 

submitted that 
rules,of the contest. 
is $100; 


prize, 


every photograph 

adheres to the 
First prize 
second prize, $75; third 
$50. There will also be 





TeWiakle, ing been established in 1853, and 


“Links in the} 


WOOLSEY PAINT EFFECTS 
REORGANIZATION PLANS 


A. Woolcey Paint & 


, Inc., one of the oldest 


The C. 
| Color Co. 


| manufacturers of a general line 


1 the 350 who | 





play card for “Double X” pro- | 


18 in. The crack filler | 





of marine and house paints, hav- 


the New Jersey Paint Co., Inc., 
have announced the successful 


ah . | conclusion of their reorganization 
spirational talk was given to the | . 


| plans. 
Increased manufacturing and 
laboratory facilities are now 


available to assure continually 
increasing quality and ample 
stocks necessary for prompt ser- 
vice. The Woolsey technical and 
manufacturing staffs, as well as 
the Woolsey sales organization, 
headed by Theo. F. Mack, sales 
manager, remain intact. Officers 
are: C. E. Raabe, president; 
Dewey L. Pierce, formerly presi- 
dent of the F. O. Pierce Co., ex- 
ecutive vice-president. 

The home office of the 
panies is now located at 229 E. 
42nd St., New York City, N. Y. 


com- 


CARDS SET STAGE FOR WINDOW CONTEST 


two prizes of $25 each; five 
prizes of $10 each and 35 prizes 
at $5 each. 

The window display must be 
devoted exclusively to Schalk 
products and dealers may feature 
one, two, three, or all four of 
the following items: “Double 
X,” “Savabrush,” Schalk’s crack 
filler, “Waxoff.” Photographs will 
be judged for originality, good 
taste and effectiveness in display- 
ing merchandise. Each photo 
must be 5 by 7 in. and must bear 
the name and address of the con- 
testant on the back. All entries 
become the property of the com- 
pany, which reserves the right to 
use for advertising all material 
submitted. In the event of a tie, 
duplicate prizes will be awarded 





Offered by the Schalk Chemical Co. for use in its window dis- 
play contest which closes June 12, 1940. 
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POWER LAWN MOWERS 
SINCE 1928 


The Locke Steel Chain Company, Lawn Mower Division, 
Bridgeport, Connecticut, have been marketing Power Lawn 
Mowers since 1928. The first machines were a radical de- 
parture from conventional lawn mower practice and they 
soon proved to be more efficient and far more versatile than 
anything that had been offered heretofore. 


They Have Greatly Reduced the Grass Cutting Costs 


Single Unit 
Mowers 


25” & 30” cut 





They soon found that most of their machines were being Since then no apparent changes in design have been deemed 
used extensively by large estates, cemeteries, parks, highway advisable, but improvements in inward construction and quality 
departments, etc.. where they reduced the grass cutting costs in of material have been adopted tg meet the extreme tasks these 
many cases to remarkable figures. machines were expected to perform and have performed. 










Everyone who has given these machines a fair trial will confirm our statement that they 
are “tops” where quality cutting and economy are desired. 
It is a long story to tell all the advantages of these machines. A demonstration will 
convince the most skeptical. ‘ 
Single Unit Mowers, 25” and 30” cut. $285.00 to $523.00. 
“Triplex” Mowers, 70” and 75” cut, $525.00 to $650.00. 
LOCKE Mowers are sold only through distributors who have the ability and 
facilities to demonstrate and give prompt and competent service when such 
is required. 


THE LOCKE STEEL CHAIN CO. 


(Lawn Mower Division ) 
Bridgeport Connecticut 


“Triplex” 
Mowers 


70” & 75” cut 














It’s Here! 
A Miniature Motor 
That You Can Sell 


It’s low in price. 

A fast moving item. 

Enables you to meet competition. 
Designed for service & long-life. 

Starts easily—runs smoothly. 

Needn’t be demonstrated to be sold. 
Eliminates complaint trouble. 

Requires little storage or display space. 
Large inventories not required for adequate 
stock. 

@ A volume sales-maker. 





Seventy-five per cent of the trouble with 
miniature motors in the past has been in the 
ignition system. We know this because we 








SPECIFICATIONS 


too, have had our share of trouble. We have — = ih oe hhes Oe 
er ore - P.M. to 000 
ee “ oo a Fg _ Stroke 1/16” Weight, 5% oz 
many others besides. Briefly the is de- Displacement .292 May be inverted 
signed for service. Horsepower, 1/7—1/6 Class B—N. A. A. Rules 





No longer need you be plagued with repairs and replacements. Stock a motor 
which will give you a minimum of trouble to sell and service and one that will Complete 


give the consumer utmost 


satisfaction in use. Syncro Devices, Ine. 86-95 


with Coil 


743 Beaubien, Detroit, Mich. ons Cialienees 
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HARDWARE BRIEFS 





ALABAMA 


The S. D. Brooks Hdwe. Co. 
has opened a new store at Anda 
lusia, Ala., with James Ward as 
manager. Mr. Ward was form- 
erly with the Ford Hdwe. Co. 


ARIZONA 


\. E. Brown, manager of Bab 
bits Hardware at Williams, Ariz.. 
has announced the addition of 
an adjoining store front to give 
the company room for necessary 
expansion. 


ARKANSAS 
The Baltz Hardware Co., Po 
cahontas, Ark., has added an 


implement parts department to 


its business. 


C. T. Roberson, of Batesville. 
Ark., who owns and operates the 
Batesville Hardware and _ the 
Roberson Tire & Supply Store. 
has consolidated the two busi- 
nesses and the new name will be 
the Batesville Hardware & Trac 
tor Co. 


CALIFORNIA 


Young, 
Hardware at 
Cal., has published 


": 5. 
Young's 
Orange Co., 


proprietor of 
Cypress. 


notice of sale of the property to 


Louis F. Koeppen of Whittier. 


GEORGIA 


Hayne Palmour, Sr., has pu 
chased from the Palmour Hdwe.. 
Gainesville, Ga., the retail store 
formerly operated as a part of 
that company. Mr. Palmour, Sr.. 
will no longer have any active 
connection with the wholesale de- 
partment of the Palmour com- 
pany. 

Douglas Hollberg, owner of the 
Hollberg Hdwe. Co., and the 
Douglas Hdwe. Co., Griffin, Ga., 
has constructed a new modern 
warehouse, to serve both stores. 


ILLINOIS 


The Linder Hardware, Collins 
ville, Ill., is in new quarters at 
109 N. Morrison St. 

Pontiac Farm Supply Co.. 
Pontiac, IIl., is the new company 
which owns and will operate the 
hardware business formerly 
owned by Earl M. DeBolt. The 
new concern is managed by W. 
4. Seniw. Hardware and imple 
ments will be carried as previ 
ously. 


O. L. Carey of Lilly, Ill, has 
purchased the Paul Workman 


60 


Hardware at Mackinaw, IIL, and 
will move to this new location 
a stock of hardware and imple- 
ments which he has maintained 


in Peking. Il. 


M. W. Potter, La Fox, IIb, 
whe tecently bought the Wendt 
& Teichler Hardware at Dundee, 
s adding more household equip 
ment and electrical appliances to 
those lines already handled. 


Wylde, Sycamore, Ill. 
through purchase of his father’s 


Royal 


interests, became the sole owner 
of the hardware store known as 


Wylde & Son. 


Henry and Charles Murphy. 
whe have operated the Murphy 
Bros. Hardware store at Gales 
burg, Ill, for 54 years are clos 
ing out the business. 


Ritter, who has 
Langer 
Lumber Co., Hardin, IIb, has 
become a partner in the Waverly 


Hdwe. Co., Waverly, Tl. 


Eugene ©. 
been manager of the 


INDIANA 


The K) ‘aus Hdwe. Co., Os- 
good, Ind... has purchased and 
added to its stock and equipment 
the plumbing, heating and tin 
ning tools, stock and equipment 
of the Bavis Hdwe. Co. of Os- 


ood. 


William A. 


associated with 


formerly 
Stove 


Cooper, 
Renown 
Co., has purchased an interest in 





a hardware store in Auburn, Ind., 
and will operate the business 
under the name of the Auburn 
Hdwe. Co., with his partner, 


E. L. Kokenge. 


KANSAS 


Sidney Penniman, manager of 
the Pleasant, Kan., store of A. C. 
Penniman & Son Hdwe. Co.,’Fort 
Scott, has purchased the business 
and will hereafter operate it as 
his own. 


Abe Posez, owner of the West- 
ern Tire Co., 626 Kansas, To 
peka, Kan., and of the Standard 
Sales Co., Kansas City, has pur- 
chased the entire stock of the 
Bowen-Nuss-Brown hardware at 
521 Kansas, Topeka. 


MICHIGAN 
C. E. Lyons & Sons have 
bought the O’Neil Hardware, 
Sault Ste. Marie, Mich., and will 
operate it as the Lyons Hard- 
ware under the management of 
Gordon Lyons. 


W. L. Carlton of Niles, Mich.. 
has purchased and taken posses- 
sion of the F. W. Patch Hard- 
ware at Marcellus, Mich., and 
will continue the business in that 
location. 


MINNESOTA 
Burshek, formerly of 
Buffalo, Minn., has purchased the 
Scherkenbach Hardware at Sha- 
kopee, Minn., and as soon as the 
building has been remodeled 
with new fixtures, will 
the store. 


George 


reopen 


MASTER LOCKS FOR THE FUTURE 





Two personable young ladies, Miss Doris Rath (left) and Miss 
Julie Stefanik, pose with a display of No. 1 Master laminated 
“Secret Service” pin tumbler padlocks made by the Master Lock 


Co., Milwaukee, Wis. 


A cut-open model of this padlock will be 


among the representative products of modern civilization to be 


preserved for 6173 years in the 


“Crypt of Civilization” at the 


Oglethorpe University, Atlanta, Ga. 


MISSISSIPPI 


Henry J. Sanders recently pur- 
chased the Jones-Gillis Hdwe. 
Co., McComb, Miss., and merged 
it with his Sanders Electric Set 
vice to form the Sanders Hdwe. 
and Electrical Supply Co. 


MISSOURI 


Masek & Simon Hdwe. Co., 
formerly located at 1545 So. Jef- 
ferson St., St. Louis, Mo., has 
changed its name to the Floris- 
sant Hdwe. Co., and is now lo- 
cated at 6720 W. Florissant Ave. 


NEW YORE 


The formation of a new com- 
pany to take over the hardware 
department of the Cornell-Havi- 
land Co., Pleasantville, N. Y., 
has been announced. The newly- 
formed firm, known as the Bar- 
clay Hardware Co., is headed by 
Charles E. Canfield and H. Bar- 
clay Cornell, who have purchased 
the entire interest in the store. 
Business in the hardware depart- 
ment will be carried on without 
interruption, however, by the new 
company, while the Cornell- 
Haviland Co. will continue to 
operate the coal, lumber, fuel oil 
and mill work business as in the 
past. 


The Lambert Hardware Co., 
Lockport, N. Y., has been com- 
pletely remodeled and _ redeco- 
rated and the stocks of merchan- 
dise have been increased. 


NORTH CAROLINA 


The Allen Hdwe. and Supply 
Co., Charlotte, N. C., has moved 
into new quarters which give 
them approximately twice their 
former floor space. 


The Jordon Hdwe. Co., is a 
new firm in Washington, N. C., 
incorporated by C. O. Jordon, 


J. E. Roberson and W. R. Rob- 


erson. 


N. J. Shepherd recently pur- 
chased an interest in the Willey 
Hdwe. Co., Weldon, N. C., and 
has been elected general man- 
ager of the business. 


OKLAHOMA 
T. Wells Hdwe. & 
Apache, Okla., 


implement 


The J. 
Implement Co., 
has closed out its 
business and now operates as the 


J. T. Wells Hdwe. Co. 


O. D. Bras has sold the Ok- 
fuskee County Hdwe. & Furni- 
ture Co., to W. P. Wood, opera- 
tor of an auto supply store in 
Okemah, Okla. 
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NEBRASKA 


Mr. and Mrs. Robert Spargo 
have purchased the fixtures and 
remaining stock of H. R. Goings’ 
hardware store in Arnold, Neb., 
and are redecorating the interior 
of the store. 


The Christleig Hardware and 
Electric store, Wymore, Neb., is 
now in a new location, directly 
across the street from its former 
place of business. 

OREGON 

Charles T. Bross of Rainier, 

Ore., celebrated the 25th anni 


versary of his being in business | 


by moving his hardware store to 
new and larger quarters. 


Manville Robison has opened 
a hardware and accessory store 
in Taft, Ore., with a complete 
line of tires, hardware, auto ac- 
cessories, and sporting goods. 


E. S. Minchin, Portland, Ore., 
has joined the Peterson Hard- 
ware, Seattle, as manager of its 
builders’ hardware department. 


PENNSYLVANIA 

The A. R. Wolff & Son hard- 
ware, 909 Market St., Meadville, 
Pa., has been reopened in new 
and greatly enlarged quarters. 

SOUTH CAROLINA 

The Peoples Hdwe. Co., is a 
new business in Mullins, S. C. 
Officers are: president, M. N. 


Jenkins; vice-president and man- | 
ager, M. L. Wheeler, and secre- | 


tary-treasurer, D. C. Jenkins. 


TEXAS 
C. A. Cox has. opened a hard- 
ware business at Bonham, Tex. 


The Smith & Hatch Hdwe. | 
and Lumber Co., Burkburnett, 
lex., has recently remodeled an 
adjoining building in which it 
will carry a complete new line | 
of paints, varnishes, and electri- 
cal appliances. 


The Edinburg Hdwe. Co., Inc., | 
is a new business in Edinburg, 
Tex. G. S. Clark is president of 

° | 
the company; Nyal Betts is sec- 
retary-treasurer and manager, 
and Charles Faires is assistant 
manager. 


The Tri-Cities Hdwe. Co., 
Goose Creek, Tex., is a new busi- 
ness. A.C. Peoples and Horace 
Grogan are the owners. Mr. 
Peoples was formerly associated 
with the Peden Iron and Steel 
Co., Houston, Tex. 


Wilford Sanders recently sold | 
his hardware business in Groes- 
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bee k, Tex., to M. kK. Fisher of 


Thornton. 


The Greenfield 
Post, Tex., has moved its hard- 
ware stock into attractive new 
quarters, thereby separating the 
hardware from the implement 
stock which will remain in the 
old. store. 


Craver Bros., Sulphur Springs, 
Tex., recently moved their hard- 
ware and electrical appliance 
stock into new and larger quar- 


ters and have added a furniture 


department to the business. 
VERMONT 
The hardware store of Charles 
P. Folson at Barre, Vt., has been 
sold to Leonard H. and Lottie 
M. Paine, who will conduct the 


business under the name of the 
L. H. Paine Co. 
VIRGINIA 

C. C. Ridson, formerly with 
the Blue Ridge Hardware Co., 
Warrenton, Va., has opened his 
own business in that city, the 
Risdon Paint & Hdwe. Co. Mr. 
Risdon is seeking manufacturers’ 
catalogs. 


WASHINGTON 


Charles E. Adams has recently 
completed installation of a tire, 
auto supply and home appliance 
stock in addition to the stand- 
ard lines carried in his hardware 
store at Fairfield, Wash. 


WISCONSIN 


A. W. and H. I. Notbohn, 
E. C. Dwyer and V. S. Langlis. 
have incorporated as the Dela 


| field Hdwe. Co., at Delafield. 


Wis. 


Cc. &. Luepke, mayor of Med- 
ford, Wis., has sold his hardware 
business to Carl Opitz who has 
been associated with him in the 
business for many years. 


The Walter K. Smith Hard 


ware store has been opened in 


| West Bend, Wis. 


IVER JOHNSON MANUAL 
ON HOW TO SHOOT 
The Iver Johnson’s Arms & 
Cycle Works, Fitchburg, Mass., 
has issued a hand book on how 


|to shoot, entitled, “Hitting the 


Bull’s Eye.” Prepared by Capt. 
Charles Askins, Jr., the manual 
sells for 25 cents a copy. Points 
covered are: body position; 
straight arm position; grip; hand 
position; sights; your new re- 
volver; world record targets; 


| trigger “squeeze” and breathing; 


care of revolver, and safety in- 


| structions. 
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Our extensive line of ready to nail 
and Bronco shoes is growin 
fit the average 


Horse, Mul 
in popularity. They 


horse without alteration—per- 


feetiy balanced and shaped. No paces heels or 


welding =. 
tapered, and spaced. Tough, strong, 


— Write for 


Nall holes are elean, eorrestly 
tone wearing. 


information, — 





NOW...an Overhead Closer 
for Double Acting Doors in Residences 


You can now give kitchen 
the same smooth, full rack-anc 


ewes dining room double acting doors 
pinion control you specify for doors in 


public buildings. How? With the LCN residential double acting overhead 













concealed door closer, 
shown in a phantom 
view. It allows easy 
opening of door either 
way and closes it with- 
out ‘‘flapping’’— the 


LCN “422” 


This closer is moderate 
in price yet madeto LCN 
standards in all respects. 
Easy to install. For full 
details address Norton 
Lasier Co., 466 West 
Superior St., Chicago. 
Your Customer 

Wants the Best! 
—So give him the best buy in Blow 
Torches: C & L! 


C & L Torches lead because: 


(1) Strong and sturdy—and look it! 

(2) Peak performance with low fuel 
consumption. 

(3) Reasonably priced. Ask your job- 
ber-salesman next time he's in 
about C & L Torches. 


CLAYTON & LAMBERT 


MFG. CO., 
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Detroit, 


Mich. 
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OBITUARIES 





WALTER M. BONHAM DIES 


Was president and general manager of C. M. McClung 
& Co., Knoxville, Tenn., and served two years as presi- 


dent of 


The death of 
Bonham on May 14 has removed 
from the ranks of hardware lead- 
ers, another whose active 
beth local and _ national 


inter- 
ests in 





WALTER M. BONHAM 


affairs, brought him a | 


the Southern Hardware Jobbers’ 


Walter M. 


Association 


surer and general manager and 
finally its president and general 
manager. which position he held 
at the time of his passing. 

Yet, though he directed his 
many talents to the furthering 
of his position 
of prominence among southern 
| wholesale hardware firms, his 
many hardware activities carried 
| him into work outside the im- 
| mediate affairs of the McClung 
|}concern. His services to the 
| Southern Hardware Jobbers As- 
| sociation won for him offices in 
|that association and culminated 


| 
| 
| 
| 
| 


company to a 


|in his election to the presidency 
in 1934 and again in 1935. And 
he received additional honors as 
a member of the Hardware X 
| Club and as an honorary mem- 
| ber of the Old Guard Southern 
| Hardware Salesmen’s Association. 

But his activities did not cease 
here and his energies not only 








host of friends in recognition of | eusheaced a successful hardware 


| his services. 
| dent and general manager of the 


| a deep loss to his many associ- 
| ates among dealers, 


| 
| 
| 


| to his death, which came unex- 


| tered the employ of the McClung 
| company as a bill clerk in 1894, 


Prominent as presi- 


wholesale hardware firm of C. M. 
McClung & Co., Knoxville, Tenn., 
and as a member and officer of 
the Southern Hardware Jobbers’ 
Association, his passing comes as 


wholesalers, 
and / manufacturers. 

Mr. Bonham, who was 63 years 
old, had been ill for four weeks 
with a heart ailment. He had 
entered a hospital 10 days prior 


pectedly, and he remained in 
good spirits to the end. 

Born of Scotch-Irish parents, 
his family moved to Knoxville, 
from Cleveland, Tenn., when he 
was 10 years old. Completing his 
education and following a short 
period in railroad work, he en- 


later becoming assistant book- 
keeper. In 1906 he left the ser- 
vice of the company and became 
secretary-treasurer of the House- 
Hasson Hardware Co. which he 
had helped to organize. But his 
association with the latter firm 
continued only four years and in 
1910 he returned to the McClung 


career but also impelled him to 
participate in civic, social and 
institutional work, which raised 
him to a position of eminence in 
his community. A good portion 
of his time was devoted to the 
betterment of Knoxville’s busi- 
ness life and brought him the 
presidency, for seven years, of 
the Knoxville branch of the Na- 
tional Credit Men’s Association. 
He was also for many years a 
national director of that organiz- 
ation; a president of the Knox- 
ville Chamber of Commerce; its 
director for many years, and 
president of the Knoxville 
Freight Traffic Club. 

Mr. Bonham also gave of his 
abilities and time to the Knox- 
ville Health Center, of which he 
was a trustee, and to his city’s 
Community Chest drive, of which 
he was president and which he 
helped to organize. A leader and 
a local vice-president of the 
Tennessee River Improvement 
Association, he was instrumental 
in securing data on the possibil- 
ities of power development on 
the Tennessee River and tribu- 
tary streams. 

And in addition to these many 
interests, he found pleasure in 





organization to become its trea- 


active memberships in the Chero- 
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kee Country Club, Appalachian 
Club, Rotary Club, of the Ten- 
nessee Society, Sons of the Rev- 
olution, and as a member of the 
Knoxville Irving Club, a literary 
society, which was an expression 
of his early ambition to be an 
editor. 

Mr. Bonham leaves his widow, 
Mrs. Jennie K. Bonham, a 
daughter, Evelyn, of New York 
City, and his 85-year-old mother, 
Mrs. A. M. Bonham of Knoxville. 


Five brothers also survive. 


ELMER G. THRALL 


Elmer G. Thrall, former presi- 
dent of the Lindquist Hdwe. Co., 
Bridgeport, Conn., later vice- 
president and a director, passed 
away May 12. Previous to going 
to Bridgeport in 1902, Mr. Thrall 
was secretary of the Perkins 
Electric Switch Co. in Hartford, 
and went to Bridgeport as pur- 
chasing director for the Bryant 
Electric Co. and Hemco Co. 


HENRY B. PLUMB 


Henry Brooks Plumb, former 
president of the Eagle Lock Co., 
Terryville, Conn., passed away 
May 3 at his home in Brooklyn, 
N. Y. Mr. Plumb, who was 83 
years old, was a member of the 
Harpware Ace Fifty-Year Club. 
He was also president of the 
Graham Mfg. Co., Derby, Conn. 

A native of Terryville, Mr. 
Plumb spent almost his entire 
working life in the employ or in 
the management of the Eagle 
Lock Co. He joined that com- 
pany in 1876. From 1888 to 1889 
he was a partner in the business 
of Plumb & Allen, which was 
taken over by the New Departure 
Co. In 1890, Mr. Plumb was 





HENRY B. PLUMB 


elected to the Eagle Lock Co. 
board and remained a director 
until 1937, when the entire board 
was supplanted by a_ group 
headed by Eliot Farley, now 
president of the company. Mr. 


Plumb made his office in the 


1940 
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New York branch of the com- 
pany. 

He leaves his widow, a daugh- 
ter and three sons, Henry K. 
Plumb of Shelton, Conn., Ed- 
mund T. Plumb and Rollin G. 
Plumb, of Brooklyn, the latter 
being vice-president of the Eagle 


Lock Co. 





Waldo Mills Pitkin 


Having received the news, 
only at this late date, we re- 
gret to inform the many friends 
of Waldo Mi'ls Pitkin of his 
death on Dec. 15, 1939. AL- 
though Mr. Pitkin had not 
been in the hardware business 
for many years prior to his 
passing, he had many friends 
in the industry. Throughout 
his business career, Mr. Pitkin 
had been associated with A. 
Baldwin & Co., Inc., wholesale 
hardware firm of New Orleans, 
La. He first became associated 
with the company as a_ stock 
boy and later traveled the 
Shreveport, La., territory. He 
was next a buyer and subse- 
quently became general mana- 
ger. Prior to his leaving the 
company he was its vice-presi- 
dent and general manager. 





MARCUS A. MILAM. SR. 


A. Milam, Sr., chair- 
board of Railey- 
hardware firm of | 

passed away May 6. 


Marcus 
man of the 
Milam, Inc., 
Miami, Fla., 


Mr. Milam, who was 64 years | 


old, was a prominent Miami 
builder and pioneer business man 
and dairy operator and pre-ident 
of the Milam Dairy Farm, Inc. 
He was also an executive in 
other outstanding enterprises 
that have aided in the upbuilding 
of the southeastern 
Florida, and took an active part 
in the civic life of his commu- 
nity. 


MRS. JOSEPH C. RYAN 


Mrs. Joseph C. Ryan, presi- 
dent of Joseph C. Ryan and 
Sons, Inc., hardware, building 
equipment and engineering sup- 
plies firm at 64-62 Main St., 
Yonkers, N. Y., passed away 
May 10 after a brief illness. Mrs. 
Ryan, who was 78 years old, was 
the widow of the founder of the 
company who away in 
1921. 

In 1924, Mrs. Ryan, with her 
sons, Edward G. and John F. 
Ryan, formed the corporation to 
continue the business established 
by her husband. Edward is vice- 
president and John, secretary- 
treasurer. 


passed 


| 
| 
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Puts New Life into 
Your Wick Business !— 


Pat. Pending 





Reg. U. 8S. Pat. Off. 


ASBESTOS WICK 


DISPENSER 


[HE biggest booster for 
wick sales ever offered to 
the hardware trade. Gives 
this branch of your business 
the “importance” it is en- 
titled to. Attracts customers 
and builds sales. 

Keeps your wick stock 
clean and salable. Elimi- 
nates losses formerly caused 
by mistakes in cutting. Stove 
Guide on front gives right 
lengths of all popular makes 
of stoves and ranges. 

All metal; attractively 
lithographed in 3. colors. 
Dispenser alone is worth the 
price of the entire Deal. 


DISPENSER 


FREE with this 


SPECIAL DEAL 


100 feet of the famous FLAME 
MASTER “rock weave’ Wick in 4 
popular sized Rolls of 100 ft. each 
ALL-METAL DISPENSER FREE 
(original sale only). F. O. B. Job- 


ber’s Warehouse. 
dg er ey $8.75 


FLAMEMASTER WICK is also furnished in cut-to-fit Boxed Sets for all 
popular makes of stoves and ranges 
300% Profit 


Every Flamemaster sale brings you 


FREE: For a limited time—with each Dispenser Deal— 
3 Packages (retail value 45¢). 


NEV-A-TRIM INSULATOR FOR COTTON WICKS 

Slips over any cotton wick Revolutionary —- ends the 
wick trimming nuisance. Gives more heat from less fuel. 
Boosts your sale of cotton wick type Heaters and Ranges. 
Users enthusiastic! A fast moving, popular item. 





Write us direct if your jobber can’t supply Triplewear products 
TRIPLEWEAR, PATERSON, N. J. 
All Triplewear Products are Sold Exclusively through Hardware Jobbers 











top, Look and Listen— 


It is said: “Opportunity 
knocks but once!” That 
depends upon the “door” 


Opportunity is constantly 


knocking at the door labeled 


CLASSIFIED 
OPPORTUNITIES DEPARTMENT 


in every issue of Hardware Age. Here the advertise- 
ments under Positions Wanted, Help Wanted, Accounts 
Wanted, Sales Representatives Wanted and Business 
Opportunities are proving real opportunities for hardwae 
men who are looking for help as well as those who are 
seeking positions. 





Send your copy with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St. + New York, N. Y. 














power 





lawn mowers and outlines from retailers 


\ \ HEN a hardware dealer sells, at one 


time, merchandise priced from $39.50 to several 
hundred dollars, and at a good margin of profit, he 
is selling something which will quickly increase both 
his profits and his store volume. Power lawn mow- 
ers, both electrical and gasoline-powered, are just 
such a line. And the interesting fact about power 
lawn mower equipment is that it can be sold to 
home owners, industrial plants with large lawns. and 
such classes of trade as cemetery operators, golf 
clubs, park commissions, schools and other institu- 
tions. Each of these classes of trade also provides 
prospects for such additional profit-making items as 
garden hose. lawn seed. garden tools, fertilizer, fuel 
and lubricating oils, ete. 

In 1937, the most recent year for which data is 
available, the Bureau of the Census. United States 
Department of Commerce reports that 22.006 of these 
units were made by domestic manufacturers. With 
growing interest in the use of these labor and time- 
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MAJOR 


Suggestions from manufacturers which should 


saving devices, one manufacturer foresees a produc- 
tion of 50,000 units a year soon to be attained and 
predicts a volume of more than 100,000 units or 
more in the future. A list of prospects for this equip- 
ment, suggested by one manufacturer includes 
homes and estates, parks and playgrounds, ceme- 
teries, cities and municipalities, schools, colleges and 
universities, resorts and hotels, practice golf-driving 
fields, baseball and football fields, swimming pool 
grounds. airports, tennis clubs, tourist camps, indus- 
trial properties, hospitals and institutions and private 
and public golf courses. That any one machine would 
meet the requirements of all of these users would be 
a far fetched claim. There are, however, individual 
machines which will meet the needs of many of these 
classes of users. as well as heavy duty units for con- 
stant use on large acreages. Going after business 
with any and all of these prospects and present users 
for the sale of new units is really worth while. 

As one manufacturer of power lawn mowers puts 


Cooper Mfg. Co., Marshalltown, Iowa, makes this 


18-in. Clipper power lawn mower, listing at $70.00, 
f.o.b. Marshalltown. It has a Model WI Briggs & 
Stratton, 4%4-hp., 4-cycle motor with adjustable speed, 
governor, air cleaner and rope starter. Has finger 
tip control at “T” handle. Weight of machine is 105 
Ibs. Equipped with cushion rubber tires. Adjust- 
ments—reel to bed knife; full universal up and 
down and simple takeup to V-belt and chain drive. 
Cutting height is 1%4 to 2 in. The company also offers 
Cooper wheel and roller type power mowers and ac- 
cessories in other sizes for other types of work. 
Other wheel type units are 19-in. Cooper special with 
foot starter, list $118.50. Hand throttle lists at 
$3.50 extra for this unit and 19-in. grass catcher at 
$3.00. A 25-in. Cooper “Twenty-Five” with hand 
starter and throttle lists at $165.00. Both iron and 
rubber roller units are available in 20 and 27-in. 
models listing from $210.00 to $350.00, f.o.b. Mar- 
shalltown. The company also offers a 20-in. Cooper 
Champion putting green mower with grass box and 
transport cart, listing at $215.00, f.0.b. Marshalltown. 
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aid hardware dealers in selling more power 


it, “The sale of power mowers is old. but it’s new. 
Power mowers have been found on large estates and 
institutions for the past 20 years, but it has only 
been in the past four or five years that the popular 
priced machines have been introduced. . . . Power 





Model 181-ST, made by E. C. Stearns & Co., Syra- 
cuse, N. Y., lists at $69.50, f.o.b. Syracuse. This 
machine has disc type drive wheels, solid rubber 
tires, five manganese steel, self-sharnening blades, 
Hyatt roller bearings in drive wheels, simple V-belt 
drive from engine to countershaft. Belt also serves 
as a clutch. Motor is a Briggs & Stratton, Model 
WI, industrial type, 4-cycle unit, conservatively rated 
at % hp. Width of cut is 18 in. height of cut, % 
to 144 in. The net weight is 125 lbs. This model has 
solid rubber tires. Model 181 PT, with Goodyear 
pneumatic tires lists at $77.50, f.0.b. Syracuse. Other 
models are offered in 18-inch, 21-in., 22-in., 24-in., and 
26-in. cuts. 
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on how they display and sell this equipment 








The Rocket 20-in. home power mower made by 
The Eclipse Lawn Mower Co., Prophetstown, IIl1., 
lists at $77.50. Has Briggs & Stratton motor, includ- 
ing lifting lever starter; Timken bearing reel; oil- 
tempered lower knife; sectional 3-in. rolier for easy 
turning, and the Eclipse clutch of positive expan- 
sion-type, hand lever operated. Has throttle control 
of one to three miles per hour. Equipped with 
Goodyear airless cushion tires. A sharpening fea- 
ture available on all Eclinse power mowers costs 
$2.50 extra on the Rocket machine. Eclipse Park- 
hound 21-in. power mower, listing at $115.00 is for 
use on larger lawns and is a heavy duty unit with 
larger mower, Timken wheel bearings, larger tires, 
heavier chain and Zerk greasing. Then there are the 
Rolloway 25-in. power mower for large area cutting, 
the Rightoway 27-in. mower with sulky and the 
Speedway 32-in. mower of riding type with five to 
seven miles per hour cutting speed. 


lawn mowers have been on the market for the past 
25 years or more. but the trend in recent times has 
been towards lighter weight. simplified mechanism 
and much lower price. Some of the first machines 
were heavy. cumbersome. combination lawn-rolling 
and mowing machines powered with a steam boiler. 
Then with the advent of gasoline engines these 
models were equipped that way. but still maintained 
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Here’s the model “D” Evinrude Lawn Boy, 18-in.- 
cut, listing at $110.00 or $118.50 with grass catcher 
made by Evinrude Motors, division of Outboard, 
Marine & Mfg. Co., Milwaukee, Wis. Cutting reel 
starts when operator picks up the handle, wheels 
start when grip is released. Pulling on the grip 
stops the wheels and dropping the handle stops the 
reel and the wheels. Has 4-cycle motor, with speed 
adjustable to operator’s pace. Cut may be adjusted 
from ¥% to 1% in. height by raising or lowering 
wheels. This machine has rubber tired wheels. It 
also has free wheeling feature. The model S, 
listing at $79.50, has many of the features of the 
model D, but does not include automatic stop fea- 
ture and free wheeling. 





Here’s No. 19-WR, 19-in.-cut lawn mower, listing 
at $79.50, f.o.b. factory of American Lawn Mower 
Co., Muncie, Ind. Other units in the company’s 
line range from a list of $149.50 to $193.00, with 
either wood roller or metal caster equipment, two 
models having balloon tires and two being equipped 
with steel wheels. Two are 20-in.-cut models and 
two are 24-in.-cut units. The model illustrated has 
Briggs & Stratton gasoline, WI % hp., single-cylin- 
der, 4-cycle motor with V-belt, non-grabbing clutch. 
It has chain-driven reel with throttle control on 
handle to regulate speed. Motor equipped with oil 
bath air filter on gas feed. Has hand lever starter. 
Mower has 10% in. drive wheels with balloon rubber 
tire and full 19-in., five-blade cutting unit. The 
four-section, wood roller is 234 in. in diameter. Net 
weight of machine is 125 lbs. 
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The Toro Homelawn power mower made by Toro 
Mfg. Corp., Minneapolis, Minn., lists at $84.50 for 
the 18-in. cut and $98.50 for the 21-in. cut model. 
This unit has new style tubular metal handle with 
rubber hand grips. There is a hand throttle control 
in addition to an automatic governor on the motor. 
These mowers have pressed steel motor support base 
and are of light but rugged construction. The firm’s 
18, 21 and 24-in. mowers are equipped with Briggs & 
Stratton motors, 27, 30 and 36-in. units are powered 
with motors made by Toro Mfg. Corp. 


the old fashioned idea that weight was necessary to 
the proper operation of machinery. 

“So from 1910 to 1920 the wealthy estate owner 
was the only market for power lawn mowers and the 
average model was 40 in. in width, weighed about 
1000 Ibs., powered with a multiple-cylinder, water- 
cooled engine, was cluttered up with chains, gears. 
sprockets and rollers and cost about $1,200 to $1,500. 
/Starting in 1920 the trend was towards lighter and 
less complicated mowers. The weight of a 30-in. 
machine was brought down from a 1250 lbs. average 
to 350 lbs. The motor was reduced to a single cylin- 
der, air-cooled, quick-starting type. The price 
dropped to an average of $350.00 or less. In 1930 
the depression brought on a demand for lower priced 
machines and smaller models and a 20-in. mower 
was marketed for an average price of $150.00. At 
these prices the machines were still out of the reach 
of the ordinary purchaser and the market was con- 
fined to individuals with lawns of two acres or more. 
public institutions and municipal park systems.” 

Further, says the same manufacturer, “In 1935, 
18 and 20-in. machines were motorized and the pre- 
vailing market was established at a price range of 
from $75.00 to $125.00. That market and the mar- 
ket today is holding around those levels. At these 
prices thousands of people are able to own a power 
lawn mower and in recent years the market has 
expanded materially. For volume selling, power 
mowers must be demonstrated. The average hard- 
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ware dealer (wanting) to sell them should be 
equipped with a competent outside man who can 
take them out, call on prospects with the machine 
and show those prospects what the machine will do. 
Every school, church, home with over an acre in 
lawn, and public institution is a possible purchaser 
and many farmers with large lawns mow them with 
power mowers.” 

Another power lawn mower manufacturer advises 
dealers that, “Every merchandising plan has its be- 
ginning and the sale of power mowers is in no way 
different. Your prospect list is made up from all the 
owners of lawns (private, corporate or public) 
within the range of your store influence which should 
be mowed by a power mower. It is well to record 
the size of the lawn in acres or parts of an acre. 
Note also if it is level, rolling or contains steep 
grades. Is the lawn broken up into small areas, or 
does it have large sweeps to mow? Is the prospect 
financially able to acquire a power mower? With 
this information at hand an indication of the sales 
possibilities in the trade center is assured. 

“When the job seems to indicate a larger and more 
powerful machine, information and help is made 
available either by requesting specific information 
about their operating qualities or by having a sales- 
man come who is especially qualified to give the 
required aid. Large machines are sometimes demon- 
strated before the sale is actually consummated, but 
here again the procedure in imparting information 
as to the care, maintenance and operation of the 
machine is identical with the sale of the smaller ones. 

“Every hardware organization has in it one or two 
members who are particularly adept with mechanical 
contrivances of various kinds. Thus, since all the 
force cannot be expected to know all about them, 
there are members who have acquired a broader 
knowledge about certain items. Success depends on 
delegating an employee with knowledge relating to 
the product to begin with, or one who is mechani- 
cally inclined and willing to learn more about the 
power mower. In this way he can become thoroughly 
familiar with the machines handled by the organiza- 
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pneumatic tires. 








The Bolens Little Giant T-19, listing at $96.50 
f.o.b. factory is made by Bolens Mfg. Co., Port 
Washington, Wis., and has a cutting width of 19 in. 
It is designed to roll the lawn as it cuts and the 
cutting height is adjustable from % to 1% in. The 
motor is a 54-hp., 4-cycle unit, with enclosed, high- 
tension, flywheel magneto and is fully enclosed with 
air cleaners. The cutting speed is up to three miles 
an hour and the maker says it will climb grades 
up to 35 per cent. Motive power for the cutting reel 
and traction roller is transmitted by separate 
V-belts, each having its own belt tightener. Drives 
are controlled independently by levers on the handle 
cross bar. The cutting reel has five blades of extra 
tough steel, double-riveted to oversize spiders. The 
shaft in the reel is 7% in. diameter, the size used 
in many larger and heavier mowers. The reel as- 
sembly is a unit which can be easily removed for 
sharpening without dismantling the entire mower. 
The machine has a kick starter and its shipping 
weight is approximately 230 lbs. 


tion. This is not an arduous task, for again the 
mechanical principles of a power mower are allied 
to those of any automotive type of equipment.” 

As to the potential market for power lawn mowers 
an eastern manufacturer says, “We expect that the 
market in years to come will reach 100,000 units a 


In the power mower line of Coldwell Lawn 
Mower Co., Newburgh, N. Y., list prices start at 
$82.50. Illustrated herewith is the Badger 19, a 
19-in.-cut model. The maker states that. it has a 
capacity of from %4 to 1% acres a day and that it 
can be used on grades up to 25 per cent. Its net 
weight is 120 lbs. and it will travel from one to three 


miles per hour. It has double-plate, disc clutch, with clutch and throttle 
controls mounted on handle. A large sectional guard roller is mounted 
on oilless bushings and each wheel has a triple pawl drive. Drive 
wheels mounted on roller bearings are equipped with large semi- 
The unit has an adjustable floating handle. Machine 
has heavy drive gear and pinion and the revolving cutter bearings are 
sealed against dirt and are adjustable to wear. Five special, spring steel, 
revolving cutter blades are mounted on heavy steel flanges. This ma- 
chine has a Briggs & Stratton 34-hp. motor. 
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1. First to be wrapped and SEALED in Cellophane. 
2. Perfect Adhesiveness and Tensile Strength. 
3. Strong Distinctive Green Core. 

4. Colorful Attractive Boxes. 


5. A Company in the Insulation Business 
Since 1878. 


Sold Exclusively Through Distributing Jobbers 
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THE OKONITE COMPANY 


HAZARD INSULATED WIRE WORKS 


Division of the Okonite Co. 
Works: Wilkes-Barre, Pennsylvania 
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Cleveland St. Louis Seattle San Francisco 





year, especially if the trend towards country homes 
and larger lawns continues. However, that is some 
time away and we will be well satisfied if the whole 
industry puts out 50,000 units a year. Due to lower 
prices, the resale market is receiving a terrific im- 
petus. People who pay say $70.00 for a power 
mower are certainly more likely to buy a new mower 
after two or three years of service than to spend 
money for service work. . . . We expect that the 
service angle will become less in the future and make 





Comet Products Co., Chappaqua, N. Y., specializes 
in reasonably low-priced quality mowers, the 
line comprising an 18-in.-cut unit listing at $67.50 
and a 22-in.-cut number listing at $89.50. The maker 
states that this machine will not side slip and that 
it will climb practically anywhere a man can walk. 
Illustrated is the 18-in. cut Comet model C-18-J, 
with Johnson “Iron Horse,” gasoline 54 hp., four- 
cycle, air-cooled motor, hand lever starter, dry type 
air cleaner and completely cooled valves. Has full 
automatic lubrication, v-belt safety clutch and single 
control for starting and stopping. Cutting height is 
adjustable and the capacity of the machine is up to 
three acres a day. 


a more attractive proposition to the hardware dealers 
who are certainly the logical outlet. Moreover, the 
new small machines are greatly simplified and, gen- 
erally speaking, require less service than the older, 
heavier and more complicated machines.” 

As a mid-western manufacturer points out, “There 
is always a certain demand for all types of power 
lawn mowers, from the very smallest up to the largest 
and most high priced, depending on where they are 
going. But, as we view the situation, the field of 
importance is that opened by the small power lawn 
mower now selling under $100.00, which has been 
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The Gravely Motor Plow & Cultivator Co., Dun- 
bar, W. Va., offers the Gravely sickle mower, for 
attachment to the Gravely model L tractor, listing 
at $75.00, the tractor listing at $285,00. This mower 
will cut grass evenly within three-quarters of an 
inch of the ground, according to the maker, and can 
be used on hillsides and slopes with the swivel action 
of the cutting unit allowing the cutter bar to con- 
form to the contour of the ground. Cutting unit is 
completely in front of the machine. The standard 
size cutter bar is 3 in. by 42 in. The L tractor with 
which this unit is used has a 4-cycle, 5 hp. motor, 
with two double-acting, cone-type clutches, one as 
speed selector, the other giving forward and reverse 
motion. Low speed from % to 3 miles per hour, high 
speed one to six miles per hour. 





The Bob-A-Lawn power lawn mower made by The 


Cushman Motor Works, Lincoln, Neb., is made in | 


but two sizes—the 20-in. and 25-in.-cut models, | 
weighing 218 lbs. and 234 Ibs. respectively. The 20-in. | 


model lists at $150.00, the 25-in. number at $185.00. 


Equipped with high speed, air-cooled Cushman en- | 
gine. Has high-tension magneto mounted within fly- | 
wheel and fully enclosed. Oil pump supplies oil to | 
all moving parts. These machines are throttle con- | 


trolled, equipped with roller bearings and drop 
forged crankshaft and connecting rod. Clutch con- 
trolled from handle throws out all mower mechan- 
ism, separate clutch throwing out reel drive. Has 
five-blade, tool steel reel. Cuts from 3% to 2% in. 
at a speed of 2 to 3 miles per hour. Balloon air 
wheels, optional at slight extra cost, also grass 
catchers. 
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e@ When you sell known quality, you sell more than mer- 
chandise. With each sale you make, you include a small 
bit of your reputation. A satisfied customer keeps com- 
ing back. That’s how reputations for square dealing are 
built. 

For more than 65 years, Wickwire Brothers have 
served the industry—65 years of specialization in the 
manufacture of wire and wire products. From the scien- 
tific melting and rolling of the steel from which we draw 
our wire, to the final steps of coating and inspection, each 
operation is performed at Wickwire Brothers mills and 
subjected to rigid Wickwire Brothers standards of qual- 
ity. Today, in the hardware trade, the quality of Wickwire 
Brothers products is unquestioned. 

You, too, can cash in on that prestige by selling known 
quality Wickwire Brothers wire and wire products. Spec- 
ify Wickwire Brothers products to your jobber on that 
next order. 


MISCELLANEOUS WIRE NAILS AND BRADS + STONE WIRE 
WIRE CLOTHES LINES + STANDARD NAILS + BARBED WIRE 


WICKWIRE BROTHERS. INC. 
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‘A MOST REMARKABLE 
TOOL FOR WOODWORKING’ 





Every worker in wood—professional or ama- 
teur — can use this simple, handy tool to ad- 
vantage. Forstnmer Auger Bits operate on an en- 
tirely different principle from ordinary bits—are 
guided by a circular rim instead of a center. They 
bore any arc of a circle and leave a clean, polished 
surface. Work well in hard or cross-grain wood. 
Perfect for scalloping, mortising or pattern work. 
Ask your jobber for detailed information. If he 
cannot supply you, write us direct. 


Sizes available: For hand and machine boring, 4” to 
14” by sixteenths; for machine boring only, 144” to 3” 
by eighths. Sold singly or in sets of 9, 11 or 17 bits 
each, packed in wooden case. 
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tremendously popularized by all of the power lawn 
mower manufacturers in their advertising campaigns 
over the past two or three years.” 

As to the trend in power lawn mowers the same 
manufacturer states, “We would say that following 
closely on the heels of the automobile industry, the 
general public, as well as commercial users, are 
looking for lighter but well-built, fast-running ma- 
chines, which are efficient in their operation and, at 
the same time, priced as to make the investment a 
paying one. With the small machine for the little 
better than average home owner, with lawns just 
too large to cut conveniently with a hand machine, 
it is a matter of a labor-saving device. And with com- 
mercial cutters such as parks, cemeteries, municipal- 





The Ex-Cell-O power mower made by Heineke 
& Co., Springfield, Ill., is designed to retail at from 
$70.00 to $80.00. It has a 14-hp. air-cooled, Briggs & 
Stratton motor; totally-enclosed driving chain; sec- 
tional roller for easy turning; crucible, saw-steel 
bed knife; five self-sharpening, heat-treated 18-in. 
blades, and oversize semi-pneumatic auto tread tires. 
Other features are chrome hub caps, ball-bearing 
jack shaft and V-pulley, frictional drive and clutch. 
The Neoprene clutch requires no adjustment and 
runs on two oilite bearings. One control starts and 
stops the machine. 


ities and large estates, it is a matter of both labor- 
saving and reduction in labor costs.” 

Another manufacturer states, ““We have found our 
best dealers are those who carry one or two machines 
on their floor to show. Cemetery, school and park 
boards prefer to buy locally and they want to see 
what they are buying.” Another manufacturer ob- 
serves, “We feel the dealers can sell better by offer- 
ing and making demonstrations than through any 
other method. Once the prospect has sensed the full 
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One of the power mowers offered by Great States 
Corp., Shelbyville, Ind. The 20-in. mower with 12-in. 
General Jumbo pneumatic tires lists at $163.00, the 
same unit with metal wheels at $146.50. The 24-in. 
model with same tire equipment as the 20-in. model 
lists at $200.00, the list on the 24-in. model with metal 
wheels being $182.00. These machines have throttle 
adjustment on handle to regulate speed. They can 
be turned sharply and are equipped with automotive 
type, dry disc clutch. All bearings are triple-sealed 
and the machines have extra heavy cutting units. 
On both models speed range is one to four miles. 
The smaller mower has single cylinder, 4-cycle, air- 
cooled, % hp. Briggs & Stratton motor, the larger 
unit having 4-cycle, air-cooled, 3% hp. motor with 
built-in gear reduction. 





The Caretaker power mower made by Ideal Power 
Lawn Mower Co., Lansing, Mich., with full-floating, 
32-in. mower assembly lists, f.o.b., Lansing, at $365.00 
with 2-hp. tractor, at $390.00 with 3-hp. heavy duty 
tractor and at $415.00 with 4-hp. heavy duty trac- 
tor. Grass catchers list at $12.00 extra. Mower as- 
sembly attaches to the tractor frame by a swivel con- 
nection and push arms are hinged where they attach to 
mower frame to provide flexibility to compensate 
for uneven ground surfaces. This machine has 
8-in. reel. Clutch controls are conveniently located 
on mower handle. There is a separate reel clutch 
on the jack shaft and the mower assembly can be 
raised for transporting and may be lifted several 
inches off the ground for mounting curbs, raised 
sidewalks, etc. Standard models weigh 455 lIbs., 


heavy duty model weighs 495 lbs. Powered by Briggs 
& Stratton motors. Power sweeper, power sprayer, 
snow plow and power roller attachments are avail- 
able as well as power spiker and sickle bar mower 
attachments. Several other lines in a variety of price 
ranges are offered by the same company. 
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Mast, Foos & Co., Springfield, Ohio, offers the 
Model K Buckeye power mower, a 20-in.-cut model, 
with semi-pneumatic rubber tired wheels, 4-cycle, 
air-cooled motor and completely enclosed gears. 
Other features are Hyatt roller-bearing wheels, spe- 
cial frame and lock nut construction throughout and 
completely enclosed combination clutch and reduc- 
ing gear. Throttle and clutch controls are conveni- 
ently placed on the handle. This model lists at 
$77.50, f.0.b. Springfield, Ohio, and is equipped with 
a Briggs & Stratton motor. 





The Milbradt 27-in. roller type mower, made by 
Milbradt Mfg. Co., 2410-12 N. 10th St., St. Louis, 
Mo., will operate at one to four miles an hour and 
will climb grades up to 35 per cent according to the 
manufacturer. The weight of the machine, unpacked, 
is 350 lbs. It has a 2-4/10-hp., Briggs & Stratton 
motor. The drive roller and cutting reel operate 
on grease-packed, dust-proof, Timken roller bearings. 
Fully enclosed gears and clutches, steel and malle- 
able frame and heavy, Diamond, roller drive chains 
are features of the machine which sharpens with its 
own power. The company also makes 62-in. roller 
type gang mowers, sickle type mowers and other 
types of power mower equipment. 
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The Jacobsen Lawn Queen, list $87.50, f.o.b. 
Racine, Wis., is made by the Jacobsen Mfg. Co., 
Racine, Wis., and is a 20-in.-cut model with a capa- 
city of 214 acres a day. Special grass catcher lists at 
$2.50 extra. The company also makes the Lawn 
King, a 24-in. model, with a capacity of four acres a 
day, listing at $185.00, f.0.b. Racine. The Lawn Queen 
has full 20-in. cutting width, a 3%4-hp. engine, single 
plate disk clutch, automatic safety drive and mechan- 
ical pull starter. The reel is mounted on adjustable 
Timken roHer bearings. It is equipped with semi- 
solid rubber tires. The engine employs the two-stroke 
principle and has but three major moving parts, pis- 
ton, connecting rod and crankshaft. The cutting 
height is from % in. to 15% in., and the machine 
is equipped with oil-bath type air cleaner and me- 
chanical pull starter with automatic recoil. The cut- 
ting capacity is 2/5 acres per hour at maximum 
speed. The net weight of the machine is 115 lbs. 


pleasure of mowing by one hand, the sale is fairly 
easy for the dealer to close. However, such additional 
efforts as circularizing lists of likely prospects, win- 
dow displays and local advertising should be used 
in order to bring in a larger quota of prospects.” 
The Waterloo Hardware Co., Waterloo, Iowa, finds 
the demand good for power lawn mowers ranging in 
price from $77.50 to $150.00, sales being made for 
cash or on open account. This store, which is located 
in a community of less than 47,000, keeps a power 
lawn mower set up on the floor, ready for operation. 
Says C. U. Chickering, proprietor of the store, “We 
also take the power mower out to the customer’s 
home and let him mow the lawn himself, so he will 
know just how machine operates. . . . Power lawn 
mowers are a hardware item, and can be sold very 
well. And in selling them we specify our service on 
the machines. . . . When not very busy we call on the 


people we have sold, and check their mowers for 
them. We also have an expert lawn mower repair 
man, and every mower, whether power or hand, is 
checked by him before being taken out by the cus- 
tomer or delivered. This eliminates a lot of trouble, 
as a few adjustments can save several calls. . . . The 
customer thinks it is fine to have the mower oiled 
and adjusted before he receives it at his home. We 
find farmers are very good prospects for power 
mowers, as the wife or children can mow the lawn, 
while the farmer is working in the field.” 

Just two years ago J. S. Pickel & Sons, Blooms- 
bury, N. J., entered the power lawn mower business. 
A member of the firm states, “One day a man came 
to our store, asked about power mowers and said he 
wanted to buy one. He said we could order one 
and keep it on display for a while until he was ready 
for it. We ordered one and kept it on our store room 
floor and before the man took it we had taken orders 
for four more. From then on we have been selling 
quite a few mowers. . . . The power mowers that 
sell at $77.50 each seem to be in demand.” 

Another power lawn mower enthusiast is H. D. 
Mount, Mount & Son, Delphi, Ind., a town of about 
2000, with not many large estates or properties re- 
quiring this type of equipment. Says Mr. Mount, 





Both gas-powered and electrical lawn mowers are 
offered by New Holland Machine Co., New Holland, 
Pa., the electric units in both 16 and 18-in. sizes and 
the gasoline units in 18-in. only. The electric model, 
in 18-in. size, lists at $98.00, the gas unit, in the same 
size, at $99.50. The Kut-N-Trim gas powered mower, 
illustrated, has Briggs & Stratton, 14-hp. motor with 
power takeoff directly connected to mower blade 
shaft. Both types are mounted on_ steel chassis 
fitted with pressed steel wheels—ball bearing—with 
balloon tires. Blade attached to motor shaft with 
steel coupling is adjustable from %4 to 1% in. from 
the ground and is high carbon steel tempered with 
four cutting edges. Blade is reversible. An emery 
wheel attachment, with emery wheel for sharpening 
blade fits motor shaft and is furnished as extra equip- 
ment. This mower will cut on both forward and 
backward movement. Reversing handle automatically 
reverses the safety foot guard, and permits changing 
operation from pushing to pulling. Gasoline unit 
weighs 125 lbs., the electric mower 65 lbs. in the 
16-inch unit and 70 lbs. for the 18-in. mower. 
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The Midco model PLM-2 power lawn mower is a 
20-in.-cut model, with 10-in. pneumatic tires, five- 
blade reel, mounted in ball bearings and has a speed 
of from two to three miles per hour. Drive is en- 
gaged or disengaged by means of a hand squeeze 
lever located on handle grips of handle. This ma- 
chine made by Midco Mfg. & Distributing Co., Inc., 
S. 13th St. and Kentucky Ave., Sheboygan, Wis., has 
a 4-cycle, L-head, vertical single cylinder motor, 
splash lubrication and oil-bath type air cleaner. The 
weight of the engine with rope starter is 25 lbs. 





One of the lawn mower and sickle bar combina- 
tion machines made by Steiner Products Corp., 2554 
N. Grand Blvd., St. Louis, Mo. The maker states 
that it will cut weeds up to 3% feet high and will 
cut thick grass and clover as well. The sickle bar 
is available in 22- and 30-in. cuts, the 22-in. cut 
sickle bar unit listing at $150, the 30-in. cut sickle 
bar unit listing at $195. The 22-in. combination 
sickle bar and regular reel type lawn mower on power 
unit lists at $195. The combination, 30-in. size lists 
at $250. All list prices are f.o.b. St. Louis. When 
combination is sold the operator can use either the 
sickle bar or the reel type lawn mower. Unit illus- 
trated has 1 hp., Briggs & Stratton motor and will 
cut from one to four acres per day at a speed of 
from 1% to 4 miles per hour. The machine will take 
grades up to 25 per cent says the maker. 
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BOMMER 


SPRING HINCES 


EBEST 


The most useful and 
satisfactory spring 
hinges for general 
use. The location of 
the two springs of 
cach hinge on oppo- 
site sides of the door 
reduces oscillation 








when closing. 








Double Action Standard 
Type No. 29 Button Tips 


They permit the door 
to be opened all the 


way back to the wall if suitably hung. 


Supplied with Button Tips when specified. 


Bommer Spring Hinge Co. — Brookiyn,N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 



















Just One Insertion 
Sold This Hardware Store 


A well established hardware dealer wanted to sell 
his business. He ordered a fifty-word advertise- 
ment inserted in four issues of the classified 
section, under 













Business Opportunities 
In Hardware Age 


After one insertion he wrote us: 







"The ad appearing in your Hardware 
Age brought so many results, that the 
store is sold, and it is not neces- 
sary to issue any more. The inquiries 
came in, in more than a sufficient 
amount for me to decide my moves." 








Just another example of how the classified sec- 
tion of HARDWARE AGE brings quick, tangible 


results to advertisers. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 
















The New S¢reamline 
“Simplex” Spring Butt-Hinge 
(No Hanging Strip 
Required) 

Designed to har- 
monize with modern 
architectural require- 
ments, they are as 


modern as the newest 
Streamline train. 

They combine the 
beauty of modern de- 
sign with simplicity 
of application. 





Type BUT9001 


These and other features of proven ad- 
vantage give strong sales appeal. 


~-(CHICAGO)— 


SPRING HINGES 


LOOK FOR THE TRADE MARK 





Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U. S. A. 
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PROFIT 


BY THE TREND TO STAINLESS STEEL 


@ It is increasingly easy to sell Carlton Ware. Women 
appreciate its beauty, ease of cleaning and durability. 
You can best meet the trend to stainless steel with 
Carlton Ware. Ask your jobber. 


THE CARROLLTON METAL PRODUCTS CO. 
Carroliton, Ohio 


CHROMIUM 
AND NICKEL 


SBrEtEL WARE 


CARLTON 


STAINLESS 











The Model R mower made by Pearce Corp., Mil- 
waukee, Wis., lists at $282.50, f.0.b., Milwaukee, com- 
plete with standard equipment. Equipped with 2- 
hp., Briggs & Stratton motor, this unit cuts 25-in. It 
is also available with 3-hp. or 4-hp. motor, at extra 
cost for exceptionally heavy duty over very large 
areas. The maker states it will cut even the tallest 
growths of grass or weeds. One-piece cutter is 
driven by a belt. It has Alemite lubrication system, 
100 per cent welded steel construction and Goodyear 
pneumatic wheels. Propelling accomplished by speed 
reducer, clutch and bevel gear differential. Single 
lever operates the clutch. Complete range of speeds 
is available through the use of simple 2-step, V-pul- 
leys and hand throttle control. Adjustable guard 
protects operator’s feet from the revolving cutter. 
Height of cut adjustable from ¥% to 4% in. 





Rotary Mower Co., Brandeis Theatre Bldg., 
Omaha, Neb., offers this gasoline engine type lawn 
mower with Briggs & Stratton, 4-cycle gasoline 
motor, made W-M-I %-hp. It is equipped with a 
foot starter pedal and for easy starting has belt 
loosening device operated by simple lever. Self- 
pushers are equipped with twin “V” belts off the mo- 
tor, with easily replaceable “V” belt to operate the 
cutter spindle. A cast aluminum traction rubber 
covered pusher roller is operated off a counter shaft 
by Silver-Link belt sprocket drive. Cutting device 
comprises six knives riveted on the outer ends of 
arms which are bolted to a disc. The cutter device 
rotates 2200 times per minute in this model. 20-in. 
gasoline or electric self-propelling machines list at 
$127.50. Hand pusher electric models, 14-in. cut, 
list from $55.00. The company also makes units 
which may be propelled by either a gasoline motor 
or an electric motor. 
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“However we sold one to a property owner who has 
several acres to mow, but the majority of our sales 
have been to cemeteries and schools. Every cemetery 
is a prospect for a power mower. . .. We have a small 
$79.50 mower on the floor, and in the spring on nice 
days we set it out in front of the store, start it and 
let it run. Anything making a noise or running 





The Redbird electric lawn mower made by Monark 
Silver King, Inc., 1240 N. Homan Ave., Chicago, II1., 
lists at $39.95. It is powered with Westinghouse 
lf, hp., 110 volt, A.C., 60 cycle motor, having a one 
year guarantee. Has double roller anti-friction chain 
drive to reel, removable cast iron chain guard and 
heat treated, solid steel drive sprocket. This 18 inch 
cutting width model has five heat treated crucible 
steel reel blades. The wheels and reel rotate on a 
simple single assembly shaft. A safety “deadman” 
switch cuts current when mower hande is réleased. 
This model has disc type wheels with semi-solid 
rubber tires and chrome plated hub caps. It is 
equipped with 100 feet of Underwriters’ approved 
cord and connecting plugs are conveniently stored 
on handle hooks. The finish is red enamel with cream 
trim. Net weight is 75 lb., the shipping weight 86 lb. 


attracts attention. We will run it up and down the 
sidewalk and people will stop and look at it. They in 
turn will talk to their neighbors about it and thus 
the news is spread. We believe it adds prestige to 
our hand mowers, as people feel you are really in 
the mower business if you have a complete line, 
including power mowers. Of course the cemeteries 
will want a larger and heavier mower than the one 
we stock, but you can show the small one and sell 
the larger ones out of the catalog. 

“We have always sold these mowers on a cash 
basis, and we see no need of deferred payment plans, 
because anyone who has an estate large enough for 
a power mower should be financially able to pay cash 


for it. We believe the power mower business is just - 


as good as any major appliance business.” 
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The Moto-Boy Model 18 inch Moto-Mower made by 
The Moto-Mower Co., 4600 Woodward Ave., Detroit, 
Mich., lists at $89.00 and is built to fill the needs of 
the home owner of average means. It is powered 
with a Briggs & Stratton 1% hp. motor. Has six inch 
diameter reel, five crucible steel blades and ball 
bearings. It is equipped with “V” belt and chain 
drive and operation is controlled by a lever at the 
handle bar. The 10% inch wheels are fitted with 
semi-pneumatic tires. Has painted chrome finish with 
red striping. The net weight is 110 lb., the shipping 
weight 155 lb. A City model 22 inch mower, for 
lawns of two to three acres, listing $182.00 and 
equipped with Briggs & Stratton 1 hp. motor and 
slip-on tires and the Junior model 20 inch Moto- 
Mower, with 3% hp. Briggs & Stratton motor listing 
at $119.00 are among the other units made by the 
company. 


The Mo-Mas- 
ter, made by 
the Mower Di- 
vision, The 
Acme Mfg. Co., 
Miamisburg, 
Ohio, for es- 
tates, golf clubs, 
parks, etc., cuts 
a* 40-in. swath. 
It is equipped 
with Briggs & 
Stratton, model 
A, four -cycle, 
14 b.h.p. motor. 
It can mow five 
to six acres of hay a day. Simple idler pulley requir- 
ing minimum of attention tightens drive belt for 
operation of tractor. Internal expanding shoe type 
of clutch controls cutter bar mechanism. Rotating 
drive crank operates drop forged connecting rod 
which in turn drives knife bar by means of bell 
crank. Maker states that it will climb a 35 per cent 
grade. Simple turning motion of handy control lever 1 
engages the tractor clutch without jerking. To start 
cutter bar in motion operator pulls upward on the 
knob 2. Tension bar may be raised or lowered to 
suit operator. Cut adjustable from 1%4 to 4% in. 
above ground by raising or lowering runners. Frame 
is of 7-in., heavy section, channel steel with wheel 
brackets of cast gray iron. Wheels and sprockets 
mounted on sturdy 34-in. steel shafts. 
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ADVANCES 


Calcium arsenate (bulk packing). Leather taps, soles. 
Bamboo rakes. Some makes glue pots. Some wheel goods. 
Competitively priced screen door spring hinges. 

One line cotton pickers’ felt-lined knee pads. 

One line bird foods, etc. Some shallow well water systems. 








Stillson pattern pipe wrenches 
Prices on Stillson pattern pipe 
wrenches and parts were recently 
reduced approximately 10 per cent 
by several leading makers. 
* * * 

Calcium arsenate—Advances 
were recently announced on calcium 
arsenate, bulk packing, of about 
one-half of one cent per pound by 
several companies. Packaged cal- 
cium arsenate prices were not af- 
fected. 

* * * 

Cotton braided clothes line 
Some makers recently reduced 
prices on cotton braided clothes 
line about one cent a pound. 

* #* 

Lock washers—S.A.E. stand- 
ard light and heavy Kantlink spring 
washer prices were reduced 10 per 
cent early in May. A decline of 15 
per cent had been announced early 
in April. 

* * * 

Mazda lamps — Sweeping 
price reductions averaging approxi- 
mately 17 per cent and affecting 
more than 100 types and sizes of 
Mazda lamps were recently an- 
nounced, to become effective as of 
June 1. Most of the lamps affected 
are designed for use in homes, fac- 
tories, offices and stores, and in- 
clude a wide range of tungsten fila- 
ment, fluorescent and mercury vapor 
types, it was announced. Others are 
lamps for projection and _ steriopti- 
con, spotlight, floodlight and avia- 
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tion service. General lighting ser- 
vice types affected by the new price 
reductions include the following: 


Old New 


Price Price 


25-watt inside frosted........ 15e 10c 
40-watt inside frosted........ 15¢ 13¢ 
50-watt inside frosted........ 15e 13c 
60-watt inside frosted........ 15c 13¢ 
200-watt clear or LF.......... 30¢ 27¢ 
300-watt clear (Med. Base)... 50c 45c 


500-watt clear (Mog. Base)...$1.20 $1.10 


Prices on numerous higher wattage 
Mazda lamps used largely for fac- 
tory, stores and office lighting also 
have been reduced. Inside frosted 
silvered bowl Mazda lamps reduced 
in price include the following: 


Old Ptice New Price 
35e 


oe er 23¢ 
DEE. scctwsdenene 45c¢ 25c 
re 55c 45c 
BED. sc ccscceteces T5e 62¢ 
BOO-watt .......0.00- $1.25 $1.10 
BOE cccccccsecce $1.90 $1.70 


The newly announced reductions 
also affect the entire line of Mazda 
fluorescent lamps, available in day- 
light, white, blue, green, pink, gold 
and red. Representative reductions 
on daylight and white lamps follow: 


Bulb Old Price New Price 


15-watt T-8 $1.15 $0.95 
20-watt T-12 $1.65 $1.25 
30-watt T-8 $1.50 $1.25 
40-watt T-12 $2.30 $1.90 


Prices of the 400-watt mercury va- 
por lamps used extensively in in- 
dustrial lighting applications are 
reduced from $12.50 to $11, it was 
announced. New prices effective 
June 1 on Mazda lamps for projec- 
tion and steriopticon service range 
from 80 cents for a 100-watt lamp 
with T-8 bulb, to $4.50, $4.75 and 





$6.00 for various 1000-watt types. 
New prices on Mazda lamps for 
spotlight and _ floodlight service 
range from 80 cents for the 100- 
watt clear spot type, to $5.00 for 
1000-watt types. 

* *& # 


Mazda photographic lamps— 
Prices on Mazda photo lamps were 
recently reduced. The No. 5 photo- 
flash lamp price was reduced from 
20 cents to 13 cents. Other num- 
bers were reduced from 2 to 20 
cents per lamp. No. 1 photoflood 
lamps were reduced from 20 to 15 
cents, other reductions ranging from 
10 to 75 cents according to type. 
Mazda enlarger lamp No. 111 was 
reduced from 50 cents to 35 cents, 
other numbers being reduced from 
10 to 25 cents according to type. 

* * * 

Leather taps and_ soles— 
Some makes of leather taps and 
soles were advanced about 10 per 
cent early in May. Rubber taps 
and soles were not affected. 

* & # 

Wheel goods—Some makers 
of velocipedes, coaster wagons and 
scooters advanced prices, the latter 
part of April about 10 per cent on 
some numbers. 

* * x 

Steel wool—A leading pro- 
ducer of steel wool has announced 
that any change in the price of in- 
dustrial steel wool will likely be an 
advance. 

* * * 

Brooms—Present indications 
are that advances may be expected 
on prices of the general lines of 
corn brooms. 





ADVANCES 
EXPECTED 


Corn brooms. 
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PRICES 
WITHDRAWN 


Some makes red rosin sheathing. 





Insulating hair felt — Prices 
on insulating hair felt were reduced 
recently about 714% per cent by a 
leading producer. 


* & 

Bamboo rakes — Prices on 
bamboo rakes, finished in the United 
States, were recently advanced 


about 71% per cent. 


* * * 


Glue pots—Glue pot prices 
recently advanced approxi- 
mately 15 per cent by several mak- 
ers. 


were 


* + 
e 


Screen door spring hinges— 
Advances of about 15 per cent were 
recently made on _ competitively 
priced screen door spring hinges, 
by leading makers. 

* % # 


Cotton pickers’ pads—Onetan- 
nery has announced its 1940 line of 
cotton pickers’ felt-lined knee pads, 
with prices on rubber and _ solit 
leather numbers up 10 cents per 
dozen pairs over the 1939 season. 
Black harness leather pads are ad- 
vanced 50 cents, and the finest rus- 
set sole leather pads are raised 
$1.20 per dozen pairs. Due to mar- 
ket uncertainties resulting from the 
war, the new prices are not guar- 
anteed against advance, and firm 
orders only will be accepted, for 
shipment by Sept. 1. 


* * # 


Paints and varnishes — Two 
declines occurred recently on lin- 
seed oil. Turpentine has remained 
stationary. The U. S. Bureau of the 
Census reports March sales of paint, 
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varnish, lacquer and fillers amounted 
to $30,369,747, nearly five million 
more than in February. Due to th 
very late season, March showed a 
small loss compared with the total 
of $31,554,632 for March, 1939. 
* & x 
Bird foods, etc——The makers 
of “Big Kernel” bird foods 
gravel, remedies and song-restorer 
have put out a price advance af- 
fecting all orders received after 
May 20. The company states that 
increased costs of materials, which 


seed, 


must be imported, are responsible. 
Ten to 25-cent retail packages of 
bird seed are now priced to the 
retailer at 90 cents to $2.05 per 
dozen, with ten-cent units in the 
other items ranging from 75 to 80 
cents per dozen. 
* * * 

Athletic goods—While spring 
sales of baseball and tennis have 
suffered during two unseasonable 
months, jobbers report a much bet- 
ter showing for golf and croquet. 
Some makers of golf goods are be- 
hind in shipments. Playground 
equipment is mentioned as exceed- 
ing the early sales of any other 
recent season. Bicycles are doing 
well, with prices firm. 

* * * 

Cotton products — Distribu- 
tors report cotton duck prices off 
another 214 to 5 per cent, and a 
drop of 2 cents per pound on cot- 
ton twines, with other cotton manu- 
factures showing a somewhat shaky 
tendency. Waxed  glass-substitute 
fabrics are very steady. and are 


ARE 


ISusiniss 











selling well for fall use, at costs 
about equal to those of last season. 
* * * 

Slaters’ felt—Paper and pulp 
products are still influenced by the 
war's interference with imports. 
Weaver-Wall Co., Cleveland, Ohio, 
informed its trade on May 10: 

“Due to the severe conditions sur- 
rounding the raw material market 
and other circumstances beyond our 
control, we find it necessary to ad- 
vise you that when our present sup- 
ply of raw materials has been used, 
we will discontinue the manufacture 
and sale of Slaters Felt.” 

Some leading makers of red rosin 
sheathing are accepting orders only 
for deferred shipment, and to be 
billed at prices which may be in 
effect when shipped. 

* * * 

Ground keystops — Leading 
makers recently announced declines 
on the prices of ground keystop 
for gas, water or steam, the reduc- 
tions averaging about 10 per cent. 

% * * 


Steel nipples—Some makers 
recently reduced prices on steel nip- 
ples using the long discount of 80 
per cent base on black and 85 per 
cent on galvanized, eliminating the 
discount of 77 per cent and 80 per 
cent respectively on close and short 
nipples. 

* © 

Tool sales—All sections re- 
port a very lively movement of pre- 
cision and industrial tools, and the 
early future undoubtedly will see a 
further sharp sales rise in all tools 





DECLINES 


Some makes Stillson pattern pipe wrenches, parts. 


Many types, sizes Mazda lamps. 
Linseed oil. t 
Some steel nipples. 


Insulating hair felt. 
Some ground keystops. 


Mazda photo lamps. 
Cotton duck. 


Cotton braided clothes line. Lock washers. 
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SPRAYERS 


ONLY $9.25 FOR THIS NEW 
OILLESS SPRAY OUTFIT! 


They sell fast! Never needs oiling! 
Only 2 moving parts! Just right 
for the home workshop, school or small 
manufacturing Sprays paint, enamel 
lacquer varnish, water paint insecti 
cides fast sinooth, and clean Special 


chuck inflates tires As shown, without 
motor, lists for ‘ame $9.25. With smaller 
gun, only $7.85 Advertised for you 
in leading home craft magazines 


Get this portable sprayer buasi- 
ness——write for details today! 





DEALERS: Send for complete catalog price list 
and discounts; W. R. Brown low cost po le 

paint sprayers. Electric and aute-power models. 
Bold at dealers only. 


W. R. BROWN COnPSRATION 
5724 Armitage Avenue Chicago, Ill., U. 




















SLIPKNOT 
-FRICTION= 


TAPE 


Highest in Quality, 
Competitive in Price— 
Attractively Packaged— 





Sold only through 
reputable wholesalers. 


PLYMOUTH RUBBER COMPANY, Ine. 


CANTON, MASS. 
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| and machinery for plant equipment. 


Carpenters’ tools have picked up 
with the late seasonable improve- 
ment in residential building and re- 
pair work. Prices have held steady 


| in most tool lines. 


* * * 

Plumbing—air-conditioning— 
Distributors com ment repeatedly 
about the exceptional demand for 
new plumbing enamelware installa- 
tions this spring. Beyond the appli- 
ances actually sold to go into new 
buildings, the attractive advertising 
programs of several manufacturers 
are influencing many refitted bath- 
rooms and kitchens in old homes. 
Prices are still most reasonable for 
modern fixtures of good appearance 
and performance, and quotations 
therefore are holding firm. Recent- 
ly, shallow well water systems were 
advanced about five per cent, by 
some makers. 

Air-conditioning units are again 
breaking sales records this season, 
and this is true both of elaborate 
central units for stores and offices. 
and of the room-size or “portable” 
installations which many hardware 
stores and plumbers are prepared 
to display and install. 

* * # 

Electric lines—This branch of 
industry and of store distribution is 
doing much better than the average 
of staple hardware lines. Home ap- 
pliances seem destined for a good 
summer sales season, and refrigera- 
tors are easier to sell than at almost 
any previous time. Fluorescent light- 


| ing bulbs and accessories are very 


| and volume. 


lively, as this modern lighting meth- 
od spreads rapidly in availability 
The U. S. Department 


| of Commerce reports that the indus- 


try’s orders booked ‘for electrical 


| goods—motors, storage batteries, do- 
| mestic appliances, industrial equip- 


ment, and other electrical apparatus 


| and supplies—during the first quar- 


ter of this year totaled $238,845,964, 
a 21 per cent increase over the first 
three months of 1939, and not far 
below the final quarter of last year. 
* * * 

Manufactured lines firmer— 
One definite accomplishment of the 
past few weeks has been a stiffening 
in the price structures of many fin- 
ished hardware lines. A_ bettering 
normal demand has aided some very 
recent price betterment, and the un- 
certainties facing all markets have 
further served to restore and to 
steady price lists in many hardware 
lines. Underlying this, of course, is 
the widening belief that steel and 
other materials will be enhanced, 
both in demand and in value. by 


each extension or intensifying of 
hostilities. There is no sign of run- 
away changes, however. 

* * * 

U. S. toy exports — United 
States exports of toys and games were 
valued at $444,831 in the first three 
months of 1940 compared with $436,- 
298 in the corresponding period of 
1939, an increase of 2 per cent ac- 
cording to the Specialties Division, 
Department of Commerce. Exports 
in March, amounting to $173,225, 
were 10 per cent less than for March 
1939. Dolls and parts were the only 
group to register an increase and 
were valued at $11,748, or 26 per 
cent more than for March 1939. 
Other group values were: children’s 
wheel goods, $11,537; mechanical 
toys, $16,856; rubber balloons, $16,- 
280; rubber toys and balls, $7,990; 
toys other than the classes specified 
and maufactured of metal, $44,795; 
of wood, $9,540; and all other un- 
classified toys, $54,479. 

* * * 

The war and steel — Steel, 
without which wars cannot be waged, 
is all the more vitally essential now 
that the European conflict has 
reached a terribly destructive phase. 
The consumption of steel is multi- 
plied rapidly as more and more tons 
of armament and ammunition, of 
airplanes, tanks, guns, ships, and 
submarines are thrown into the con- 
flict. Already Great Britain and 
France have placed large orders for 
steel in this country, while mounting 
orders and inquiries from abroad 
are leading to some*hedging among 
domestic buyers. Producers report 
some instances in which their cus- 
tomers wish to double or triple their 
usual monthly shipments, to protect 
themselves against possible higher 
prices, or delivery congestion at the 
mills. 

* * * 

April building permits—Build- 
ing permit values, including new 
buildings, alterations, and repairs, 
for the month of April went substan- 
tially ahead of the March level, in 
line with the usual seasonal trend. 
The volume was likewise sharply 
higher than that for the correspond- 
ing 1939 month, Dun & Bradstreet, 
Inc., reports, and marked the highest 
monthly aggregate since July, 1938. 
Total permits in 215 cities of the 
United States amounted to $122,- 
583,683; compared with the March 
figure of $110,598,792, this was a rise 
of 10.8 per cent, and in contrast 
with the $95,268,241 for April last 
year, it was a gain of 28.7 per cent. 
For the elapsed four months of 1940, 
building permits in the 215 cities 
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represented a total value of $4U8.- 
337,627, against $388,969,809 for the 
similar 1939 period, or a rise of 5.0 
per cent. 
* * a 

Hoover sales—The Hoover 
Co., N. Canton, Ohio, manufacturers 
of electric cleaners, established three 
new marks during the recent sales 
campaign which ended in April. 
March and April sales respectively 
were the greatest for those months 
in the last 10 years. During the last 
week in April the company’s sales 
were the greatest of any single week 
in the organization’s history. All 


sales were made through retail stores, | 
by neighborhood representatives who 
demonstrated the cleaners in homes. 


*% * * 


Schick dry shaver sales—April 
sales of dry shavers by Schick Dry 
Shaver, Inc., were 360 per cent above 
those for the corresponding month 
last year and the company’s business 
for the first four months of 1940 
represented an increase of approxi- 
mately 170 per cent over the similar 
period of 1939, Kenneth C. Gifford, 


general sales manager, recently an- | 


nounced. 


The Fur Industry and Trapping 


(Continued from page 36) 


Another regulation in most 
states in the taking or killing of 
fur-bearing animals is that it is un- 
lawful to use snares, poison, explo- 
sives, or chemicals, a steel trap 
with teeth on the jaws, or with a 
jaw spread exceeding 61 in., or 
to smoke or dig out any den or 
house of any kind or to cut down 
trees or to use any trap or dead- 
fall of any kind, unless visited at 
least once every 36 hours except 
when prevented by sickness- or 
storm. All traps or deadfalls so 
used must be marked with a me- 
tallic plate or tag attached to the 
deadfall, trap, or trap chain, bear- 
ing in plain English the name and 
address of the owner, and must be 
taken up or sprung at the end of 
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the season. It is unlawful for any 


person to disturb the traps of an- | 


other, or to take a fur-bearing 
animal from the trap of another, 
unless specifically authorized by 
the owner. 


Before me I have a map of the | 


United States with the opening 
dates for trapping muskrat, skunk 
and mink. Because of the differ- 
ence in seasons in the states there 
is a wide variety of opening dates 


and also in the lengths of time | 


trapping is permitted. 


trapping is regulated by counties. 
Therefore the dealer in traps and 
the trapper should consult the 


State Game Warden to get the last | 


regulation in trapping. 





Sales of motor 
oil improved 
greatly at Bab- 
cock Hardware, 
Oconomowoc, 
Wis., after this 
display was 
moved into the 
center of an aisle 
near the wrap- 
ping counter at 
the rear of the 
store. The stand 
had been located 
along the side 
wall and sales 
were very unsat- 
isfactory. Now 
people come in 
constant contact 
with the mer- 
chandise and buy. 


In some | 
states trapping is closed, in others | 


Leading hardware dealers 
are sold on and sell the 
Bassick line because it has 
been for years, and still is, the leading 
brand. It means casters with a guarantee 
of satisfactory service—It is a builder 
of good will and profit for the dealer. 


Write for new catalog H-7 


THE BASSICK COMPANY 


Connecticut 


Bridgeport 
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RICHARD D. SIMS, Cin- 
cinnati, Ohio, manufacturers’ 
distributor, is 72 years of age 
and has been identified with 
the hardware business for over 
half a century. Mr. Sims first 
started selling when he was 
but 19 years of age and has 
been at it ever since. He states 
that he numbers among his 
customers such firms as the 
Belknap Hardware & Manu- 
facturing Co., Louisville, Ky.; 
The W. Bingham Co., Cleve- 
land, Ohio, and the Kruse 
Hardware Co., Cincinnati, 
Ohio, as well as numerous 
other jobbers in Ohio, Indiana 
and Kentucky. He has sold 
the C. J. Johnson Company, Bradford, Pa., line of sleds 
since the inception of the company. He states that he has 
attended every convention of the Ohio Hardware Associa- 
tion and has had displays at many of them. Mr. Sims 





RICHARD D. SIMS 


Hardware Age 
Fifty Year 
Club 


was president of the North Walnut Improvement Asso- 
ciation for several years and is still a member in good 
standing. Selling is and always has been his hobby. 


J. A. SHEFFIELD, sales- 
man for the American Whole- 
sale Hardware Co., Long 
Beach, Cal., wholesale hard- 
ware distributors, was 70 years 
of age on March 2 and com- 
pleted a half century in the 
hardware business last Octo- 
ber. Born in 1870, Mr. Shef- 
field entered the business in 
1889 at the age of 19 with the 
T. F. Miller Co. of Jerome, 
Ariz. He remained with that 
firm until 1911 when he trans- 
ferred his business allegiance 
to The Imperial Valley Hardware Co. of Brawley, Cal. 
In 1921 he became a member of J. A. Sheffield Hardware 
at Bellflower, Cal., and continued in business under his 
own name until 1927 when he became identified with 
H. G. Bone, also of Bellflower, remaining with that firm 
until 1931. In 1932 he joined the American Wholesale 
Hardware Co. organization and has been with it ever 
since. Mr. Sheffield has been a member of the school 
board for seven years. His principal hobby is bridge. 





J. A. SHEFFIELD 
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Four Times a Year 
(Continued from page 48) 


makes the salesmen welcome a dis- 
cussion, for such comparison 
shows that the prospect has really 
given definite thought to the pur- 
chase of power equipment. 

As in the sale of other major 
units, many purchasers desire de- 
ferred payment arrangements. 
Some of these deferred payment 
sales are made on open accounts 
with payment due in 30 days. In 
other instances financing is neces- 
sary, the paper being handled by 
the store. As far as is practical, 
deferred payment sales are kept 
down to 10 months or even shorter 
periods. Some present users of 
power equipment, who want to 
purchase larger units, find the 
store will take used equipment that 
is in good condition as part pay- 
ment for the purchase of higher 
units of sale. When used equip- 
ment is resold by the company 
such transactions are handled on 
a strictly cash basis. 

Some of the power tools are con- 
nected for demonstration, but the 


sales staff will always hook up and | 





| 


demonstrate any equipment in | 


which a prospect is interested. A 


is much easier to sell equipment 


actually shown than it is to make | 


sales by showing the prospect a 


catalog description of a particular | 


unit. 


Seeds Keep the Cash 
Register Ringing 
(Continued from page 31) 


$15.00 inventory while bulk sales 
rank 40 to 1 over packaged seeds, 
which means greater profits. Grass 
seed sales run into tons and en- 
courage similar large sales in spe- 
cial plant foods, lime, bone meal, 
etc. All hardware accessories that 
are related to gardening are dis- 
played in this section and are 
easily accessible. This display 
continues from the middle of Feb- 
ruary to early September, although 
seeds are sold the year ‘round. 
Thus has a hobby dominated a 
going business to give it momen- 
tum, new angles, and promote 
greater store traffic and sales. 
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NEW 


BIGGER 
VALUE 


MOLYBDENUM NAIL SETS 


























GOOD BITE 


AMPLE HEAD 


XTREMELY tough molybdenum alloy steel, 
hardened and tempered with characteristic 
Millers Falls care, makes these new nail sets un- 
_ beatable for strength. Well-cupped points provide 
representative stock of power tool | . ‘ . 
equipment is displayed because it | # good bite on the nail head, equalize stresses, 
_ avoid breakage; new type of knurling affords 
sure grip; large, square head permits solid blow, 
stands up under countless thousands of blows 
. prevents rolling on sloped surfaces. Alto- 
gether, these new Millers Falls nail sets are great 
. therefore great in sales appeal. At 
$1.60 ‘per dozen list, they’re the biggest value in 


nail sets today. Ask your jobber. 


All sizes 4 in. long, 5/16 in. body dia., weigh 17 oz. 
to the dozen. Price $1.60 per dozen, subject to your 
regular discount. 


No. 801 — 1/32 in. point 
No. 802 — 2/32 in. point 


No. 805 — 5/32 in. point 


Free Display Available 


MILLERS FALLS COMPANY 


MILLERS FALLS 
GREENFIELD WELLE massACHUSETTS 


4 


WON'T ROLL 


No. 803 — 3/32 in. point 
No. 804 — 4/32 in. point 
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New and Improved Merchandise—Display Helps—Sales Literature— 


Sentinel Portable Radio 


Model 213-P-five tube, AC-DC and 
battery superhet. Has automatic volume 
control; four-inch permanent magnet 


dynamic speaker; efficient built-in loop 
aerial with connection for outside 
antenna; side trap door conceals elec- 
tric cable and plug. Tunes 540 to 1730 
K.C. Case is leather grained. Dimen- 
sions are 1214 in. wide, 9% in. high, 
and 5% in. deep. Sentinel Radio Corp., 
Evanston, II]. 


1940 “Razor-Back” Shovel 
New improvements in shovel construc- 
tion mark the 1940 Model “Razor- 
Back,” according to The Union Fork & 
Hoe Co., Columbus, Ohio. New deep 
hang to the blade gives it the “feel” 
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of a strap-back. Extra strength pro- 
vided by one-piece, reinforced construc- 
tion without welds. A new type of 
-mooth, bright, “Anti-Friction” finish, not 
ground or polished, is said to keep in- 
tact the tough protective surface of the 
heat-treated steel. These new “Razor- 
Backs” retain the full length, 60 per cent 
thicker section, or backbone and the 
long 1l-in. socket which are characteris- 
tic of the Razor-Back Shovel. 


Roaster Selling Help 


Simple rules for selling electric 
roasters are listed in the Swartzbaugh 
Uig. Co., Toledo, Ohio, booklet. Sug- 
gestions for correct display, timely ad- 
vertising, and sales training are 
presented for dealer guidance. 


Tubular Sash Lock 


Can be quickly and easily installed. 
Tubular sash lock also brings the sash 
together in such a manner as to elimi- 
nate rattles and drafts. It takes the 
hardware from the top of the window 
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leaving the rail easily accessible for 
cleaning and painting. Security Sash 
Lock Co., 50 Mt. Vernon St., Cam- 
bridge, Mass. 





Correction—*Handi-Carts”’ 


These “Handi-Carts” were described 
on page 84 of the May 16 issue of 
Harpware Ace but inadvertently the 


wrong illustration was used. The illus- 
trations shown here are of the “Handi- 
Cart” and show the cart in the two 
positions in which it can be used. When 
cart is tipped forward, grass cuttings, 
leaves, trash, etc., can be raked directly 
into the cart and then righted. Also 
handles barrels, boxes, etc., by using 
the cart in the same manner as a freight 
handler’s truck. Carts are strong and 
durable and will handle 300-lb. load. 
Also come equipped with 1%-in. bal- 
loon rubber tires at $2.20 extra. Cart 
of 2 cu. ft. capacity retails for 
$4.75; 3 cu. ft. capacity, $6.75. Masters 


Planter Co., 4029 W. Lake St., Chicago, 
Til. 
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for Retail Hardware Stores 


Appliance Time Switch 


This time switch resembles, and is an 
It turns on and 
actuating any 


accurate time piece. 
off the electric current 





appliance or thing connected to an ordi- 
nary wall outlet. The appliance, or 
thing to be controlled is then plugged 
into the time switch which then will 
turn on the current at any time for 
which it is set and also turn it off at 
such later time as may be designated. 
The time switch has a time range of 
21% hours. It is manufactured by The 
Swartzbaugh Mfg. Co., Toledo, Ohio in 
two models priced at $5.95 and $6.95. 


Coal Heating Stove 


“Warm Morning”—specially designed 
for homes that do not have basements 
or central heating plants. Holds 100 Ib. 
of coal and is semi-automatic, magazine 
feed. Said to burn any coal—no clink- 
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Window Trims—New Packages—New Colors—Catalogs 


ers, only fine ash. Steady, even heat, 
easy to control. Said to hold fire 12 to 
24 hours in coldest weather and several 
days in mild weather without attention. 
Modern flat top permits cooking and 
water heating. Top feed door is large 
enough for wood. The 20-in. size now 
being manufactured has sufficient heat- 
ing capacity for the average living 
room, dining room, and bedroom. Esti- 
mated that stove will retail for less than 
$40.00. Locke Stove Co., 1012 Baltimore 
Ave., Kansas City, Mo. 


Fish And Game Carrier 
“Handee”—keeps fish alive and keeps 

them at same depth in water. Can be 

fastened to side of boat or looped in 





belt while wading. Made of rust-proof 
steel. Accommodates several fish on 
each hook. Retails for $1.00. Con- 
solidated Sales Co., 403 W. 7th St., 
Cincinnati, Ohio. 


Electrical Tool Catalog 


The United States Electrical Tool Co., 
Cincinnati, Ohio, has issued its latest 
catalog No. 56, covering the complete 
line of electrical tools manufactured by 
this company. The line includes elec- 
trical buffers, grinders, drills, heat guns, 
nut setters, polishers, reamer drives, 
sanders, saws, screw drivers, surfacers, 
tappers, tire? detreaders, valve seat 
grinders and accessories. 












Refrigerator Sales Aid 


The “Hotpoint” refrigerator door 
visualizer, installed on the open door of 


a 6 ft. DeLuxe “Hotpoint” refrigerator, 


|“ ZONES OF COLD 





utilizes three sliding panels to describe 
the advantages of “Hotpoint” measured 
humidity, by means of colorful illustra- 
tions and copy. Below these panels, the 
lower portion of the visualizer points 
out the refrigerator’s fives zones of cold. 
Hinged in the center, the visualizer 
folds up and clips into place, to illus- 
trate and describe Hotpoint construc- 
tion and convenience features. This 
colorful and clever sales promotion piece 
is a distinct aid to the salesman in hold- 
ing attention and in telling a complete, 
consecutive sales story. Edison General 
Electric Co., 5600 W. Taylor St., Chi- 
cago, Ill. 


Direct-Mail Folders 


The Florence Stove Co., Gardner, 
Mass., has developed two-color folders 
and booklets on its complete oil, gas. 
and electric range lines. Direct-mail 
material emiphasises better use of 
leisure time through use of modern 
ranges. 
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“Lucite” Window 
Thermometer 

“Klear-Vue”—No. 5003, 8-in. At- 
taches to outside of window pane by 
two l-in. rubber vacuum cups. Has 
“Lucite” plastic frame, 8% in. by 1% 











in. Polished guard reflects radiant en- 
ergy. Frames available in dark red 
with gold scale and numerals or clear 
with red scale and numerals. Non-fad- 
ing red spirit magnifying lens tube. 
Average scale range: minus 40 deg. to 
plus 120 deg. F., in 2-deg. divisions. 
Packed in individual box or six in- 
struments (three red and three clear) 
in a counter display box. American 
Thermometer Co., 2901 Clark Ave., St. 
Louis, Mo. 


Plastic Hardware 


Approved for use in the home by the 
Board of Underwriters, the plastic ma- 
terial Tenite is used in the “Holly- 
made” line of door knob and latch sets. 
Tenite is said ta not fade or tarnish, 
and to excel in.toughness and resil- 
ience. “Hollymade” door knobs come 





in trim finishes of chrome, satin 
chrome and polished brass; are avail- 
able in ivory, black, delph blue, green, 
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yellow, and red. Latch is of simple and 
compact design, consisting of only two 
working parts, taking %” hole. No 
deep mortising is necessary. Door knob 
and latch sets are- moderately priced. 
Pacific Plastic & Mfg. Co., Inc., 5446 
Carlton Way, Hollywood, California. 


Father’s Day Shaver Package 


The new 90-Second Remington “Dual” 
Close-Shaver (AC-DC) announced to 
the public less than 90 days ago by Gen- 
eral Shaver Division of Remington Rand 
Inc., Bridgeport, Conn., is now being 
offered in a new package suited for a 
Father’s Day gift, or a graduation pres- 
ent. The shaver and accessories are 
fitted to a separate traveling case, and 
the entire package enclosed in a stun- 
ning silver plated box, Butler finish and 
hinged cover, that will hold 100 ciga- 
rettes, therefore, two gifts in one to re- 
tail for $16.75. 


* *RU60’ Tack Master” 


Retails for $5.00 and consumes staples 
priced at 30 cents and 35 cents per 
thousand with discount for quantity. 








Loads 200, 3/16 in. and 5/16 in. staples 
in three seconds according to the manu- 
facturer and is said to be eight times 
faster and neater than the old-fashioned 
tack method and tackers. Designed for 
use by manufacturers, shippers, window 
trimmers, radio manufacturers, retail 
stores, draftsmen, sign makers, etc. 
Available under controlled distribution 
plan. H. Markwell Mfg. Co., Inc., 200 
Hudson St., New York City. 


Improved Fly Line Dressing 


A new and improved fly line dressing 
has been recently perfected by the 
Triggs-Michael Co., Fort Wayne, In- 
diana, which is said to waterproof, 
lubricate and preserve fly lines more 
effectively than ever before. The 
greater lubricating properties of the 
dressing are designed to make the line 
slip easily through the guides, elim- 
inating line wear and wear on guides 
and also is said to make better crack- 
sealing possible, protecting the line 
from moisture. 





Saw Manual 


The Porter-Cable Machine Co., Syra- 
cuse, N. Y., has issued a Saw Manual, 
No. 2 on the use of the “Speedmatic” 
saw and the many models in the line. 


Garage Door Hardware 


760—DeLuxe—Patented—“Tip Top” 
float over door hardware carries the 
door completely into the opening, no 
projection when up, says the maker. 






































DeLuxe and Standard equipment— 
economical, efficient; door is said to 
be perfectly counterbalanced by small 
weight box filled with gravel; “Floats 
Over” with ease, requiring the smallest 
amount of space. Suggested retail 
price 760 Standard, price range $15.00 
to $32.00, depending on size of door; 
760 DeLuxe price range $18.00 to 
$36.00, depending on size of door. 
Western Products, Inc. Dept. HA., 
New Castle, Indiana. 


Fixture Display Assortment 
Consists of 50 special “Diamond F” 
lighting fixtures for livingroom, bath- 
room, and kitchen. Fixtures are finished 
in chrome, ivory, ivory-poly, white 
enamel and porcelain. This D-5 display 
board has a white background, red trim 
and panelled mirror. Shows 11 models. 
Sold completely equipped with all fit- 
tings and drilled for wiring. Fifty 
fixtures in the assortment have a retail 
value of $99.84; special dealer price, 





$41.34, complete with board. The 
Frankelite Co., 2623 E. 5lst St., Cleve- 
land, Ohio. 
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“Protective Eye” 


This safety device takes the form of 
a handsome and entirely innocent ap- 
pearing door-knocker. In its center 
is hidden a bulls-eye of “one-way glass,” 
making a tiny window which enables 
the housewife to look out and see any 
caller without that person being aware 
of the inspection. Having surveyed the 
caller, she can refuse to answer the sum- 
mons or open the door as her judgment 
dictates. The device is said to be low 
in price and simple to install. Chicago 
Venetian Blind Co., 39th & Michigan 
Ave., Chicago, IIl. 


Cleaning Ensemble 


Model 60 deluxe—has lower motor 
hood to permit cleaning under low-built 
furniture. Quietness is achieved by 
means of a muffler at the cleaner ex- 
haust and other mechanical refinements. 
Standard equipment includes cloth bag 
but as optional equipment an adaptor 
has been provided which will enable 
“Hygienisacs” to be used. Other fea- 
tures are “Nylon” rug vibrator brushes; 
finger-tip handle control. No nozzle ad- 
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justment is required for this model. 
Plug-in tool connector is applied at the 
side of the machine. It is not neces- 
sary to turn cleaner over or remove 
cover or belt and it can be inserted 
with motor running. Tools, in handy 
cleaning kit, are provided for all dust- 
ing purposes. Suggested retail selling 
price of the cleaner alone is $82.00, of 
the cleaning tools, $16.50. The Hoover 
Co., North Canton, Ohio. 


Seratch Remover 


“Skratch Stik,’ when rubbed over 
scratches, causes them to disappear, 
maker claims. Each is packed in an 
altractive permanent container which 
contains directions for using. Merchan- 
diser is available with purchase of 12 
sticks. Deal No. 1-A contains 12 sticks 
attractively packaged with a cadmium- 
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plated wire display, and a three-color 
display card. Retail value of deal, 
$4.20, dealer’s cost, $2.80. Suggested 
retail selling price of sticks, 35 cents 
each. General Cement Mfg. Co., Rock- 
ford, Ill. 


Kelvinator Ironer 


Top model in the 1940 Kelvinator 
line of ironers is model 80-D with a 
porcelain enamel table top and which 





is equipped with a new two-speed, rub- 
ber-mounted, oversize motor that sup- 
plies two-speed movement of the roll 
by means of a switch on the panel in 
front of the ironer head. This model 
also has two thermostatic controls to 
permit adjustment of heat from 250 
deg. F. to 450 deg. F., providing correct 
ironing temperatures for all types of 
fabrics. Kelvinator Division, Nash Kel- 
vinator Corp., Detroit, Mich. 
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“FOR SALE” 


In making Lufkin Tapes. 
Rules, and Precision Tools, 
one thought is kept constantly 
in mind: “They're for sale’ 
They must be better than the 
rest. Men who use them must 
prefer them to all others. 


By giving them that kind of 
start, by helping them along 
with advertising. and by 
providing dealers with a fair 
sale& policy, Lufkin products 
quickly find their way to the 
hands of satisfied owners. 
And dealers find that “it pays 
to talk Lufkin’ 


For information on items 
shown here or on any of the 
hundreds of other Lufkin 
products, refer to Catalog No. 
12 or write direct for copy. 


OFH/N 


SAGINAW, MICHIGAN . New York City 


TAPES. RULES . PRECISION TOOLS 











Blade tempered entire 
length. Recesses forged 
into butt end which is 
driven into steel bolster. 


2 


Bosses swaged into 
blade recesses. Four 
sharp wings swaged on 
outside of bolster. 
Blade is now locked 
tightly into bolster. 


Hydraulic press drives 
bolster and blade securely 
into handle. Swaged wings, 
locking inte hardwood, can- 
not twist or loosen. 


STANLEY No. 25 
Screw Driver 


This is the three-step 
locking construction 
that has made the 
Stanley No. 25 Screw 
Driver a first choice 
of craftsmen. This 
patented construc- 
tion makes it possi- 
ble to temper the 
alloy steel blade its 
entire length, provid- 
ing great strength, 
Stronger, better in- 
sulated, and with 
accurately machine- 
crossground tips, the 
Stanley No. 25 Driver 
is made in eight 
lengths, 2144” 

Available in an attrac- 
tive, sales-building 
counter unit. Order 
it from your jobber. 


(STANLEY) 


Trade Mark 


STANLEY 
roo. 


H STAN Y V JR 





New Britain, Conn. 


THE 


86 





Unbreakable Wick Feed Oilers 

Intended for economical use on ma- 
chinery which operates intermittently, 
lever at top, when in a vertical position, 





starts the feed and when “flipped” to 
the side shuts off the feed. Oil supply 
is always visible. When oiler is filled 
above the point where wick enters the 
center tube, surplus oil drains into the 
bearings, thus flushing it thoroughly. 
When oil recedes to the opening in the 
tube, wick automatically feeds oil to 
the bearing by capillary action. Dirt 
or sediment cannot enter the bearing. 
Made in one, two, and four ounce ca- 
pacities. Trico Fuse Mfg. Co., Milwau- 
kee, Wis. 


Picnic Refrigerator 

This jug has a pour-style cap. Newly 
designed Bakelite cap has pouring hole 
built with stopper, which eliminates re- 





moving cap to pour. This is said to 
save temperature loss. Metal Industries, 
Indianapolis, Ind. 


**Metallite’”’ Stove Board 


Maker states it lies flat and stays 
flat without nailing; will not curl at 
corners or along sides; will not warp; 
retains its shape for life; metal will 





not pull away from lining; gives greater 
security from fire and _ overheated 
stoves; will reflect heat into the room. 
Has natural walnut finish. Service In- 
dustries, Inc., 2025 S. Calumet Ave., 
Chicago, Ill. 





Portable Electric Sander 


The “Gyro” electric sander is de- 
signed to replace hand sanding prepara- 
tory to applying filler, stain, or paint. 
Can be used also for sanding between 
coats and final rubbing or polishing. 
Suitable for use on wood, metal, or 





other surfaces. Weighs 3% lbs. and is 
easy to handle in any position. Plugs 
into any 110 or 220-volt AC or DC cir- 
cuit. Uses one quarter of a standard 
9 by 11 sheet of abrasive paper. Cloths 
for rubbing may also be attached. 
Maker states sander does not leave 
scratch marks. Sterling Products Co., 
2457 Woodward Ave., Detroit. 
Cemetery Vase 

Made in two sections of heavy gage 
rust-proofed steel. When not in use, 
vase is reversed into the ground, level 
with the lawn and out of sight. When 
ready to use the vase, the flower holder 
section is lifted from the ground by 
the special welded handle and reversed, 
putting the closed end (formerly the 
top) downward into the ground section. 







LEVEL WITH GROUND 
WHEN NOT IN USE 


come we vag neo 






" (REVERSED-IN USE 
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Flower holder will drop freely into posi- 
tion, steel ring holding it three inches 
above the ground. Capacity of the vase 
is two and a half pints of water and a 
large bouquet of flowers. An attractive 
and colorful display card merchandiser 
for these vases is available. Perfection 
Cemetery Vase Co., 525 Bond Bldg., 
Washingten, D. C. 
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Florence Oil Range 


Model TDC5, a streamlined range 
with porcelain finish and set-back ped- 
estal base. All working parts are 
concealed. Five powerful, wickless kero- 
sene burners, maker states, provide 
steady, generous, and focused heat. 
Oven is large and fully insulated and 








porcelained. Has finger-tip heat control. 
Handy utensil compartment included. 
Minute minder and condiment set is 
optional equipment. Florence Stove Co., 
Gardiner, Mass. 


Clamp-on Fluorescent 


No. 1275—arm is adjustable in height 
and shade makes one complete revolu- 
tion only to prevent twisting of wires. 
Supplied for either 15 or 20-watt tubes 
and comes in two lengths of arm ex- 
tension. Standard finish is baked-on 





Morocco brown, and equipment for AC 
or DC current. Suggested retail selling 
price for 15-watt is $12.75. Van Dyke 
Industries, 2900 S, Halsted St., Chi- 


cago, Ill. 


Mop Wringer Pail 

The Schlueter Mfg. Co., St. Louis, 
Mo., announces a new mop wringer pail 
with features to simplify the mopping 
operation. An embossed foot treadle at 
the top of the wringer operates the en- 
tire mechanism. A step on the lever 
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opens the wringer without the danger of 
throwing the pail out of balance, and 
with no strain or effort on the part of 
the user. When the mop is inserted, 
the opening guides the mop against the 
front roller, where the greatest amount 
of pressure is exerted. The mop is 
withdrawn while the foot rests on the 
treadle. This foot pressure both wrings 
the mop and balances the pail. The 
mop wringer pail is made of extra heavy 
metal, galvanized by the hot hand- 
dipping method, and the patented 
wringer, which has no springs, is of 
simple construction. 


“Sprayit” Flock Gun 


“Sprayit” announces a new gun for 
applying Flock which produces a velour 
or suede-like finish, and unusual and 
beautiful effects can be achieved with 
it by sign and display artists, window 
trimmers, fashion designers and other 
creative artists. Flock is sprayed on 
after a coat of sizing material has been 
applied to the surface by means of any 
regular “Sprayit” paint spray gun, the 
Flock being sprayed on immediately 
thereafter, while the sizing is still sticky. 
The Model FL Flock gun, which is 
made of aluminum alloy, is light in 
weight, and its comfortable revolver 
grip makes it extremely easy to handle. 
All controls are located at the back of 
the gun and the full range of adjust- 
ments, including changing from a round 
to a fan spray, are achieved without 
adjusting the nozzle. A feature of the 
FL Flock gun is the inclusion of an oil 
and moisture filter in the handle of the 
gun, thereby eliminating any possibility 
of dampening the Flock, which might 
cause it to become lumpy and clog the 
nozzle. The gun, complete with 1-qt. 
glass jar, lists at $17.50. The Electric 
Sprayit Co., Sheboygan, Wis. 
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‘2 160-FT. HOLLOW WOOD MASTS i 

|) These huge Cup Defender yacht masts 
withstood 85 tons strain. Made of hun- ~~ 

dreds of spruce strips held together , 
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BLAZING DESERT HEAT... 
and vibration are tough on adhesives. 
But on air-conditioned buses in south- 
west U.S., felt insulation is bonded to 
wood...and wood to metal, perma- 
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HEN you realize the terrific beating 

a Casco joint can take, you see why 
more and more hardware dealers recom- 
mend CASCO. It takes the “gamble” out of 
gluing jobs. Casco glues and cements stick 
... bring customers back happy. 


CASCO POWDERED CASEIN GLUE — standard 
glue for heavy-duty wood gluing. Strong, 
water-resistant, easy to mix, economical. 


CASCO FLEXIBLE CEMENT— for odd jobs in 
home, school, office. Quick and clean to 
use. Makes an instant hit with the ladies. 


OmMP, 1 PF write 4 
350 Madis NY 2 
Avenue, Pa & MERICA 
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Cracker Rack 


The Everedy Co., Frederick, Md., has 
recently introduced to the popular-price 
gift field a cracker rack, an adaptation 
of the popular toast rack. This new gift 
item stands two inches above the table, 
yet its 12 in. length provides ample 
room for a complete serving of crackers. 
Simple design plus restraint in decor 
makes the cracker rack harmonize 
with any table setting. It resembles a 





long V-bottom receptacle of highly 
polished chrome, supported on two 
semi-circular feet of native walnut. At 
either end, dainty bead chains of chrome 
keep crackers neatly in place. 


Safety Lantern 

No. AL4 for use in places where ex- 
plosive atmospheres are encountered. 
Twin-bulb socket permits replacing a 
burned-out bulb with a “flick of the 
thumb” and an automatic ejector throws 
out broken bulbs. Reflector is non- 
tarnishing Alzak type and is covered 
with a heat-treated glass dome, which in 
turn is protected by a heavy wire guard. 
Body is made of bonderized steel with 
rust-resistant cadmium trim, and_ is 
mounted on a_ swivel base. Uses a 





standard six-volt lantern battery and 
two Mazda, No. 26,27, or 502 lamps. 
Bears stamp of approval of both U. S. 
Bureau of Mines and Underwriters’ 
Laboratories. Burgess Battery Co., 
Freeport, Ill. 


Metal Dust Cloth Container 


This container is made of 30-gage 
steel and is ample in size to hold a 
floor mop or several dust cloths. The 
container is 6% in. high with a top 
opening 11% by 3% in. Holes are pro- 
vided for fastening to the wall with 








screws. Finished in black, green, or 
blue enamel. Patent Novelty Co., Ful- 
ton, Ill. 


Roast Meat Thermometer 


Made of stainless steel with a 5-in. 
spearlike tube to be inserted into the 
center of a roast, the “Tel-Tru” roast 
meat thermometer shows on its 2-in. 
dial the temperature attained by the 
inner part of the meat. This enables 
housewives to know at a glance when 
various roast meats are rare, medium, 
or well done. These thermometers are 
sanitary, guaranteed for accuracy, and 





inexpensive. Germanow-Simon Ma- 
chine Co., 408 St. Paul St., Rochester, 
N-. ¥. 


Electric Hot Plates 


Available in single unit and twin units 

three heat. Have totally enclosed con- 
struction to insure maximum heat ser- 
vice and give protection against careless 
usage. Twin unit model has a cook- 
ing top 2% in. wide, 18% in. long and 
6% in. cooking units. Controlled by 
three-heat switches. Single unit has 
cooking top 8% in. square. Controlled 
by three-heat switch. Both operate 
from a convenience outlet and have 6-ft. 
cord permanently attached. Finish is 
white porcelain enameled. Other models 
in black enamel, crackle finish. Landers, 
Frary & Clark, New Britain, Conn. 
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*Counterlite” 


Is a lighting instrument designed 
principally for the lighting of store 
counters. It projects an asymmetric 





beam of light—narrow across and 
spread along the counter. Its secondary 
distribution is directed toward the 
shelves and store traffic areas. Maker 
states prismatic glass light controlling 
surfaces are impervious to permanent 


unbreakable handles. The purpose of 
the display is to assist the dealer in 
selling a complete set, thus achieving a 
higher unit sale. Complete details and 
prices available. 


““No-Leak” Faucet Seat 


Said to eliminate completely need for 
reseating the faucet seat and automati- 
cally to expand and shut water off, even 
though faucet is not properly closed. 
Can be applied to standard “compres- 
sion” bibb faucets on basins, bath tubs, 
and showers. Also used for globe 


Fibre Board Cutter 
Stanley fibre board tools Nos. 193 and 


193A are used to cut and ornament 
fibre insulating board, and accessories 






furnished are said to enable almost 
any type of cut to be made in fibre 
board. For those whose work does not 
require the broad scope possible with 
the above numbers, Stanley Tools offers 
the same type of tool No. 193B with 
less accessories. A reasonable priced 
tool, it is used with a straight edge to 
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groove, bevel, cut and trim fibre in- 
sulating board. Equipment includes 
plane bottom, with rosewood knob and 
handle, slitting cutter holder, grooving 
and beveling cutter holder, five cutters 

one for trimming, four razor blade 
type for grooving and beveling. Addi- 
tional parts may be purchased at a 
nominal price to increase the range of 
Gordon Sales Co., 11 W. 42nd St., New this tool. Stanley Tools, New Britain, 
York City. Conn. 





depreciation. Maintenance is easy be- 
cause glassware can be easily cleaned J 
with little trouble. Holophane Co., Inc., 
342 Madison Ave., New York City. valves, ball-cocks, and _ shut-off-valves. 
is Made in various sizes to retail for 10 
“Allway” Master Saw and 15 cents, each. | “No-Leak” combi- 
‘his Gil, liad ie: Gaitiin ail nation —— inserting, and ex- 
juts x , bone, od, , Pa nts ” 
lath, bolts, armored cable, nails, pipe, os So ee er oe 
angle iron etc. Has no screws to tighten 
and fastens automatically with positive 
lock. Also cuts in any direction with- 


ALLWAY | 
Vaaste’ SAWN | 








This New Display Carton 


Invites Customers to Buy 


Sold by 
Dealers for 
20 years 






#08 oy 

Mo 
AND ing oe 
#118 ac uloons 


Quick Sales 









Attractive in 
Appearance 


out changing natural position of the 
hand. Different types blades available. 
Ultra Mfg. Co. 226 E. 144th St., New 


York City. ne Compact — 
Chisel Display Card Takes Small 
Space on Your 
Counter 


| 
Ritter Carlton Co., Inc., 527 Fifth | 

Avenue, New York City, in introducing 

a new line of hammer-proof wood 

chisels, has developed an attractive dis- | 

play card holding three chisels of | 

various widths. The chisels are 8 in. 


in length, with warranted tool steel han- 
ia wasters TITE-LINE CLOTHES LINE HOLDER 
li you selling TITE-LINE? If not, you're missing steady day in, day out profits that 


this new TITE-LINE Display Carton is making possible for TITE-LINE dealers. 


The TITE-LINE Display Carton contains 2 dozen, with screws. Put it to work, now, on 
your counter. Order from your jobber; if he does not stock TITE-LINE, write us, giving 
us his name. We'll see that you are served promptly. 


|The Midland Company, Mfrs., South Milwaukee, Wis. 


| 
| 
| 
| 
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SHELBY CHECKING 
FLOOR HINGES 


(torsion or compression spring type) 





MEET EVERY 
REQUIREMENT 


where a checking floor hinge can be 
used. 

All mechanical parts are of the 
finest and highest grade forgings, 
stampings, and castings which are 
hardened where subject to heavy 
wear. All parts are constantly 
working in a non-freezing lubrica- 
tion liquid which conforms with 
U. S. standards in a leak-proof 
case beneath the floor. All ex- 
posed parts are made of bronze 
metal to insure greater service. 


SHELBY SPRING HINGE CO. 
SHELBY, OHIO 








Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 


HARDWARE AGE 


239 W. 39th St, New York City 











After Hours! 


ARM weather has 
finally arrived, the trees are in 
blossom and a general feeling of 
well being seems to pervade the 
Sunday morning air. William 
Tyson, partner in the hardware 
firm of Tyson & Merrill, strolls 
down the street with a copy of 
HarpwarE Ace under his arm 
and stops in front of the house of 
his partner James Merrill. Merrill 
is down on his hands and knees 
busily engaged in seeding a flower 
bed. 

TYSON: Well Jim, I see that 
you're taking advantage of the 
weather. 

MERRILL: Yes, Vm _ doing 
something I should have done a 
couple of weeks ago. I’m fixing up 
the old flower bed. Judging from 
the appearance of this street | 
have lots of company, too. 

TYSON: Well, if that’s the case 


we'd better run some advertising 


on our seeds and garden tools. ° 


Here, catch this May 16th issue of 
Harpwar_e Ace. I’ve just finished 
it. There’s an interesting article in 
it on this very subject of seeds. 
Tells about a hardware dealer by 
the name of Henson in Illinois 
who has cashed in on the line. 
And I must say, he’s been a bit 
smarter than we havé been. 

MERRILL: Well, we may be a 
bit slow in starting but we'll get 
there just the same. Anything else 
that’s interesting in that issue? 

TYSON: Plenty as usual. For 
instance, there’s a story about a 
firm in New Jersey that’s been do- 
ing some interesting business on 
ironers. The dealer’s wife irons 
her laundry in the window and has 
succeeded in building up some 
mighty fine sales. She shows them 
how easy it is and that’s all the 
local housewives want to know. 
They start buying right away. 
Then there’s a summary about 
what happened at the American 
Toy Fair. 

MERRILL: A little early for 
toys, I’d say. 


TYSON: You wouldn’t think so 
if you read that article. There’s 
plenty of firms in this country 
that do a bang-up business on toys 
the year ‘round. They don’t wait 
for the Christmas holidays. If you 
want my opinion, I think we’d do 
well to follow in their footsteps 
and feature them throughout the 
entire year. You know the present 
day toys aren’t jimcracks. They 
help develop the youngsters both 
physically and mentally. Then 
there’s another good article on 
paint. Now’s the time to push 
paint. Everybody has something 
that has to be painted during the 
spring season. Read that article 
Jim and we'll talk it over tomor- 
row and see if we can’t apply 
what it says to our own store. I 
found a lot of good, useful in- 
formation in it. 

MERRILL: Yes, I guess we'd 
better get together on that subject. 
Some of the wives in this town will 
be after their husbands to start in 
with the spring painting pretty 
soon. 

TYSON: Say, speaking of the 
men, there’s an interesting article 
about the Cusack Hardware Co. of 
Philadelphia. They are going after 
the “man of the house” with new 
merchandise, displays and adver- 
tising. And it looks as though 
they had hit a good idea. They’ve 
increased their cash sales 28 per 
cent. And before I forget it don’t 
miss the leading article on “Ad- 
vice to Young Men from Hard- 
ware Men.” It tells the young fel- 
lows who are planning entering 
the retail hardware business what 
they should know and how they 
should prepare themselves for a 
job. Guess we'd better turn that 
article over to our sons. They'll be 
entering the business before long 
and we might just as well start 
them out the right way. Well, I’m 
on my way now. Read that issue! 
It’s worth reading. 

MERRILL: When did I ever 
miss reading it? So long, Bill. 


—G.M.S. 
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‘» AMERICAN ,.2722.. CHAIN 


AMERICAN CHAIN DIVISION ¢ AMERICAN CHAIN & CABLE COMPANY, 


BRIDGEPORT, CONNECTICUT By Business See Your Sapely 
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ry ‘ y x - 
wd COIL WIRE STOV a PIPE 
rit 
= Black Ann. Steel, Tinned MEC HANIC 8S’ WIRE 
lo and Galvanized pated Tt oe LE 
Ds Soft Copper, Soft Brass and Black and Galvanized 
re Spring Brass Annealed Steel Wire 
wt Sizes 14 to 34 B & S or W & M Gauge 
; 4%4,—Y4—1-5 pound coils 50 ft. and 75 ft. coils 
a Also ten cent coils 3 and 5 pound spools 
- E. H. TATE CO., BOSTON, MASS., U.S.A. 
h Sales Offices also in—CHICAGO NEW YORK LOS ANGELES . 
1S 
e 
le 
" “ 99 
Follow the LEADER | § “Zzc Skyscraper by the Sea”. 
I oe 33 
i In Want Ad Advertising— The Claridge is not only known as Atlantic City’s 
de th . tallest and newest ocean front hotel, but it is 
q n every trade there is always a leader. In equally famous for the luxury and comfort of its 
’ the Hardware Trade it is Hardware Age. appointments and the thoughtfulness of its service. 
1 Classified i Nati ad 3 Each of the 400 spacious rooms has an outside 
. assitied as well as National advertisers exposure, and most of them have an unobstructed 
y have found it out. view of the beach, boardwalk and park. All rooms 
have private bath, with both tub and shower, 
. Year after year HARDWARE AGE has led fresh and sea water. Glass enclosed Solarium on 
. its field in the volume of classified as well 24th floor. Three ocean sun decks. Health Baths. 
7 as display advertising. Its classified col- aie 
umns bring together buyer and seller, em- Washington Office . Telephone District 2685 
Philadelphia Office . ‘Telephone Kingsley 3150 
) ployer and employee. Pittsburgh Office . . Telephone Atlantic 6240 
3 Those who contact the hardware trade 
know from experience that HARDWARE ‘Hotel ( | arid ge 
AGE is the logical medium to use to secure Gerald R. Trimble ATLANTIC CITY 
RESULTS from their classified advertising. General Manager gy 
Classified Opportunities Dept. 
239 West 39th St.. New York City 
ERS Hee 
MASONS’ WOOD AND ALUMINUM SAND’S | San carvan WOOD AND ALUMINUM 
SAND’S-STEVENS SURFACE AND LINE TILE SETTERS’ WOOD AND ALUMINUM 
Write for Catalog World's Standard 
SAND'S LEVEL & TOOL CO LEVELS For 48 Years 
r TELL THE TRUTH " j da 
8631 Gratiot, Detroit, Mich. Factory Built-In Accuracy 
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REFRIGERATOR AC- 
CESSORIES .. . CRISPERS 


Rubber ice trays, 
dishes, etc., etc. 
Select from our big 
. ' catalog, at money sav- 
ing prices. Catalog 
- free if requested on 
your letterhead. 


TRE HARRY ALTER CO. 


1728 S. MICHIGAN AVENUE, CHICAGO. ILLINOIS 
AGO BRANCHES NORTH WEST SOUTH 








Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby. Conn... U 3. A 











STEEL MORTAR BODS 


No dripping onto 
the user's back. 





Made entirely of 
w stee) with wooden 
shoulder saddle 
and handle 
Edges are heav- 
}}y reinforced. 
The fork is 
pressed from 
heavy gauge 
steel. 


Write for prices. 
The Cleveland Wire Spring Co. 
BE 38h St. and Hamilton Ave. 








a . Cleveland, Ohio = * 





New Daisy Waterers 
for HOGS and POULTRY 
ALSO SHAW and DAISY 


CALF WEANERS 
BEST FOR 25 YEARS 


Write for FREE Circular Mfrd. By 
QUINN WIRE & IRON WORKS 


BOONE, IOWA, USA 


a ee 
for 


CLASSIFIED 
OPPORTUNITIES 


Pages 94-95 
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The ““WHO MAKES IT ?”’ issue of HARDWARE AGE 


enables you to quickly locate sources of supply and helps 


you answer many questions regarding brand names, 


products, etc. 


Huntingdon, Tenn.: Who makes 
the Brillion soil pulverizer? Carter 


& Leach. 
ANSWER: Brillion Iron Works, 


Inc., Brillion, Wisconsin. 


Stillwater, Okla.: Who makes the 
Syroco wood products? Bradley & 


Creech Hdwe. 


ANSWER: Syracuse Ornamental 
Co., Syracuse, N. Y. 


Butler, N. J.: Who makes a rub- 
bish burner that looks like trunk 
of tree? Meade’s. 


ANSWER: A. M. Goldsmith, 
Inc., Grand Central Terminal Bldg., 


New York, N. Y. 


Cooperstown, N. Dak.: Who 
makes the Heatilator fireplace unit? 
Edward Reitens Co. 


ANSWER: Heatilator Company, 
Syracuse, New York. 


Chestertown, N. Y.: Who makes 
the Hinckley Spinner? Fred Vet- 
ter Co. 


ANSWER: Mable Hinckley John- 
son, Naples, New York. 


Toronto, Canada: Please furnish 
address of the manufacturer of Am- 
broid Glue. H. S. Howland Sons 
& Co., Ltd. 


ANSWER: Ambroid Company, 
2792 Atlantic Ave., Brooklyn, N. Y. 
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Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 


sented as an aid to others in the trade who may be seeking the 


same articles. 


The inquiries reproduced have been selected be- 


cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 
dered by the “Who Makes It?” issue. When writing to the firms 
mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


Omaha, Nebr.: 
Lloyd steel tubular furniture? Pax- 
ton & Gallagher Co. 


ANSWER: Lloyd Mfg. Co., 

Menominee, Michigan. 
¥* *% * 

Clearwater, Fla.: Who makes 
the Bowers cigarette lighter? West 
Coast Hdwe. Co. 

ANSWER: Bowers Mfg. Co., 


Kalamazoo, Michigan. 
* *% * 


Hamilton, Ont.: Who makes the 


Cole’s wood heaters? Wright & 
Company. 
ANSWER: Cole Hot Blast Mfg. 


Co., 3108 W. 5lst St., Chicago, II. 
eo * # 


Holyoke, Mass.: Who makes the 


Arkograf pen used for etching on 


steel? Wells Hdwe. Co., Inc. 

ANSWER: Arkograf Pen Co.., 
3927 S.E. Stark St., Portland, 
Oregon. 


* * * 


Douglas, Ariz.: Who makes apple 
graders? R. G. Arthur & Company. 


MAY 30, 1940 


Who makes the 


ANSWER: John Bean Mfg. Co., 
Lansing, Mich. Trescott Company, 
Inc.. Fairport, New York. 


* * * 


Elizabeth, N. J.: Who makes 
Tungsten Temper shaper tool blades? 
Hand Hdwe. Co. 


ANSWER: Statler Edge Tool 

Co.. Grand Rapids, Michigan. 
* * * 

Baltimore, Md.: Who makes 
Crown mops? United Sanitary 
Chemicals Co. 

ANSWER: Algoma Mfg. Co., 


Algoma, Wisconsin. 
*% * *% 
Fieldale, Va.: 


King fishing reel? 


ture & Hdwe. Co. 
ANSWER: Bronson 


Bronson, Michigan. 


Who makes Silver 
Fieldale Furni- 


Reel 


Co., 


* * * 


Chicago, Ill.: Who makes a brad 
holder and driving tool? L. Stauber 
Hdwe. Co. 

ANSWER: Markwell Mfg. Co., 
200 Hudson St., New York City. 





TURN OLD PAINT STOCK 


INTO LIQUID ASSETS 
with 
TAMMS PAINT MIXER 
and AGITATOR 


MOTOR 


AC, Y% HP, 110 Volt 
MOTOR $7.95 






































@ Boost paint sales—turn old paint stocks into cash 
Assure yourself that every customer is a_ satisfied 
ene! New mixer handles all size cans, pints to gal- 
lons. GUARANTEED against defects in material 
and workmanship for one year! 


Introducing! 


TAMMS FLOOR DYE 
AND SELF-POLISHING WAX 


Waterproofs, dustproofs and beautifies cement floors 
Entirely different from enamel paint. Penetrates 
into pores—will not flake, chip or wear off. Comes 
in 6 attractive colors. For extra protection use 
Tamms Self-Polishing WAX. Comes same colors as 
DYE, also in clear solution for use on linoleum and 
wood floors. SAMPLE FREE! 


TAMMS SILICA CO. 


228 N. LASALLE ST. CHICAGO, ILL. 


DENISTON 
Triple Lock NAILS 


“Lead Seal” 
Drive Screw Shank gives powerful 
grip. Lead under the head and down 
the shank plugs hole around the nail 
to form weather-proof lead seal. Nail, 
lead and sheet solidly locked together 


by “bump”... Send for samples. 
“a . Pse40 South 


The DENISTON Co. Ws:'er: 4v°: 












ROCHESTER ADJUSTABLE 
SASH BALANCES 
9 


A product of Guar- 
°| anteed quality. Real 
profit in handling 
them. 


‘ Write for prices. 


Rechester Sash Balance Co., Ine. 
Rechester, N. ¥. 
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KEY BLANKS 
LOCKSMITHS’ SUPPLIES 





Catalog on Request 


H. HOFFMAN CO. 
6245 No. Western Ave., Chicago 


















Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| Clamibied Adwentising Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $3.00 
All capitals, maximum, 50 words.... 4.00 
Each additional word......... .06 


Positions Wanted 
(Special Rate) set solid, maximum, 
FO WORE. cbvccvccessntscesesocee .50 
Each additional word .............. 01 
Allow Seven Werds for Keyed Address or Your Address 


BOXED DISPLAY RATES 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 10% off; 8 insertions, 15% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 








HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 











"ae 239 West 39th St., New York City 
a Positions Wanted SIL Positions Wanted ||/ Positions Wanted i 





HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 





YOUNG MAN, 24 YEARS OF AGE, 5 years’ 
hardware experience dealing with general hard- 
ware, metals, construction hardware, etc.; also 
familiar with office routine, stock, shipping, and 
window trimming. Able to drive truck. Salary 
secondary. Location—New York City or nearby 
vicinity. Address Box D-954, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 








POSITION WANTED BY YOUNG HARD. 
WARE man, 23 years of age, diversified experi 
ence in general hardware, metals, etc. Able to 
assist wholesaler, retailer or jobber. Experience 
with large New York concern. Can furnish best 
of references. New York City resident. Able to 
drive. Would appreciate an interview. Address 
Box D-953, care of Harpware Ace, 239 W. 39th 
St., N. Y. City. 





AM INTERESTED IN CONNECTING WITH 


reliable Manufacturer as Purchasing Agent. 
Eighteen years’ experience Jobber, Mail Order 
and Syndicate Buying Companies. Acquainted 


with the trade and can aid in increasing volume. 
Excellent references. Address Box D-966, care 
of Harpware Ace, 239 W. 39th St., New York 
City. 





MANUFACTURERS —DO YOU WANT 
REPRESENTATION in Western Pennsylvania, 
Ohio, W. Virginia? Young man 14 years with 
leading hardware jobbers and manufacturers. Suc- 
cessful sales record general hardware and paints; 
select following. Available June Ist. Address 
Box D-973, care of Harpware Ace, 239 W. 39th 
St., N. Y. City. 


YOUNG, ALERT, EXPERIENCED, RELI- 
ABLE MANUFACTURER'S representative is 
desirous of making a new connection. Now sell- 


ing to the hardware and paint trade throughout 
New England—wholesalers, chains and major re- 
tailers. Regularly contact every desirable account 
in this territory and have strong following. 
Present work consists of maintaining established 
outlets and developing new ones. Have doubled 
business of present connection in one year in the 
New England territory. Can furnish best of char 
acter and business references Interested only 
in a permanent connection with a substantial, 
well-rated manufacturer on a salary and expense 
basis. Address Box D-992, care of HarpWare 
Ace, 239 W. 39th St., N. Y. City. 








FACTORY SALES PROMOTOR, PACIFIC 
COAST STATES, interested direct sales connec- 
tion, or handle lines on warehouse basis, etc. 
Have following in wholesale hardware and auto- 
motive, as well as industrial. Have proven sales 
records, and can furnish necessary credentials 
Address—-Apt. 106, 1539 W. 21st St., Los An- 
geles, California. 


MANUFACTURERS, HARDWARE OR 
HOUSEFURNISHING ITEMS, with established 
business who desire the services of a reliable and 
experienced salesman to take care of their busi- 
ness on the Atlantic Seaboard. Satisfactory ref- 
erences and details on request. Please com- 
municate with Box D-1000, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 


MANUFACTURER’S REPRESENTATIVE 
DESIRES RELIABLE MANUFACTURER’S 
LINE as exclusive representative for the State 
of Florida. Commission basis. Age 42, 17 years 
in this territory. Well established, assure results. 





Address Box D-997, care of Harpware AGE, 
239 W. 39th St., N. Y¥. City. 
MANUFACTURER’S REPRESENTATIVE 


DESIRES A RELIABLE manufacturer’s line 
in Philadelphia, Eastern Pennsylvania and New 
Jersey. Have covered this territory for twelve 
years and well established with hardware jobbe: 
and retail stores. Know credit standing. Cover 
territory in auto. Best of reference furnished. 
Address Box D-961, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 





YOUNG MAN, 27 YEARS OLD, desires posi- 
tion with growing hardware concern, vicinity New 
York City preferred, but willing to go out of town 
if position warrants. Sober, conscientious and 
willing to learn. Six years’ experience in ship- 
ping and stock room with New York hardware 
manufacturing plant. Best of references. Ad- 
dress Box D-978, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 


WANTED AS TRAVELING 
and contact man, or Washington. 
representative for builders 
hardware manufacturing company. Experience— 
twenty years as manager of builders’ hardware 
department for one of the East’s largest hardware 
stores, who handled builders’ hardware contracts 
in all sections of the United States, both Gov 
ernment and private. Five years with U. §S 
Gov't Housing Agency. Have entree to majority 
of Architects and Contractors Offices from Chi- 
cago East, and know all short cuts to Govern- 
ment Offices in Washington, D. C. Address Box 
D-993, care of Harpware Ace, 239 W. 39th St., 


POSITION 
SALESMAN 
D. C., and vicinity 


| N. Y. City. 





—-A NON-COMPETITIVE LINE 
FOR the state of Minn. Such as tools, sporting 
goods, cutlery, paints or builders’ supplies. Have 
good following with lumbermen, hardware and im- 
plement dealers. For reference—Hall Manufac- 
turing Co., Cedar Rapids, Iowa. Address—L. P. 
Petersen, 804 First St., S. W., Faribault, Minn. 


WANTED 





WANTED—MAJOR LINE, SUITABLE FOR 
hardware trade for Iowa, Nebraska; can also 
cover parts of Missouri, Kansas. Former job- 
bers’ salesman. Know trade well. Give com- 
plete selling details. References furnished. Ad- 
dress Box D-989, care of Harpware AcE, 239 W. 
39th St., N. Y. City. 





POSITION WANTED BUYER OR SALES 
MANAGER, 25 years’ experience with large 
national jobber- traveled South 10 years—came in 
house as Southern Sales Manager, held this posi- 
tion 6 years, transferred to buying department 
for 4 years, bought cutlery, wheel goods, bicycles 
and toys—sold cutlery for factory 6 years. Ad- 
dress Box D-994, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 


CREDIT EXECUTIVE, PACE GRADUATE, 
THOROUGHLY experienced, well known among 
the hardware, paint and milling trades. Familiar 
with contractual and industrial credit, F.H.A., 
H.O.L.C. loans, state liens, including public rela- 
tions and personnel management. Please phone 
Beekman 3-2563 or write the Terminal Employ- 
ment Exchange, 154 Nassau St., for personal 
interview. 


WANTED IN HARDWARE 
DEPARTMENT or store. Have had 20 years’ 
experience as salesman and manager. Can esti- 
mate, install heating systems, have had some 
five years in sheet metal shop. Operated own 
business for nine years for hardware and sheet 


POSITION 


metal work. Am 45 years old and married. 
Would prefer independent ownershin. not chain 
organizations. Address Box D-943, care of 


Harpware Ace, 239 W. 39th St., N. Y. City 


CAPABLE SALESMAN, ABLE 
to handle responsibilities, wishes position as man- 
ager, salesman or buyer in hardware store. Have 
had twenty years’ hardware buying and _ selling 
experience in Wisconsin and Michigan. Prefers 
hardware business either in Michigan, Indiana, 
Wisconsin or Ohio. A very hard worker and can 
furnish very best of references. Perhaps you 
are desirous of making a change and in need of 
a real live go-getter. Address Box D-991, care 
of Harpware Ace, 239 W. N. Y. City. 


A VERY 


39th St., 








Samples of Merchandise, Literature, Catalogs, etc., will not be forwarded unless accompanied by full 


postage for remailing. 








HARDWARE AGE 





Soe 


MANL 
DESIRE 
builders’ 
well esta 
dled, and 
care of ] 
City. 


A FE’ 
for comr 
large de:z 
dow and 
salesmen 
answering 
of territ 
Freeport, 


COMM 
EST AN 
to jobbir 
sale of | 
increased 
among tl 
again a Pp 
Liberal ce 
Company, 


HARD 
WITH |: 
trade amc 
supply de 
mission | 
ing expe 
handled, ' 
Address— 
Hudson 


EXCEI 
MEN cal 
is patent 
garden he 
Retails $ 
tilizers pr 
More tha 
Address— 
St., Seatt 











MAY 3 











| Accounts Wanted | 











MANUFACTURERS’ REPRESENTATIVE 


salesmen calling on jobbers and 
Line consists of mop sticks, win- 
r squeegees, lawn rakes, etc. Only 
well established can be considered. In FASTES 
ise lines now handling and details | ing like it on the market! Sells to all jobbers, 
Address—W. E. Kautenberg Co., | chain, department and hardware stores. Write 
today for free sample and money-making par- 
ticulars. All territories open. Address—Bastes- 
‘we 


COMMISSION SALESMEN TO SELL OLD. 
EST AND best known line of phonograph needles MANUFACTURE 
The phenomenal increase in ] WANTED TO SE 
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SALESMEN, HIGH TYPE, SALESMEN W 
SUCCESSFUL record and established | ELECTRICAL and 
among tool and hardware, mill and builders’ | trical contractors, to 
new useful tool; side line; com- | rect from manufacturers. All territories outside 
y those who ‘write fully, stat- | of New York City open. Give full details, terri- 
qualifications, references, lines | tOTY and field covered with present lines. Address 
territory covered, etc., will be considered. Box D-988, care of Harpware Ace, 239 W. 39th 


New York City. 


Gatchet, Inc., 2808 East Olive 
, Washington. 


FORGED TOOL 


sell new fast-selling 
TERRITORIES NOW open 





Self Products Corp., 





LINE TO THE hardware 


— ; and mill supply—old  firm—popular  prices— 
SELL nationally known line of | quality products—Texas, Oklahoma, Arkansas and 
hardware on commission basis. Must be | | oyisiana. Address 
well established with the trade. State lines han- | ac, 239 W. 39th St. N.Y City 
dled, and territory covered. Address Box D-977, |° ©” ~~ sat eens, begs 7 
care of Harpware Ace, 239 W. 39th St., N. Y 


Box E-2, care of HaRDWARE 


WANTED — SALES REPRESENTATIVE 
CALLING OWN jobbers and department stores to 


items. Ten per cent com- 


mission. Address Box D-987, care of HaRDWARE 
Ace, 239 W. 39th St., N. Y. City. 


SALES REPRESENTATIVE WANTED FOR 
=ST-SELLING household necessity. Noth- 


Buffalo, N. 


RS’ REPRESENTATIVES 
LL overhead garage door 


records has correspondingly | hardware sets to lumber dealers and_ builders’ 


st.. BW. Y. City. 


Markwell Mfg. Co., 200 | St.. N. Y. City. 


a needles. Your jobbers were | hardware distributors on straight commission basis. 
among the largest users prior to radio and are | The right man can 
again a potential outlet tor this rapid selling item. substantial income 


Liberal commissions allowed. Address—Plaza Mfg. | covered and lines you now represent. Address 
; Broadway, New York. 3ox D-995, care of Harpware Ace, 239 W. 39th 


produce a big volume with 
resulting. Advise territory 


[ANTED CALLING ON 


hardware dealers and elec- 
sell electrical specialties di- 


HACK SAW BLADE AND BAND saw sales 
: r : : ; man wanted by a well-rated manufacturer. Must 
SIDE LINE FOR SALES- | have had previous experience selling metal saws, 
retail hardware dealers. Item | twist drills, files, thread cutting tools or abrasives 


designed, well constructed, | to factories. An exceptional opportunity. Give full 





garden hose-operated fertilizer sprayer for lawns. | information regarding yourself. Address Box 
Applies highly concentrated fer- | D-986, care of Harpware Ace, 239 W. 39th St. 
No price nor quality competition. | N. Y. City. ; 

already sold. Ask details. 











MANUFACTURER OF A COM- 
. , LINE OF CHROMIUM CABINET 
HARDWARE WANTS SALES REPRESEN- 


TRADE IN NEW ENGLAND, PENN- | ing large ret : 
SYLVA! BALTIMORE, WASHINGTON, | distribution is desired. 
MINNESOTA, ST. 
TO INSURE ATTENTION 
TER, PLEASE ANSWER THE FOLLOWING: 
. WHAT TERRITORY DO YOU 
COVER AND FOR HOW LONG? } 
2. WHAT BUILDERS’ HARDWARE SALES ' turers in hardware, 
EXPERIENCE HAVE YOU HAD? : 
3. WHAT LINES DO YOU NOW CARRY? | gan territory. Long 
BOX D-951. CARE OF HARD. | limited number of lines desired. Address Box 


AGE, 239 W. 39TH STREET, N. Y. | D-985, care of Harpware Ace, 239 W. 39th St., 


| ~—s- Accounts Wanted 








WANTED: FROM RELIABLE MANUFAC- 
WHO NOW HAVE AN ESTAB- | TURERS ADDITIONAL lines for Northern 


LISHED FOLLOWING WITH LARGE RE- | California by well-established representative cover- 
ing large retailers and jobbers. We satisfy where 


We have a following. Ad- 


LOUIS, OR KENTUCKY. | dress Box D-965, care of Harpware Ace, 239 W. 


TO YOUR LET- | 39th St., N. Y. City. 








N. Y. City. 


NOW SALESMAN, FIFTEEN YEARS WITH 
PRESENT connection, will represent manufac- 


houseware and mill supply 


lines on commission basis in Detroit and Michi- 


contact with this trade. A 





MANUFACTURERS’ AGENT WITH _ EX- 
CLUSIVE JOBBERS’ connection in the States 
of:—Minnesota, Wisconsin, Illinois, Iowa, Ne- 
braska, Kansas, Missouri, Arkansas, and Okla- 
homa, traveling two men, desires two or three 
factory connections in the hardware line. Address 

Vincent Gallagher, 1130 Broad of Trade Bldg.. 
Kansas City, Missouri. 


MICHIGAN AND TOLEDO, OHIO. LONG 
established company selling on commission basis 
only, increasing personnel and wants lines to sell 
to hardware stores or their jobbers, plumbers or 
their jobbers. Production and maintenance items 
for factories. We also call on architects, engi- 
neers and general contractors. Headquarters De- 
troit. Address Box D-999, care of Harpware AGE, 
239 W. 39th St.. N. Y. City. 


MANUFACTURERS’ REPRESENTATIVE 
WANTS ONE GOOD additional line for the 
hardware and mill supply trade for Eastern 
Penna., Southern New Jersey, Delaware, Mary 
land and the District of Columbia. I am very 
well acquainted with the trade and can furnish 
A-1 references. Address Box D-996, care ot 
Harpware Ace, 239 W. 39th St., N. Y. City 


CANADIAN MANUFACTURERS’ AGEN'r 
DESIRES TO represent manufacturers of tools, 
hardware, electrical specialties, lighting and do 
mestic glassware, pottery and all kinds of novel 
ties, on commission basis. Well acquainted with 
leading firms and buyers. Highest of business 
references. Address Box D-990, care of Harp 
WARE AGE, 239 W. 39th St., N. Y. City. 





| Business Opportunities | 


FOR SALE—USED FLOOR SANDERS, re- 
built at factory. As low as 25%-50% of original 
prices. Address Box D-974, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 











FOR SALE-—-COMPLETE DIES, production 
plates. jigs, fixtures and stock for the manufac 
ture of well known lawn mower now being sold 
by a large nationally-known mail order house 
No reasonable offer refused. Address—P. O. Box 
17 Sta. A, New Haven, Conn. 


BUILDERS’ SUPPLIES AND PAINT 
STORE in Phoenix, Arizona. Clean stock and 
well established business. This is an opportunity 
worth investigating. Closing estate. Address 
Box E-1, care of Harpware Ace, 239 W. 39th 
St.. Hs ¥. City. 


OLD ESTABLISHED HARDWARE AND 
SUPPLY business with a splendid opportunity to 
expand. Need working partner or investor with 
about $30,000 required. Located in fine citv i 
Mid-Hudson Valley. Large volume of business 
has been done and can be done. Address Box 
D-998, care of pHarpw ARE AGe, 239 W. 39th St., 
N. Y. City. 














The Story of the 


“WANT AD” 


A Business paper’s value as a vehicle for 
“Want Ads” depends upon how widely and 
thoroughly it is read in its field. Q Every 
classified advertiser in placing his adver- 
tisement in HARDWARE AGE offers spon- 
taneous evidence of his conviction that this 
paper is mostly widely and thoroughly read 
in the hardware trade. 


Year after year HARDWARE AGE has led its field 
in the volume of classified as well as display adver- 


tising published. 


a valuable aid in bringing together buyer and seller, 
employer and employee. Those who contact the 
hardware trade most closely know, from observation 


and experience, 


widely and thoroughly read by live hardware men. 


@ Its classified columns have proven 


that HARDWARE AGE is moss 





HARDWARE AGE 


239 West 


39th St., New York City 











1940 
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display stand 
FREE 


gust buy 6 dozen 
velb. Cress TACKS 
from your yobber 


CROSS 


EAST JAFFREY,N.H. 
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 COLUMBIAN .. ROPE 
Starts with Carefully Selected Fibre — 


No other cordage mill, besides Columbian, maintains such a complete 








buying, packing and warchouse organization in the far-off Philippines. 
That's why the fibre used in Columbian Rope is quality-controlled. 
This typifies the care and inspection that Columbian 


maintains every step of the way! 





COLUMBIAN ROPE COMPANY 
AUBURN, "The Cordage City,’ N. Y. 








FREE 
a 








Whenever your = 
door opens someone 
enters who needs both 


MOORE 


PUSH-PINS & PUSHLESS HANGERS 


Every customer has something to 
hang, pin or tack up. Each 1s a 
spective buyer of one or more 

ONLY eat, and needs only to be re- 
HANGER minded. There's no better remind- 
WITH A er than the handsome, revolving 
TWIST display cabinet which your 
jobber will supply FREE with 

your order for 72 assort 
packets. Write him today. 


MOORE PUSH-PIN CO. 
113 Berkley Street 
Phila., Pa. 


Genuine DOMES &% SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


T SAVE TUI-4 hae) 12 
& FLOORS-CREATE QUIET 


erce 




























Advertised 
Nationally 
to Millions 





Domes 


Rubber Cushio Glides 


Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
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Acme Shear Co..... Coccscos 
Acme Steel Company . oecesetbace 
Aladdin Industries, Inc......... 
Albany Sales Co., Inc.......... 
cS SS ae 
ees De Elis Ws Bie escsnces 
All-in-One Cement Co.......... 
Alter Co., The Harry ....... aa 
American Cabinet Hdwe. Corp... 
American Chain & Cable Co., Inc. 
American Chain Div............ 
American Fork & Hoe Co., The 

American Mig. Ce. ..ccsccscces 
American Shearer Mfg. Co.... 

American Steel & Wire Co...... 
American The rmos Bottle Co. ‘ 

American ‘Turpentine Farmers 

Assoc., Cooperative . 

American Window Glass Co..... 
American Wire Fabries Corp... . 
Ames Baldwin, Wyoming Co.... 
Animal Trap Co. of America... 





Dee. OM is cwaadensecaee 
Archer-Daniels-Midland Co. . 

Armstrong-Bray & Co....... oe 
Armstrong Bros. Tool roe 
Meee GEIP.  cccvccctscccreses 
Associated Mfrs. Inc. ........- 
Athine & Co., B. Crccccccccece 


Automatic Products Co. ....... 
Autoyre Co 7p ore 


B 
eee Ge. We Wececcccccuse 
Baker McMillen Co. .......... 


Balionoff Metal Products Co..... 
Barr Rubber Prods. Co. ....... 
ie TE neces aaéséien 


Bartlett Mfg. CH 40s. ceessese 
Det GR, SE 06sec vecdsiveees 
ne OE Sh ae csies.ctsesice'es 
Behr Manning Corp. .......... 
sellevue-Stratford Hotel ...... 


ee ooh. Me. BO .6ccect ad 
Bethlehem Steel Co. .......... 
ee Cee 2 cstceasenaense 
Bissell Carpet Sweeper Co...... 
Blaiedell Pencil Co. .....ccccece 
Bommer Spring Hinge Co....... 
i Ce GG cede culbncewieeas 


Boston Woven Hose & Rubber 
; - 28-2 


Boyle Co., 

Ge. gvscnetenhmasteee ede 
Boyle Co., (Plastic Wood) 
Boyle Co., » t (Three-in-One 

MP FEET Oe ree 
triggs & Stratton ere 
Brooks & Sons, o Ry Lecce eae 
Brown Comp, W. B...c.ccccces 
Brown & Sharpe ute. ae 
Ore CR, cc stcccsecscccseve 
Builders’ Hdwe. Textbook...... 
Bushman Saw Div. ......-:0.0- 





Cc 
Calbar Paint & Varnish Co.. 
CHa Bee. OR scccccsccese 
Carborundum Co. ee waned bec 
Carey Co., The Philip ......... 
Carnegie-Illinois Steel Corp. .... 
Carrollton Metal Products Co.... 
Carter Prods. Corp. .....csee% 
Casein Co. of America......... 
Champion Hardware Co., The... 
Qheney Hammer Corp., Henry... 
cS oh, Pee rere 
Chicago Roller Skate Co.... 
Chicago Spring Hinge Co.. 
Chicago Wheel & Mfg. Co...... 
Ge nn 0 0.44.4:00:00546.05 
Clee ee. ie Ge Bice cvcsace 
Clayton & Lambert a 
Ciampaem Tes... BMG. 2c cccsccecs 
Cleveland Chain & Mfg. Co., The 
Cleveland Wire Spring Co., The 
Clover Mfg. Co, PONE Te sa 
Coburn Trolley Track Co. 
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‘oleman Lamp & Stove Ri. sis 





re Cie BD co caceugv seas 
Jotnom Coep., The ....sccccccs 
OD COE OM, occa ce aedeies 
‘olumbian Rope Co. .......... 
‘olumbian Vise & Mfg. Co..... 
‘onco Engineering Works ...... 
‘ongoleum-Nairn Co. .......-. 
‘onnecticut Valley Mfg. Co. x 
‘onsolidated Sales Co. ......... 
Continental Sereen Co. ........ 
Continental Steel Corp. ....... 
Cee Gs ey Gc TD. ocacsiscc 
Casper MGE.. CO. wccccsecsccess 
GCreasemt Bees OR... .ccccecccess 
Sih. Sis Us ccndessben cs 
Cycle T rades of America, Inc.. 

Cyelome Femee Co. ..cscccccces 

D 

eter TE. .Gr.. sescacrcesscee 
Daniel Co., Edw. W. ‘ 
Dazey Churn & Mfg. Co....... 
Dates Dowk. DOG. cc cccccccdsce 
Dempster Mill = ec ccccccceoe 
Deniston Co., The .........+. 
DeWitt Ope Ry “Hotels coeee ee 
Dexter Co. ....cceeecetesceces 


Diamond Calk Horseshoe RM sce 
Dickson Weatherproof Nail Cw... 
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ee Gis eT éithacccaceee 
Disston & Sons, Inc., Henry 
Dixon Crucible Co., Joseph 


Bemes Cf BUMS ...ccccccsece 
Dooroscope Co., Inc., The ...... 
Drake Electric Works, Inc. 

Draper-Maynard Co. ........+.. 


du Pont de Nemours & Co., Ine. 





E 

Eagle Lock Co. . ‘ee Oa weet 
I I MN Es odin ahaa 
Eagle Rule Mfg. Co. ........- 
PD GM, nae ccesiows eaves .s 

ee GO ka cio wepeaseee 
Benetie Tee GO... BROs.<ccccscs 
Electric Spray it’ ar 
Electro-Line “9 SSA 
i nT, 6k ds aaelg-aae es 
SS re ee 
Betate Stove Co., The 2.2.00 
mews Ce.4 TOD ci cecvscccscces 
Evans Prods. Co. ....-cceccees 








Peveteny OS... TRO vcccccvcciaase 
Evinrude Motors .........++.+++ 


F 
Fairbanks-Morse & Co. ........ 
Farrell-Cheek Steel Co, ....... 
Fate, Root, Heath Co., The.... 
Ferguson-Sherman Mfg. Corp.... 
Vietcher Terry Co. ...ccccccocs 
Flexible Steel Lacing Co........ 
te eee 
ee ae 
RD ese 
oo ee 
PO Ce SE, sdaca.cqacncans 
French & Hecht, Inc. ......... 
Frick-Gallagher Mfg. Co. ...... 
DERE GUN. SC ccciwevnccases 


PD occ ess cseeacue 
Garaemer Betal Oe. ..cccccsces 
ee rere 
General Electric Co. 


FR eT eT re Te er er 
PeOmting Devices .....6cccccess 
reer e 
WOE NOD 6660.6 scccdsen 
Gephart MK. code enue ~ aemee 
Gibson Electric Refrigerator Corp. 
Gilbert & Bennett Mfg. Co. A 
Gillette Safety Razor Co. ...... 
Glass Coffee Brewer Corp. ..... 
Goodyear Tire & Rubber Co., Inc. 
\ tS reer ° 
Grand Specialties ............. 
fe eG 
Greenfield Tap & Die Corp. 
i 
Ge GO, Se cS cen ewsenes 


H 

Halter Sons Co., Jacob ........ 
Hamlin Metal Prods. Co. ...... 
Hanover Wire Cloth Co. ....... 
Bemmmem, Metre Be. oc cccccccses 
SS ere eee 
Harrington & Richardson Arms 

SR “ad weds eos s 4daiab ances 
Harris “Hardware & Mfg. Co., 

De Uda RW eho bed hive 6 bares 
Hastings Canvas Co. .......... 
Dewees. OO., TRO okcccci asec 
Hazard Insulated Wire Works .. 
Heckethorn Mfg. & Supply Co... 
eb PE rer rer 
SY A es Ws Oe aacicanseens 
8 ra ae 
EE i I sc ow dé wrhee.ds 
oe ae er oe 
Btoppe, Tnc. Drank A. ...cccces 
Horst Universal Sales Co. ...... 
Hotel Benjamin Franklin ...... 
Rae eee 
Hotstream Heater Co. ......... 
Hoy & Worthen Tanning Corp... 
DE [. «p20skneeesd eoee 
Hustler Corp. ... rere ee 


Imperial Bit & Snap Co. ....... 
Independent Lock Co. ......... 


SS eee re 
Indiana Steel & Wire Co. ...... 
Ingersoll Steel & Dise Div. Borg- 

. ¢ 3a 


International Harvester Co., Inc. 
International Nickel Co., Ine. .. 
Irwin Auger Bit Co., The ...... 


MOE DE. GH diavedcsicndices 
Seems Tpee., IMC. .ccccccccce 
Jennings Mfg. Co., T he Russell. 

Pemerite Wis, Ge. 2. ccccciccsces 


Kato Engineering Co. ......... 
Katzinger Co., Edward ........ 





Kautenberg Co., W. E. ........ 
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Kees Mfg. Co., F. D. 
Keiser Mfg. Co. 
Kennel Food Supply Co. 
Kester Solder Co. 
Keystone Steel & Wire Co. 
Klein & Sons, M. 
K-R-O Company 


Lamson & Sessions Co. 
Landers, Frary & Clark ....... 
Lead Industries Assoc. 
Libbey-Owens-Ford Glass Co. .. 
Lincoln-Schlueter Floor Machin- 
CEP TA cccbdrecsterdsacescs 
Locke Steel Chain Co., The 
Lockwood Hdwe. Mfg. Co. 
Lowe Brothers Company, The 
Lufkin Rule Co., The 


M 

McCormick Sales Co., Inc. 
MeGill Metal Prods. Co. 
McKinney Mfg. Co. 
Macklanburg-Duncan Co. 
Mackwin Co. 
Marble Arms & Mfg. Co. 
Markwell Mfg. Co. 
Marshalltown Trowel Co. 
Master Lock Co. 
Master Rule Mfg. Co., Inc. 
Master Planter Co. 
Mayes Bros. » 
PR errr 
Merchandise Mart, The 
Metal Textile Corp. 
Miami Cabinet Div. of The 

Philip Carey Co. 
DERG Gi, TOS ic ccc cccceccs 
Milcor Steel Co. 
Miller, Inc., Robert E. 
Millers Falls Co. 
Minnesota Mining & Mfg. Co.. 


Moore Enameling & Mfg. Co., 
THD: sb. v0 e024 6d 6b: 09 9040 00:06000 
Moore Push Pin Co. .........0. 


Morse Twist Drill & Mac 4” Co. 
Mossbe re & Sons, Inc., 

Murphy’ s Sons Co., Th ad 
Murray Ohio ane. Co. Me we ae 


Myers & Bros. Co. , The F. E. 
N 
Nash-Kelvinator Corp. (Kelvina- 
. & > Ra arr rer sr 
National Brass Co. ..........+.. 
National Carbon Co., Inc. ...... 


National Council for the Promo- 
tion of Father’s Day, Inc. ’ 
National Enameling & Stamping 
Te Seth eestownceseseneneoe 
National Mfg. Co. ....... 
National Pressure Cooker Co. 
National Screen Co. 
New Haven Clock Co., The 
Newport Industries 
New York Solder Co. 
OG Es Si, BO cccne sdece 
Nicholson File Co. 
Norcross & Sons, C. 8S. 
Norge Division 
North American Press, The . 
Northwestern Steel & Wire Co. 
Norton Door Closer Co. 
Norton Lasier Co. 
Nu-Tone Chimes, Inc. 


0 
Ohio Foundry nk Mfg. Co. 
Okonite Co., The 
Owens- Tliacts Can Co. 
Oxford Tool Co. 


Page Seed Co. 
Paine Company, The ..........- 
Parker Co., Charles ....... j 
Patent Cereals Co. 
Patent Novelty Co. 
Peck, Stow & Wilcox Co. 
Pecora Paint Co. 
Perfection Stove Co.........+... 
Peters Cartridge Div. 
Pigro Leather Co., The ........ 
Pioneer Rubber Co., The....... 
Pittsburgh Plate Glass Co. 
Pittsburgh Steel Co. 
Planutabbs Co. 
Plumb, Inc., Fayette R. 
Plymouth Cordage Co 
Plymouth Rubber Co., Inc. 
Porter, Inc., ; > 
Premax SS ee 
Prime Mfg. Co. 
Progressive Mfg. Co., Inc. 
Puritan Cordage Mills ........-- 


Qa 
Quinn Wire & Iron Works 


hattan, | Ine, ..... 


Ranetite Co. 
Raybestos-Manhattan, 
Ray-O-Vac Co. 
Reeves Steel & Mfg. Co. 
Remington Arms Co., Inc. 
Republic Steel Co. 
Reynolds Wire Co. 
Rich Ladder & Mfg. Co., The 

Richards-Wilcox Mfg. Co. .....- 


MAY 30, 1940 


LI Tt 


| 


Bee 


alllolif 


| 


S| 


96 
81 


wstAl Os 


tt 


| 
| 


| Rotenone Prod. Co., Ine. 


‘Toro Mfg. Co. 
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mamem Ce., Geenr Co. ccccccccs 


| Rochester Sash Balance Co., Inc. 


Rogers Isinglass & Glue Co. 


Royal Electric Co., Inc. ....... 
Ruby Chemical MGS os sora 
Russell, Burdsall & Ward Bolt 


& Nut Co. 
Ryerson & Son, Inc., Jos. T 


Ss 

Samson Cordage Works ........ 
Sand’s Level & Tool Co. ... 
Sandvik Saw & Tool Corp. 
Savage Arms Corp. 
Schalk Chemical Co. 
Schatz Mfg. Co. 
Schick Dry Shaver, Inc. 
Schlueter Mfg. Co. 
Schollhorn Co., The Wm. 
Sentinel Radio Corp. 
Sewerage Comm., The ......... 
Shapleigh Hardware Co. 
Sheffield Bronze Powder & Sten 

cil Co. woos 
Shelby Cycle Co. 


Shelby Spring Hinge Co. 
Sherman Mfg. Co., H. B. 
RS ait vals 6 aw oeava a Win olesos 
OS are 
ee EO vc cecddcees 
SI IIL 01d: 5S'e &.0'0,5\pca. Caw 
Eee 
Smith, Inc., Landon P. ........ 
Socony-Vacuum Oil Co. ........ 
oe SE ee 
Speedway Mfg. Co. ........... 
Stampit Corp. 


Standard Fence Co. 
Stanley Tools ‘ 
Stanley Works 
Stearns & Co., A 
Steiner Prods. Co. 
Stevens Arms Co., J. 
Stewart Iron Works Co. 
ER errr terre 
Re RPP Pe Re Pp ee 
Swing-A-Way Steel Prods. Co... 
Synecro Devices, Inc. 


Tamms Silica Co. 
Tate Co. H. 
Taylor Instrument © ompanies 


Tennessee Coal, Iron & Railroad 
OO ee ire Fee ree 
po ee 2B eee 


Thompson & Son Co., T 
Tobacco By-Prods. & 
SG niacary bd ats.esenenea eae 
Townsend, B. W. 
Trico Fuse Mfg. ¢ 
Triplewear 
Triplex Screw Co., The 
Tru Test Marketing & Merchan- 

dising Corp. 
Tubular Rivet & Stud Co. 
Tucker Duck & Rubber Co. .... 
Turner, Day & Woolworth Han- 

dle Co. 





Union Fork & Hoe Co., The 
Union Hardware Co. 
U. S. Steel Corp. 
United Stove Co. 
Universal Lawn Tool Co. 
Utica Drop Forge & Tool Corp.. 
Utility Hdwe. Co. 


Vaughan & Bushnell Mfg. Co. 

Vaughan Novelty Mfg. Co., Inc. 
Victor Electric Prods., Inc. . 
Vent-A-Hood Co., The ......... 
Vita Var Corp. 
Viehok Teel Co,, THe .ccccceces 


Wagner Mfg. Co. 
Wee DODO WEED 6 ccc cccccaces 
Wappat, Fred W. 
Warner Mfg. Co. 
Warren Telechron Co. 
Warren Tool Corp. 
Warwood Tool Co. 
Westclox 
Western Cartridge Co. 
Western Cataphote Corp. 
Western Wire Prods. Co. 
Westfield Mfg. Co. 
Westinghouse Electric & Mfg. 


Wickwire Brothers, Inc. 
Wickwire Spencer Steel Co. .... 
Winchester Repeating Arms Co.. 
Wire Screen Cloth Mfrs.’ Insti- 
tution 
Woodruff & Sons, Inc., F. H. 
Wooster Brush Co. 
Wright Prods. Mfg. Co. 
Wright Steel & Wire Co., 





Y 
Yale & Towne Mfg. Co., The ... 






























FOR 92 YEARS 


the Trade has known... : 


M.S. BROOKS & SONS * Box “’B’’* CHESTER, CONN. 









































PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS e@ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 


SEND FOR CATALOG OF COMPLETE LINE 


The ELASTIC TIP Co 


370 ATLANTIC AVE: BOSTON:MASS: 



















No Increase for World’s Fair 


YES, SIR! Empire rates will begin as always at $2 single, 
$3 double ($2.50 for single with private bath, $3.50 double). 
This modern, 14story hotel is an IDEAL HEADQUAR- 
TERS FOR N.H.A. CONVENTION. 10 transit lines to 
all New York and direct subways to Fair. Food, valet and 
laundry prices are down to earth and service is unsurpassed. 
May we send you our FREE booklet J? 


HOTEL EMPIRE 


BROADWAY AT 63D STREET—NEW YORK 
At the Cateway to Times Square Edw. B. Bell, Cen. Mgr. 








Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 


at least 3 weeks before you move. 









HARDWARE AGE 


239 West 39th Street New York, N. Y. 
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National Garage Door Sets— 


for every type of Garage Door! 






- supplying the requests of your trade for garage 
door hardware equipment you naturally meet 
a variety of preferences influenced by the varying 
conditions and types of garages to be served. 






Regardless of whether a request is for swinging 
: or sliding doors or for two-, three- or four-door 
o. 803 Garage Door Set 

Designed to carry doors around the corner types, you can sell and recommend a complete 

National set that will amply fill the bill from the 


standpoints of price, quality and performance. 








All of these sets, however, are of uniform high- 
quality materials and workmanship throughout 
Pp and their operation has been perfected and proved 
Nos. 805% and 806% in service so that they are worthy of the name 

Sliding and Swinging Garage Sets ee ‘ 99 ; . : 
National,” long symbolic of hardware of merit. 












The sets here illustrated are serving thousands 
of garages today, which accounts in part for their 
ever-growing popularity. 








Further information will gladly be sent upon request. 


NATIONAL MANUFACTURING CO. 


STERLING - ILLINOIS 













Nos. 805 and 806 
Sliding and Swinging Garage Sets 















Nos. 817A and 817B 
Two-Door Trolley Garage Sets 










Nos. 815 and 816 
Three-Door Trolley Garage Sets 


Nos. 812 and 813 
Trolley Garage Door Sets 





















HARDWARE AGE 


COUNTER DISPLAY 
INCLUDED 


IN THIS INTRODUCTORY DEAL OF 


MINUTE MAID 
PASTRY PANS a 


SET YOUR STAGE FOR AN ENTHUSIASTIC he 
RECEPTION TO A BRILLIANT LINE CONWApES. 


As you would present fine diamonds on a piece of rich 
velvet, you will want to present the Minute Maid 
Pastry Pans in a suitable setting. The sturdy six-place 
Label No. 1 display offered in this assortment will really do a job Label No. 2 
No women can resist the sug- 


This brightly colored label H aueie i 
for you. Most important you can still make your gestion of something new and 


shares honors on every pan 
different for her family and 


PRINTED IN USA 


with its companion shown at ’ 
rage Be full markup on the pans! oe 


ON€ DOZEN EACH OF THESE ITEMS ... PLUS A DISPLAY! 


A neot, compact display for your 
counter. Your customers can take 
one pan easily without disturbing 
any of the others 


LOOK 
YOU SELL FOR $10.80 
YOUR TOTAL COST $ 7.20 


YOUR PROFIT (50% )94-00 
ae On 


A Permanent Selling 
Display Unit 


1949 NORTH CICERO AVENUE 


EDWARD KATZINGER COMPANY CHICAGO 


MAY 30, 1940 








PROOUCTS 








CManghovdse 
TRU:ZONE COLD 


“TRUE-TEMP CONTROL” 


is the SMASH refrigerator feature of 1940! 


— 


———— 


Again Westinghouse brings you a PLUS feature—a BIG 
PLUS FEATURE, that makes prospects stop, look and 
BUY! New Tru-Zone Cold, made possible with exclusive 
True-Temp Control, brings users complete food protec- 
tion of a new type—SUPER-MARKET REFRIGERA- 
TION for the home. 


Every housewife knows that her food store keeps different 
foods differently—often in as many as four or five separate 
refrigerators. Some need more cold; some less. Some need 
high humidity; others none at all. Only Westinghouse 
duplicates these varied conditions in her home—and you 
can prove it. 

No wonder Westinghouse retailers of all types report 
refrigerator sales at a new high level. If you’re not getting 
your share of these extra profits, you’d better write or wire 
for complete information today! Address Westinghouse 
Electric & Mfg. Company, Dept. 148, Mansfield, Ohio. 
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With new True-Temp Control you can regulate 
the cold in the refrigerator just as you do the 
speed of your automobile—not in meaningless 
letters or symbols, but in definite figures (degrees, 
Fahrenheit). Moreover, once set, the True- Temp 
Control holds food temperatures true despite 
changes in food load or kitchen temperature. 
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